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Christmas Greetings 


from WI NTON 


The Winton Company, all its employes and all its representa- 
tives, unite in sending you the same old wish—A MERRY 
MERRY CHRISTMAS and a RIGHT HAPPY NEW YEAR. 


Our sincere thanks go to the many dealer friends who have 
been so generous with their patronage during these passing 
years. 


Our hope is that 1940 will be for you the best. brightest and 
most successful year that you have ever known. 

















WHITE PINE MILLS: Winton Lumber Co., Gibbs, 
Idaho. 


SPRUCE MILLS: The Pas Lamber Co., Ltd., The 
Pas, Manitoba. 

PONDEROSA PINE MILLS: Somers Lumber Co., 
Somers, Montana.—Craig Mountain Lumber Co., 
Winchester, Idaho. 


Winton Lumber Sales Co. 


FOSHAY TOWER, MINNEAPOLIS 












Served the Sash and 
Door Industry for 75 


Let’s Not Pussy-foot 


about this business 
of rot and termites 


You, Mr. Dealer—You know that rot and termites do 


destroy millwork unless protected by an effective toxic— 


You know you can get properly TREATED millwork at 


a very slight advance over untreated stuff— 


You know your customer wouldn't have untreated mate- 
rials even at a much greater differential, if he knew the 


true facts— 


Don't you feel it's your DUTY to explain these facts and 


offer your customer millwork that's scientifically protected? 


If so, ask your mill for assurance that they are using 
PAR-TOX. Many of the biggest mills are using it. All 


mills can get it 


MILLS! Write for samples, 
prices and data on methods 
of application. 


OSHKOSH, WISCONSIN 


IRA PARKER & SONS C0. 
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Roof covered with snow 


House warm below 

This owner has never a care, 

He thinks Jack is swell 

For building so well 

Using shingles from Robert McNair. 


ROBERT M°NAIR SHINGLE CO. | 


VANCOUVER, BRITISH COLUMBIA 5 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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@ In 1938 the De Forest & Hotchkiss Co., 
New Haven, Conn. stressed storm sash at 
regular sales meetings ... used newspaper 
advertising ... mailed convincing “Window 
Conditioning” folders. Salesmen made a lot 
of calls on a lot of people every day. 

This aggressive tie-in with L-O-F national 
advertising resulted in a substantial increase 
in storm sash sales—a substantial increase 
in the sales of other products such as paint 
and hardware. 

It’s not too late for you to sell a lot more 
storm sash in 1939. In December people are 
experiencing winter’s chilly drafts and un- 
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even temperatures throughout the house— 
paying larger fuel bills. They’re particularly 
impressed with the comforts and economies 
that Window Conditioning provides and are 
more easily sold. 

The colder the day, the more prospects 
you'll find in every block of your commu- 
nity. Now is the time to make a lot of profit- 
able calls ...to make full use of all the 
material in your L‘O-F Window Condition- 
ing Sales Kit . . . to make December a ban- 
ner month in storm sash sales. 
Libbey-Owens:Ford Glass Company,Toledo, 
Ohio. 


December 16, 1939 
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This is a Great Country 


For unto you is born this 
day in the city of David a 
Saviour, which is Christ 
the Lord. —_st. Luke 2, 11 
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movie depicting the American 

scene of a few decades ago, you 
have wondered where the producer found 
the antique automobiles appearing there- 
in. We can tell you where some of them, 
at least, come from; and as so often is 
the case when something interesting turns 
up, a lumberman is at the bottom of it. 
In this instance, it is Arthur E. Twohy, 
proprietor of the Twohy Lumber Co., 
wholesaler, of Los Angeles, Calif.; an 
old-time friend of the AMERIcAN LuM- 
BERMAN. Incidentally, Mr. Twohy’s col- 
lection of about thirty antique automo- 
biles is rated as one of the country’s best 
by no less an authority than Life maga- 
zine, which a couple of years ago repro- 
duced several pages of illustrations of 
some of the ancient “‘jallopies” comprising 
the Twohy collection. Further, Mr. 
Twohy’s interest in ancient automobiles 
has led him to build up an automotive 
library almost as interesting as the cars 
themselves, it being generally esteemed 
the finest history of the sort west of De- 
troit. He would like to have for this 
library any really interesting or important 
pieces of automotive literature, such as 
old time illustrated catalogs etc., that may 
be gathering dust in attics ; but don’t send 
him anything without first writing him 
about it, as it might not be anything that 
he wants. He has also built up an inter- 
esting collection of radiator emblems, 


Ye LIKELY, when viewing some 
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’Tis the season for kindling the 

fire of hospitality in the hall, the 

genial fire of charity in the heart. 
—IRVvING 
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head-lamps, horns and other accessories. 

How did we find out all this? Well, 
as you know, one thing leads to another ; 
and it all started when we printed on 
front cover of one of our October issues 
a rather striking photograph of automo- 
biles, parked on the street and covered 
with snow, as a seasonable reminder to 
‘lealers to push the selling of garages. 
We got a lot of commendatory letters 
trom dealers and others all over the coun- 
try, including one from this Los Angeles 
lumberman, who told us briefly about his 
hobby; so, naturally, we asked him for 





more information. It appears that he 
also heads the Horseless Carriage Club, 
and publishes a little paper pertaining to 
this hobby. He says: “Our club is a good 
live organization, with apparently a long 
future ahead of it, due to the growing in- 
terest all over the country in these ancient 
horseless carriages. There are _ other 
smaller clubs in Pennsylvania, and Bos- 
ton, besides the greatest of them all, The 
Veteran Car Club of Great Britain.” 

So endeth present discussion of the 


Heap on more wood! the wind is 
chill; but let it whistle as it will, 


we'll keep our Christmas merry 


still! errors 


Horseless Carriage Club. Remind us to 
tell you some time about its antithesis— 
The American Whiffletree Association, 
which is a “horse of another color.” 
A William King, 19 years old, a stu- 
dent at Wendell Phillips High 
School, Chicago, stood up before a large 
audience composed of members of the 
Kiwanis Clubs of the city, gathered at a 
big downtown hotel on Nov. 30, and read 
—from a copy prepared in Braille—an 
essay which he had written, on “What 
Constitutes a True American?” As the 
applause died away, the chairman handed 
young King a check for $25, the Grand 
Prize in the Kiwanians’ Americanism 
Essay Contest of 1939. Nothing was 
known, by the judges of the contest, con- 
cerning the racial, social or economic 
background of any of the contestants un- 
til after the winning essays had been se- 
lected. The Grand Prize essay, of about 
200 words, was a_better-than-average 
schoolboy’s effort, marshalling perfectly 
good words into trutsms that have, in 
varying forms, ably served writers and 
speakers, young and old, from time im- 
memorial. That, however, is beside the 
point. The young man himself is the best 
exposition of his theme; a “living epis- 
tle,” as the Apostle Paul puts it, “known 
and read of all men.” His courage and 
perseverance in pursuit of an education 
under handicaps (he does his school 
work in Braille), furnish an inspiring ex- 
ample for American youth, white and col- 
ored. Possibly there are other countries 
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BLIND, COLORED boy named 


in which a thing like this might happen— 
but there are several where it couldn’t; 
which, we figure, justifies running the 
story under the heading “This is a great 
Don’t you think so? 


country.” 


ROM A BOSTON member of the 
F trade there comes the following in- 

teresting comment on a subject of 
considerable current interest : 

“In the absence of definitely important 
changes in trade trends and with our 
time and energies of the past fortnight 
largely devoted to activities in connection 
with the season’s list of lumber trade con- 
ventions, a proper subject for discussion 
in this column is found in an editorial 
captioned: Is ‘Room 670’ a Help or a 
Hindrance to a Convention? which ap- 
peared in Dec. 2 issue of the AMERICAN 
LUMBERMAN. This refers to a problem 
which all trade convention planners have 
wrestled with since such gatherings were 
inaugurated. A midwest secretary had 
put the question to a vote of his member- 
ship and the returns showed a nine-to- 


- one expression in favor of padlocking 


‘Room 670.’ That the problem is receiv- 
ing attention by the planners is evidenced 
by a communication sent out by the sec- 
retary of the Massachusetts Retail Lum- 
ber Dealers’ Association extending a gen- 
eral invitation to the trade to attend the 
annual meeting held in Boston last Sat- 
urday, a paragraph of which read as fol- 
lows: ‘We would ask that members and 
guests do not entertain in private rooms 
until the meeting has adjourned.’ Having 
attended all types of lumber trade con- 
ventions over a widely scattered territory 
during the past half-century, the writer is 
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I heard the bells on Christmas 


Day, their old, familiar carols 
play; and wild and sweet, the 
words repeat, of peace on earth, 
good-will to men! 

—LONGFELLOW 


convinced that ‘Room 670’ has caused 
more worries to the planners, and has 
thrown more carefully prepared programs 
out-of joint, -with—attendant delays and 
confusion, than can be excused along any 
line of reasoning. It is due the hard- 
working executives and committee work- 
ers that the period of the meeting—usu- 
ally short-—have the undivided attention 
and support of membership and guests, 
as a reasonable gesture to the planners 
and the presiding officer. It is said 
‘There is a time and place for everything.’ 
In the interest of sane and constructive 
conventions why not keep away from 
‘Room 670’ at least ‘until the meeting 
has adjourned.’ Business and entertain- 
ment were happily segregated at the Bos- 
ton meeting; it was all business at the 
morning session, and largely fun and en- 
tertainment in the later sessions.” 
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As the Old Year Draws to Its Close 


ECEMBER is the month of memories. We pull out the 
[) drawer of recollection and are reminded of many happy 

things that have brightened our lives. There is a soften- 
ing of the outer shell of protection that most men have about 
them. They are a little more kindly, a little more thoughtful of 
the other fellow. There are many appeals in the newspapers 
on behalf of the needy; telling of the good that can be done 
with a little money, and the cheer that can be given by a few 
words of appreciation. 

The boss is supposed to be a little tender-hearted at this sea- 
son, and the employee hopes that he will be remembered—not 
so much with a Christmas present, as with a raise in salary on 
Jan. 1. 

A real honest-to-goodness boss will give that matter due con- 
sideration, because he wants to do the right thing; but the all- 
important question is, can he increase the pay envelopes? Is 
it safe to do it? Is he far enough away from the edge so that 
he could stand more depression if it came? 

He hopes it won’t come, because he has had so much disap- 
pointment that it makes him cautious. But down in his heart he 
wants to express to those with whom he has come in contact the 
spirit of optimism, and he wants to show by his actions that 
he believes in America, and that he believes in his business. He 
doesn’t want to belittle it. 

Then he starts thinking about his inventory, and he also 
runs over in his mind what he has done with his money this 
year. Where has it gone, and has it produced the results he 
hoped it would? Has he really been the sort of citizen that he 
would like to have the other fellow be? Has he measured up 
to his ideals? 

So, many aspects of the picture roll along before him as he 
goes over the year’s operations. A great many things have 
happened. He sits in his office today because there is a little 
lull in business, and he wonders if he should not go out and 
buy some presents; if there are not some things he could do at 
this last moment to bring cheer to some of the folks to whom 
he feels he should show appreciation. 


It disturbs him, for he doesn’t know just where to begin, 
or how much money he can afford to spend. He hesitates to 
spend any, and yet he feels he ought not let this season go by 
without making some gifts to those who are near and dear to 
him; those who have endeavored to look after his welfare, and 
the folks that are close to his heart. 

Then there are his associates and helpers. He _ thinks, 
“They have all done well for me this year. They are all of 
them worthy. They seem to appreciate their jobs, and I really 
believe our improvement in business is due largely to them. 
There haven’t been so many new programs produced, but there 
has been a lot of hard work done.” 

And so, as the manager of the business, he endeavors to put 
down on a piece of paper some of the things he ought to do, 
and when he adds it up he says, “That is a pretty big sum. 
I wonder if I ought to do it. I wonder if I will get pleasure 
out of it. Will it do what I hope it will? Will it make me as 
happy as I think it will? 1940 promises to be a good year; 
why shouldn’t I make a start now? Maybe I won’t have a 
chance next year.” 

Then he thinks of some of his friends that are gone, and down 
in his heart he wonders whether he will be here another year. 
If one could only read the thoughts that pass through the minds 
of the folks he meets every day, at this season, he would sense 
the desires, the hopes, the aims and ambitions of others who 
are experiencing the same things he is feeling, and who wish 
they could do things, just as he wishes he could do them. 

There is another idea that revolves in his mind as he reviews 
the past and looks toward the future; and that is, he secretly 
promises himself that he will speak a little more kindly ; that he 
will be a little more thoughtful of the other fellow ; that he will 
try to build for himself, in the days that he hopes are still ahead 
of him, a character such as he would like to possess. He re- 
members some of the fine men who have gone before him, and 
thinks how much he would like to be like one of those. 

He winds up his reverie by saying, “I will be—I will do my 
very best.” 








Looking at the Problem of Relief Taxation 


a business man’s letter, It is about 

the taxation involved in public re- 
lief; a subject which business men _nat- 
urally do not like. The letter is pub- 
lished as a contribution to free discussion, 
rather than as a direct expression of our 
own views, though we find ourselves in 
accord with the main trend of the argu- 
ment advanced herein. 

“Relief taxation does and should worry 
business men,” our correspondent writes, 
“not only because the taxes are a burden 
now and will be in the future, but be- 
cause the strain of relief on the public 
credit is serious. But I’m wondering if 
we worry about the right part of this 
business. , 

“There are said to be 10,000,000 or 
more unemployed workers. If we add 
their dependents there must be at least 
30,000,000 Americans living on the very 
minimum standards. I wonder if the fact 
that there are no jobs for these persons 
isn’t the thing that ought to trouble us 
as business men. If these people had a 
chance to get private jobs, business would 
increase its sales at once. That’s the fact 
we need to look at first. The second 
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fact we need to look at is that relief for 
these people, unsatisfactory as it is as a 
continuing policy, does more than merely 
keep these 30,000,000 people alive. 

“Let’s forget humanitarian ideas for a 
moment and imagine that by some mira- 
cle all these people were moved perma- 
nently to another planet. 

“We know well enough that this would 
not cure America’s unemployment and 
relief problems. Low as their standards 
of living are, these 30,000,000 people con- 
sume huge quantities of food, clothing, 
fuel and the like that are now being pro- 
duced by employed workers, Take these 
people and their consumption out of the 
market, and within a few weeks more 
factories and mines would close. More 
retail stores would fail. Farmers would 
have a big additional surplus. The coun- 
try would have a new unemployed group 
and a new relief problem. Keeping these 
unemployed going keeps additional mil- 
lions of Americans off the relief rolls. 

“The trouble lies in the fact that 
American production and distribution is 
so geared up that part of the people can 
produce and distribute as much as all the 
people can buy. Not as much as they 


could consume, but as much as they can 
buy. So long as this is true, just so long 
will there be a relief problem. 

“Nobody believes it is a satisfactory 
permanent policy to subsidize idleness or 
even to pay wages for unnecessary work 
that is done faithfully. There’s an im- 
portant duty involved in seeing that re- 
lief expenditures, on the basis of tempo- 
rary expediency, are made properly and 
efficiently. But abandoning these people 
without seeing that they are put back into 
useful private employment will never 
solve this problem. It would make the 
problem worse; since relief to the unem- 
ployed is keeping additional millions em- 
ployed in private industry. Relief is giv- 
ing business and industry additional time 
to discover practical ways of utilizing 
this surplus man power, 

“This is the big thing for business to 
worry about. No other agency but busi- 
ness is likely to solve it. Of course we 
don’t like relief payments; but we’ll have 
them until we find the answer to the 
question about putting surplus men in 
private jobs. I think it can be done; for 
America has always solved its problems.” 
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By permission of The Stearns Coal and Lumber Company, Stearns, Ky., we show above (somewhat reduced), 
a beautiful illuminated manuscript, in the medieval ecclesiastical mode. The entire composition, including 
the symbolic illustrations at top and right margin, as well as the hand-lettered title and the full text—and 


Q of course the authorship of the message itself—all are the work of the late Robert L. Stearns, former president Ne 
y of the above company. Before the passing (on Nov. 2) of the artist-author, beautifully executed prints, in full Y 
colors, had from time to time been sent by the company to business and personal friends, and these will long be 
Z\| treasured by the recipients as mementos of a fine and gifted gentleman, whose varied talents were an orna- ms 
2 ment to the lumber industry oD 
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“Nasty night out,” said the ex-post- 
master cheerfully as he took off his 
overcoat in the Elder’s office, settled 
into a chair and put his feet on the 
hot-air register. 

“Yeah,” said the Elder absently, as 
he leaned an elbow on the window sill 
and stared out into the early dusk. 
A car squished by, its lights picking 
out fugitive snow-flakes as they 
curled down onto the wet pavement. 
“Huh? What do you mean, nasty night? It couldn’t 
be better.” “Seems raw to me,” said the ex-postmaster. 
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Old Man Throttlebottom, 
who rents flats little bet- 
ter than no roof at all, 
wasn’t going to stand for 
seeing little Carol wither 
away in these surround- 
ings, and violently sold the 
family the idea of a cot- 
tage out in country sun- 
shine 





“Some people,” said the Elder, “might consider it as 
raw as Sitting Bull’s breakfast of pooch. It would 
depend on what they looked at and what they looked 
with. Say, listen! I don’t aim to admonish my guests 
much, except now and then when I think of it. But 
something tells me you’d better get them overshoes off 
that hot grill. Confidentially, they’re going to stink.” 

“I guess the evidence is against them,” said the ex- 
postmaster as he began unsnapping buckles. “But it’s 
one of the luxuries of life, getting your feet really warm 
in a pair of overshoes.” 

“Kind of monumental, ain’t they?” said the Elder as 
he looked admiringly at the shoes, dressing ranks along 
the wall. “Put on a roof and fix up an ell back there for 
a kitchen, and I bet you could rent the outfit to one of 
these bound-to-rise families. Case you want to take a 
flier, I’ve got some prospects.” 
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The Elder’s Christmas House Proves 
L Home Ownership Has Its Old Magic 


“You would have,” said the ex-postmaster, fumbling 
hastily for a handkerchief to smother a sneeze. “You 
got plenty on the dotted—hash !—dotted—wash !—line- 
this summer—whash-hoo!” 

“TI ain’t sure,” said the Elder after a pause, “that I 
got all the nuances amongst the shot and shell. One 
didn’t detect just a trace of sarcasm in the barrage, did 
one?” 

“Dothing of the sort,” gasped the ex-postmaster, mop- 
ping up and consolidating his position. 

“Well, then,” said the Elder, “we'll let that lay and 
hospitalize the casualties. Hey, Helen! Turn up that 
heat dingus. Patient’s had a relapse. Better get them 
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scows on again, if they’ll help hold you together. Golly! 
One more Blitzkrieg like that, and I’ll be as bad off as 
Poland. Feel safe for democracy now?” 

“I’m all right,” said the ex-postmaster, “but I guess 
I’ll wear the overshoes, beginning about now, and leave 
the rental business to you.” 

“Renting ain’t much up my alley,” said the Elder. 
“I’ve got a few houses I hire out, but the fondest thing 
I am of is young Johnny Owner, living in his own 
diggin’s. I’ve seen home ownership work some first class 
nifties, these forty years; turning wandering wastrels 
into thrifty citizens and giving children some lasting 
lessons in the fun of getting ahead. It still has the old 
magic. 

“This time of year I’m apt to feel good. Most of the 
season’s houses are done or near it and are being lived 
in. They ain’t all fixed up the way the women want 
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“That’s One Nice Thing About a House. Ft 
Never Gets Bone; for Hope Stays Ahead of Works’ 
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them, but they just naturally crackle with plans and 
anticipations. That’s one nice thing about a house. It 
never gets done; for hopes stay ahead of works. 
“Generally I have one special Christmas house in the 
season’s score. Well, I’ve got one this year. Maybe it 
ain’t so much to look at yet, but come another Christmas 
and it’ll be a grand model for anybody’s Christmas card. 
There’s not a shrub on the lot. The ground is wrinkled 
with little wash gullies, and the front step is still a board 
laid across a couple of hollow tile. The furniture’s odd 
pieces out of the back room of a second-hand store, with 
a few strips of carpet here and there. It’s a one-story 
job; and you, with your Gerieral Grant Gothic palace, 
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wouldn’t think it was big enough to whip a cat in. But 
it’s bigger than it looks; for I put in my best licks to 
make every inch do an inch’s work. 

“The place is neat as a cookie, from the little bath to 
the bright and shining kitchen. And it’s warm. In the 
eyes of that young woman, the pipeless furnace is noth- 
ing short of a heavenly gift; for never since the two 
little folks were born, up to now, has she lived any place 
where she dared let the children play on the floor in 
winter. I stood beside her at the kitchen windows, 
looking out at those mud flats of new grading, under the 
gray sky; and as I listened to her broken English I could 
See rose bushes and prize vegetables growing like no- 
body’s business, and there were the two babies playing 
on the grass in the sunshine. 

“When I was leaving, the older child, who’s about 
five, was playing with scrubbed blocks and ends of 





boards. ‘Now, Carol,’ her mother said, ‘zis is ze nice 
man who bring our house.’ The youngster looked at me 
with a shy ghost of a smile. I guess she ain’t pretty, 
with her straight yellow hair; but anyway I thought she 
was. ‘She is so well now,” her mother added, ‘and we so 
grateful.’ I just kind of stumbled out of there. 

“Little Carol is the miracle worker. No, she didn’t 
put the Indian sign on me; though I’m plenty sure she 
could of. She had a lot tougher hombre to work on. And 
that’s kind of a story. Don’t tell me it can’t happen 
here; for this time it did. 

“Early last spring, as usual, I got uneasy as a cat in 
a strange garret, waiting for the season to get going; 


“Zis is ze nice man who 
bring our house,” said the 
young mother, calling a 
healthy looking and shyly 
smiling little girl, and the 
Elder later reported to the 
ex-postmaster that “You 
never saw such happy 
folks or people so full of 
plans” 





kind of like a football player when he’s got all his colli- 
sion mats_on and hasn’t anything to do until the game 
starts except to think how the opposition is going to 
make him look like a stove-up hod carrier with the 
rheumatiz. I had to do something to keep from going 
loupy, so I went to see Ol’ Man Throttlebottom about 
them rent houses he owns in the mill district; thought I 
might talk him into fixing them up.” 

“You were desperate,” said the ex-postmaster. 

“Yeah,” said the Elder. “Kind of worried me, too; 
the cure being so much worse than the disease, and all.” 

“I suppose,” said the ex-postmaster, “he flang himself 
back in his chair and had a fit.” 

“Huh?” said the Elder. “Say, you ain’t trying to 
swipe my special brand of language, are you? Well, let 
it pass. Yeah, he flang himself back and gnew his nail; 
and I dug in for the barrage of homicidal incantations. 
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Most of his conversation is asterisks, and 
he ain’t heard of the law of diminishing 
cuss-word returns. 

“But you can’t tell about a man just 
by listening to his regular blow-off. And 
for that matter the old badger has a 
tough racket. Those rent houses of his 
were show places once, about fifty years 
ago; mansions of the elite and that stuff. 
Then the industrial section edged in, and 
the elite edged out. Those old piles are 
no more suited for mill workers than 
old Throttlebottom would be to preach in 
a fashionable church. Each house is six 
or ten times too big for a working fam- 
ily, and the rooms don’t divide up worth 
a cent. The whole area has been moul- 
dering along for thirty years. There’s 
always a chance the factories will want 
the ground, and that’s the reason the 
old boy bought them up in the first place. 
But industry hasn’t been spreading, and 
under these conditions there ain’t a good 
reason to tear the houses down and 
build smaller ones. So Throttlebottom 
had to see what he could do at renting 
as is. His leases at best don’t bring 
much, a lot of times he can’t collect, and 
on the returns he can’t even do much 
repairing. So he’s got the reputation 





of making Shylock look like a mewling 
babe; though as near as I can tell he’s 
never really put a family out on the 
street, even when he didn’t get any rent 
for a year or more. Those sinkholes of 
his are pretty terrible; but, doggone it, 
what’s he or anybody else going to do? 
Here are these poor people. They don’t 
make enough to pay any rent to speak 
of. Here are the houses; better than 
no roof at all. 

“Well, that’s where the Lord passed 
a small but pretty fair miracle. I was 
braced for the explosion, and it was a 
hot one; singed the ragged wallpaper on 
Trottlebottom’s dingy little office. In 
the next five minutes I got a complete 
account of his low rents and bad collec- 
tions, done up in language that would 
make a top sergeant quit cold and go 
into the silence. Then the eld boy bogged 
himself in an internal knock down and 
drag out that scared me worse than his 
noise. I expected him any second to 
blow his giblets; and I was scrambling 
around, looking for a glass of water, 
when he told me to sit down and quit 
acting like a qualified old fool. 

“It was tough going; but with a lot 
of backslidings and sulphurous recov- 
eries he finally got it out. It was about 
his best renters, the bright spot in his 
fiscal gloom; young folks who took care 
of things and always paid the rent, At 
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this point he put on another imitation 
of a drowning man, and I was ’phoning 
for the pulmotor when he came up. 
These young people had a little girl; 
reminded him of somebody back in his 
memories. But she was sick. Most 
always she was sick; most always would 
be, living in that annex of a pig sty; 
not that it was a bad house, you under- 
stand, but not good for children. He 
couldn’t stand it. He’d be qualified by 





about five minutes of the classiest cuss 
words I’ve listened to in a long and 
exposed life if he was going to stand it 
any longer. A cottage out in the coun- 
try sunshine; couldn’t I fix it up? 

“T was lost in a fog, but he grabbed 
his hat in one hand and my coat sleeve 
in the other; and I went out of there 
in tow on my left rear caster. We found 
the family at home, with little Carol in 
bed suffering as usual from a cold. The 
room, aside from being scrubbed clean, 
wasn’t a place you’d care to see human 
beings live in. Old Throttlebottom gave 
Carol a fleeting glance; and then his 
impact on the family was devastating. 
His violent cordiality scared the living 
daylights out of them; all except Carol. 
She gave him the little wisp of a smile 
that about did him in. He tried to leave 
out the bad words, so he didn’t have 
much left to talk with; and after a few 
minutes of tumult and shouting he 
turned in his tools, gave me a shove that 
about unhinged my neck and fled. 

“With Throttlebottom out, things 
calmed down. The language difficulty 
was bad, and the idea of owning prop- 
erty was new. Carol’s father didn’t 
know me. I talked to his foreman and 
the superintendent of the mill, and they 
helped. I found some of my workmen 





friends who talked his language. The 
family was earning enough to own a 
little house, and there wasn’t any trouble 
about that. The trouble, of course, was 
selling them the idea; and naturally it 
was Carol and the chance she’d have 
that fixed it up. The house is financed 
under FHA, with payments practically 
what the rent amounted to. 
“Throttlebottom was always popping 
in here, red to the ears, threatening me 
with everything in this world and the 
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next if I didn’t do the right thing. It’s 
been kind of funny. In one breath he’d 
be raging at me not to stick them with 
any profit at all; and in the next breath 
his long devotion to the idea that a trade 
ought to put some butter on the bread 
would throw him. I let him work it out, 
and it issued in my usual margin. I 
admit I’ve kind of scaled it down with 
a few extras that don’t appear in the 
accounts; but that’s nobody’s business. 

“The family moved in six weeks ago, 
before the job was completed. That was 
because the weather threatened to get 
bad. I hated to have them move in while 
we were still at work, for fear it might 
not seem much of a place to them. 
They’ve been kind of apprehensive about 
the whole business ever since we started. 
But was I ever wrong! You never saw 
such happy folks or people so full of 
plans. After I was out there today I 
went to see Throttlebottom and told him 
about the house and Carol; told the old 
Bull of Bashan he ought to go see them 
on Christmas. He turned kind of white 
and said No, no he couldn’t do that. 
Might go next summer when they were 
planting the garden; might have a few 
roots and things they could use. Funny, 





but he’s quite a gardener. I happen to 
know he ain’t been able to rent the 
rooms they occupied, and doggoned if he 
even mentioned it! 

“Well, that, Old Pal, is my Christmas 
house. I’ve built quite a handful this 
year of its general class, and every one 
has its special story. Every one. These 
young worker-owners don’t always get 
sentimental about them; but, no matter 
what they say, they’re putting up a game 
contest, using the resources they have, 
giving the children a chance and setting 
their own feet in the way of a fuller life. 
I suppose Christmas ought to set us 
thinking about higher things; but as I 
get it the Babe in the Manger, when He 
grew up, wanted people to be well and 
fed and sheltered. Some of us follow 
humbly and afar off. While I reckon 
Friend Throttlebottom would need a 
little remodeling before he’d be mistaken 
for Sir Galahad, something tells me his 
name lacks a lot of being at the bottom 
of the list.” 

“As ye would—” began the ex-post- 
master. 

“Right from the feed box, Ol’ Timer!” 
said the Elder, slapping his friend’s 
knee. “Let’s you and me shut up shop 
and stop in at Jake’s for a cup of coffee. 
I don’t want you caving in any more 
houses with them bust-head sneezes on 
the way home,” 
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MERCHANDISING 


on the MERCHANT! 


He came in last April and took over a 
rundown yard in a town of 700 popula- 
tion. In seven months the people bought, 
among other things, seven modern new 
bathrooms—without being asked. 

And why not? The people hadn’t seen 
the stuff, before, that sold them the seven 
new bathrooms. All F. L. Treff, man- 
ager of the Geo. H. Lothholz Lumber 
Company in Eudora, Kansas, did, was 
put the wall and ceiling materials on the 
walls and ceiling of his own office where 
the customers couldn’t miss seeing them. 
They came. They saw. He sold! 

It was as simple as that. As a varia- 
tion of the farmer’s daughter and sales- 
man story, he told of the farmer who 
came to buy a bundle of shingles and 
stayed to haggle half an hour over two 
cents. Mr. Treff wanted $1.12. The 
farmer wanted shingles for $1.10. 

“When the farmer came in finally to 
pay $1.12 for the shingles,” continued 
Mr. Treff, “he gazed around at the thir- 
teen different kinds of wall and ceiling 
materials decorating my office. Spotting a 
green shade of sheet tile board, he turned 
to the open door and hollered for the 
fellow in the truck, who happened to be 
his carpenter. 

“*Tsn’t this the stuff Eva’s been 
wantin’ in the bathroom?’ he wanted to 
know. 

““Tt sure is!’ agreed the carpenter. 

“*How much will I need and how 
much will it cost?’ 


Indoor Display Results in Sale 


“Well. The three of us sat down, fig- 
ured the tile board ; first, second and third 
coats of enamel, and the necessary new 
bathroom hardware—and the farmer who 
had fussed over two cents, laid $21.02 
plus 42 cents tax on my desk, then and 
there, and Eva got her bathroom. 

“T tell you this because it is a perfect 
example of how these things sell when 
people can see them just as they will be 
on their own walls. Think of it the same 
as a store downtown. We all go for one 
thing—and buy six others. 

“Now that I see how this thing works, 
I’m going to tear it all down next year, 
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make a display room out front and redec- 
orate the office. This office only cost me 
$200 the first time and it has more than 
paid out. Next time we'll spend more 
and make more money. 


Traveling Displays Too 


“Which reminds me. I got another 
idea from a fellow who sells tombstones. 
He mounts a tombstone on a flatbed 
truck, all appropriately surrounded with 
fake grass, and travels from town to 
town selling monuments. If he can sell 
tombstones on a truck, I can sell hog 
houses and chicken houses the same way. 
Next spring I’m going to buy a truck, 
keep it painted up and when the truck is 
not busy, travel out to the farmers with 
a hog brooder house or something 
mounted on it. I can also take displays 
along to picnics and cornhuskings. 

“We've got to keep selling ourselves 
and progressing. I’m thinking of buying 
woodworking equipment to make my own 
chicken and hog houses and then adver- 
tise them in the local paper. 

“And that brings up another point. I 
advertise seasonal items each week—as 
long as the editor runs the information I 
give him in the personal column without 
telling where he gets the information. I 
tip him off whenever somebody remodels. 
If somebody buys paint and I find out it’s 
for the outhouse, a little item appears— 
‘Joe Plunkett’s outhouse has been 
trimmed in white.’ In a small town any- 
thing like that is news, 

“Well, when I built kitchen cabinets 
















Left: Manager F. L. 
Treff, Geo. H. Loth- 
holz Lumber Co., 


Eudora, Kansas. 


View above shows 
six of the different 
wall and ceiling ma- 
terials used in office 





13 KINDS 


Of Wall and Ceiling 
Material 


DISPLAYED 


Remodeling the walls 
and ceiling of the office 
paid this lumber company. 
Knotty pine; knotty pine 
sheet rock; walnut sheet 
rock; art ply moldings; 
hardboard; green, blue, 
black and yellow enamelled 
sheet tile board; insulating 
plank, light brown and 
dark; and two shades of 
insulating tile were com- 
bined in one small room. 











into one of our local housewives’ homes, 
an item appeared about it and the next 
morning, right after breakfast, three of 
the local matrons turned up at that 
woman’s home to see the cabinets. Her 
house wasn’t straightened. She was up- 
set. She was puzzled. But she recov- 
ered herself and I sold three more kitchen 
installations from one editorial statement.” 
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RETAILERS’ ROUND TABLE 

















Retailers and the Wage-Hour Law 


There is submitted herewith an inter- 
pretation by Raymond D. Torbenson, 
attorney and general counsel for the 
Western Retail Lumbermen’s Association, 
Spokane, Wash. of the Fair Labor Stand- 
ards Act as it applies. to retail lumber 
dealers, concerning which Mr. Torbenson 
says: “This information should prove to 
be useful to members in determining their 
own position under the Wage-Hour Law 
and as data for future reference.” 


INTERPRETATION OF FAIR 

LABOR STANDARDS ACT 
(FEDERAL WAGE-HOUR ACT) 
1. A retail lumber yard. In my opin- 
ion all employees of a lumber yard which 
does exclusively a retail business are 
exempted from the law regardless. of the 
capacity in which they: are employed, 
provided either all of the yard’s sales 


are “local” or the “greater part” of the 
yard’s sales are in intrastate commerce. 

In those border-line cases where yards 
are located on a State line or in a city 
close to a State line it is my contention 
that they would be exempt from the act 
on the ground that their sales were 
“local,” providing that a “greater part” 
of their sales (more than 50 percent) 
were intrastate. 


Comment: In those cases where there 
is a doubt it is suggested that records be 
kept of sales, inter- and intrastate. 


2. A_ retail-wholesale lumber yard. 
Where a business does a_ substantial 
amount of both wholesaling and retailing, 
if the entire enterprise is consolidated and 
operated as a distinct and integrated busi- 
ness unit, if there is no physical separation 
whatsoever between the wholesale and re- 
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sash sales, over those of last year.” 





Timely Tips for Dealers 
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Above is a snap-shot of a storm sash display, installed in a show 
window of the Lynbrook (L. I.) office of the Steinboro Lumber Corpora- 
tion, which, according to an official of that concern, brought very good 
results this year. Regarding same he says: “Before the Christmas decora- 
tions were put on the words on the top were quite visible, reading: ‘STOP 
JACK FROST—THE FUEL BANDIT.’ Streamers were run from these 
words to a cardboard cutout of Jack Frost blowing at a storm sash. The 
entire scene in the window was given a wintry appearance by piling 
white crepe paper, cut fine to represent snowflakes, on the window sill. 
We received favorable comments on this display from many people and, 
what is more important, it resulted in about 40 per cent increase in storm 








tail branches, then a retail exemption 
would not apply. The enterprise has to 
be treated as a whole and as such it could 
not be described as a “retail establish- 
ment.” 


Comment: If in such a business any 
employees are exclusively engaged in re- 
tailing they would be exempt, in other 
words, in the case of any business having 
a dual function, manufacturer-retailer, 
wholesaler-retailer, retail sales will not 
exempt the entire firm, although em- 
ployees in the retail end will be exempt. 
Note that the exemption goes to the em- 
ployees, not to the business establishment. 


On Dec. 23, 1938, the Wage-and-Hour 
Division issued a bulletin defining a retail 
establishment, for the purposes of the 
Wage-Hour Act, as one which sells its 
merchandise to the ultimate consumer for 
direct consumption and not for resale in 
any form. Division also issued bulletin 
saying that if a so-called retail establish- 
ment was engaged, in part, in selling large 
orders at discount from their regular, 
average retail price, it would not be a 
retail establishment, despite the fact that 
the commodity is purchased for direct 
consumption. 

Comment: Suggest that a check be 
made of discounts given, and you might 
give some thought to the possible inter- 
pretation of the words “not for resale in 
any form,” as to their possible application 
to sale of building materials for building 
purposes. 

Bear in mind that the Wage-Hour Di- 
vision actually has no power to issue rul- 
ings or interpretative bulletins, and has 
no power to make them binding upon any 
one. They should, at all times, be con- 
sidered as expianatory matter. 

3. All wholesalers, manufacturers, and 
processors of lumber or building materials 
are subject to the act, if they sell inter- 
state, and in certain cases are subject to 
the act even though 100 percent of their 
sales are intrastate, if their sales “affect” 
interstate commerce. 





Useful Information File 

Norman P. Black, president P. J. 
Black Lumber Co., Cheyenne, Wyo., has 
devised what seems almost the ideal sell- 
ing-fact filing method. The system helps 
him to sell, and thus demonstrates its ef- 
fectiveness. 

Basis of the plan is a battery of file 
boxes, of wallboard and wood, each 10 
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Thus the big display windows of Eikenberry & Co., lumber dealers at Chariton, Iowa, were used 
last season to convey, to customers, friends and the public, the firm’s greetings and wishes for 


A Merry Christmas and A Happy New Vear 














inches by 14 inches by 3 inches. Boxes 
are indexed for Home Designs, Garage 
Doors; Brick, Front Doorways, Wall- 
board Designs, Fences, Federal Housing, 
Kitchens, Door Fronts, Drapes—Inte- 
riors, Architectural Details, Fireplaces 
and other classifications. 

“Like other “dealers,” remarked Mr. 
Black, “I am continually coming on ma- 
terial in the trade publications or other 
sources which I should save. I have 
tried using a general scrapbook, which 
quickly becomes cumbersome and un- 
wieldy. Filing in folders, is unsatisfac- 
tory, too. 

“T obtained some light cardboard, cut 
with rounded corners, 8% x 11 inches. 
On a sheet of cardboard, I paste the in- 
formation which should be saved, and 
put in the proper filing compartments. 

“Suppose a customer is interested in 
fence. I have 20 or 25 different sugges- 
tions before him at once. When he has 
narrowed his interest to one or two de- 
signs, others can be put to one side, and 
attention centered upon those which have 
appealed.” 


Mr. Black already has several hundred 
file cards in use, and is adding to the 
assembled information almost daily. 





Making a Paint Prospect List 


How the Torrington Lumber & Coal 
Co., Torrington, Wyo., recently prepared 
a mailing list for the paint manufacturer 
whose line it features is a good case study 





“THEY SAY”—WHAT? 


Your writeup and cut of our plant, 
in Dec. 2 issue, presents a most 
interesting picture. You certainly 
have a way of doing things right. 
Don Dardis, 
Darpis LumBerR & FuEt Co. 
Burlington, Wis. 


We follow with interest the de- 
scriptions of various yards appear- 
ing in your publication. 
L. A. Hold, President, 
CoLp Sprincs LuMBER Co. 
Cold Springs, N. Y. 


in technique which avoids waste, and in- 
telligently sets out to derive the usual 
kinds of benefit accruing from the manu- 
facturer’s mail campaign. 

“We started,” related Carl R. Jenkins, 
who handles the yard’s advertising, “with 
our old paint list, prepared a year before. 
Every name that we felt should go on a 
new list we retained. But, the most im- 
portant thing in any mailing list is to 
have names which, right at the present 
moment, are qualified for the purpose. So 
we don’t put too much confidence in old 
names. If we know they still are eli- 
gible, on the list they go. 

“T use the pronoun ‘we,’ because in get- 
ting up a mailing list, three members of 
the organization, perhaps four, have a 
hand. Each of us studies the purpose of 
the list, reviews his knowledge of the 
community and district, and puts on 
names which belong there. We know 
from experience that a list prepared in 
composite fashion is far better than one 
knocked out by one man alone. 

“On the paint list, of course, we put 
local contractors. We follow with a 
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number of individuals whom we wish to 
familiarize with the paint we sell, and the 
specific sales argument based on it, 
although themselves not prospects. The 
county agent, for example, went on the 
list. He doesn’t buy paint for his own 
use, but he is in a position to influence 
sales. Farmers may ask him to recom- 
mend a brand, so we want him to be fa- 
miliar with our line. We included vari- 
ous institutions and other large users in 
our territory. 

“We also had a list of individuals 
whom we knew to be planning remodel- 
ing or redecorating. Some of these had 
already gotten information from us. We 
had on the list former paint customers, 
who would be, it was a fair assumption, 
buying paint in the near future.” 

What was the percentage of “real” 
prospects — meaning paint consumers 
likely to buy in the near future—in the 
list? “About one in eight,” remarked 
Mr. Jenkins. 

This yard believes thoroughly in co- 
operating with manufacturers in direct 
mail effort. All lists are individually 
prepared. No attempt is made to use a 
single “master” list, made to do for all. 
And when qualified lists are prepared in 
this way, they tend to be rather small, 
whether the manufacturer is bearing the 
entire expense, or the yard shares it. A 
recent list sent to one manufacturer, for 
example, contained only 60 names. The 
list used for a monthly house organ edited 
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for farmers is 161. When a “Builders 
Show” was recently held in Torrington 
the yard’s mailing list for special invita- 
tion totaled 97. Torrington is a city of 
2,000, and the yard serves, of course, a 
surrounding territory. 








Willard Allen, of the Allen Lumber & Fuel 
Co., Wales, Wis., believes that roadside 
signs are good advertising. The sign here 
shown has a roof that signifies the lumber 
business to all who see it. The color com- 
bination is white, with green roofing 
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Cut "Bromides" from Letters, 
Expert Urges 


Letter writing, or dictating, is an im- 
portant factor in conducting a business. 
To construct a good letter is an accom- 
plishment that has real dollars-and-cents 
value, for it helps to bring in orders, col- 
lect accounts, and maintain friendly re- 
lations with customers and _ prospects. 
Conversely, a sloppily phrased letter may 
make an unfavorable impression on the 
recipient, and thus be a liability. Get- 
ting down to brass tacks, Howard L. 
Buck, of the Chicago Central Y. M. C. A. 
College, takes a typical business letter 
to pieces, and subjects it to the fol- 
lowing caustic analysis: 

Replying to your letter of Dec. 12, 

we wish to inform you that. . 

(Mere palaver so far—warming 

up exercises which show that 

the writer is not yet ready to 
think. ) 

according to our records . 

(Unremarkably obvious! The 
reader realizes that you get 
information from your rec- 
ords. ) 


your account is overdue. I have 
before me your letter... 

(Dramatic but unnecessary 

flourish. The reader can as- 

sume that his letter is before 

you, if you are replying to it.) 











IS FOR YOU! 





LAST CALL--ACT PROMPTLY! 


THIS MESSAGE __ If you have built, remodeled or im- 





We are going to send several yard owners or man- 
agers (why not you?) checks for $25, $15, $10, $5, for 
descriptions and photos of best features of their new 
lumber warehouse, office, store, shed, or other yard 
structure. 


The amounts above named are, respectively, First, 
Second, Third and Fourth Prize—to be awarded for letters 
and photos describing and showing features, facilities or 
methods, pertaining to retail lumber yards, their buildings, 
equipment or accessories, which the judges decide to be 
most meritorious of those submitted. 


We say “new warehouse” etc. because this contest 
is purposely limited to dealers who have built, re- 
modeled or otherwise improved their yards within the 
calendar year 1939. The reason for this limitation is 
that we want to find out about the newest ideas and 
methods. 


The way to get into this contest is something like 
this: Consider carefully what features, exterior or in- 
terior, are found in your new plant, store or office that 
make it better than the average—because of some 


proved a yard during the year 1939 


way of saving time or labor, affording better display 
of merchandise, giving customers better service, or in 
any other way contributing to convenience, efficiency 
or economy of operation: or that aids in the merchan- 
dising, handling, storage or delivery of your stock. 
You are not limited to telling about only one idea or 
method; you may describe several if you wish, and 
thus increase your chances of winning a prize. 

Reasonably brief but clear descriptions are desired; 
and whenever possible, photographs showing the fea- 
tures described should be sent. Good amateur photos, 
of any size; will be acceptable. 

This offer will remain open until Dec. 31, 1939. The 
editors of the AMERICAN LUMBERMAN are sole 
judges. 


We sincerely hope you will co-operate by sending 


in, before midnight of Dec. 31, your entry in this 
contest, which is planned to benefit not only the deal- 
ers participating but the retail lumber trade as a 
whole. Address your entry to Contest Editor, AMER- 
ICAN LUMBERMAN, 431 South Dearborm Street, 
Chicago. 
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in which you promised to pay 
your bill on Nov. 15. We beg to 
advise you... 
(“God pity the beggar that begs 
to advise.”’) 


that we expect the payment by 
return mail... 
(Reasonably vague! Just when 
does the mail return?) 


If we do not... 

(What? Expect it or get it?) 

we wish to state... 

(Why the preliminary of stat- 
ing what you wish? Go ahead 
boldly and state it.) 

that I shall take legal action at 
once... 

(Be careful, Horace; remember 
your high blood pressure!) 

Permit me to say... 

(You have the reader’s permis- 
sion to say anything essential. 
This is not.) 

that we expect your remittance 
immediately. Thanking you in 
advance... 

(You are a little presumptuous 
to thank a man for money in 
advance. Why not reserve 
your thanks until you are 
thankful ?) 

I am 

(This is the writer’s third shift 

from we to I.) 
Yours sincerely, 
(But not yet thankfully!) 





Dealer and Bank Work Together 
to Finance Small Homes 


Growing activity in small home con- 
struction is reported by J. Carper Early, 
lumber and millwork, Palmyra, Pa., as a 
result of the co-operative financing plan 
adopted by the local banks. Under this 
plan the bank agrees to accept an amor- 
tizing mortgage, the monthly payments 
to be arranged according to the owner’s 
earnings rather than on a schedule that 
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BUYER ADVISES 
SALESMEN 


1. Don’t tell me about the 
weather. I know as much about it 
as you do. Besides, six other sales- 
men told me all about it before I 
could stop them. 


2. Don’t tell me what is wrong 
with foreign countries. I’m not in 
the market for any of them. 


3. Don’t tell me about the mis- 
takes, stupidities and misfortunes 
of your competitors. Let them 
hobble along as best they can with- 
out your comment. 


4. Let me find out for myself 
what is wrong with the big league 
baseball managers, pitchers and 
batters. 


5. Tell me everything you know 
about your line; give me ideas and 
suggestions for building up my 
business. This will advance you 
in my estimation more than you 
realize, because so few salesmen 
bring these essential facts to my 
attention. 








does not fit his paying ability. Most of 
the small homes being built here are in 
the $3,000 to $5,000 bracket, and the rate 
of amortization provides for full payment 
in periods ranging from 10 to 15 years. 

An interesting feature is that the bor- 
rower pays the bank the regular rate of 
six percent interest, but in return the 
bank credits one percent of the interest 
payment to the amortization fund, which 
brings the net interest rate to five per- 
cent. 

“There is no FHA financing in this 
area,’ Mr. Early said, “because any risk 
acceptable to FHA would be accepted by 
our local institutions, which offer a much 
better deal to the individual builder.” 





This new house was scene of recent Home Show 
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Will Attempt to Enact New 
York Retail Sales Tax 


Avpany, N. Y., Dec. 13.—Another attempt 
to obtain enactment of a Statewide 2 percent 
retail sales tax will be launched when the Legis- 
lature convenes here in January, according to 
recent announcement by Thomas E. Broderick, 
chairman of a special sales tax committee of the 
State Association of Towns. The tax to be 
proposed, he indicated, would affect all com- 
modities, except foods for consumption, drugs, 
medicine and farmers’ supplies. An unsuccess- 
ful drive for such a levy was made during the 
1939 New York legislative session. 





Mill to Cut Driftwood 


APALACHICOLA, FLA., Dec. 11.—A company, 
under the management of Don Oliver, of Lees- 
burg, is constructing a sawmill on the river- 
front in the vicinity of Battery Park, to employ 
probably 10 to 12 persons, and use only timber 
that commonly wastes away as driftwood, or 
“deadheads.” 





Home Show Is Held in Recently 
Built Home 


The Odum Lumber Co., Birmingham, 
Ala., considers that some of the best ad- 
vertising it has done was in connection 
with a recent Home Show held in a two- 
story Colonial-type residence, built by 
A. W. Allen, contractor, building mate- 
rials being supplied by the Odum com- 
pany. A home furnishing concern of the 
city equipped the house for the week it 
was on exhibition. 

J. B. Odum, president of the lumber 
company, estimated that at least 10,000 
persons visited the house. Exterior is of 
red cedar shingles, painted white. The 
house has all modern features, including 
winter air-conditioning system, attached 
garage, servants’ quarters, and modern 
kitchen. 

For the Home Show week the Odum 
company erected the streamlined sign 
shown in the picture. During the past 
year materials have been furnished by 
this concern for more than a score of 
houses. 
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This sign was in front during the Home Show 








Standing in front of display window of new store are Manager 


Hunter Phillips (left) and staff 


The Dascomb-Daniels Lumber Co.’s 
yard, located on Troost Avenue in Kan- 
sas City, Mo., held open house on the 
first and second of December for the pur- 
pose of introducing its new office and 
sales building to the public. This up-to- 
the-minute structure is the last word in 
handsome sales quarters. It has a colo- 
nial front, a florescent lighting system, a 
suave color scheme and an arrangement 
of counters and sales devices that displays 
the maximum amount of goods without 
the slightest impression of crowding. The 
interior composes into as attractive and 
as restful a picture as a person is likely 
to see in any department store. The 
building measures 50 by 80 feet, is one 
story high but has a full basement; so 
the two floors have a combined area of 
8,000 square feet. The lumber ware- 
houses and a large parking area for cus- 
tomers’ cars are in the rear of the lot, 
behind the store building. 

This is a lumber yard, but one of spe- 
cialized sales. It is equipped to deliver 


any kinds or quantities of construction 
However, half or a little more, 


lumber. 






of its sales are of merchandise other than 
lumber, These so-called sidelines in- 
clude paint, wall paper, hardware and 
household electrical devices. Paint and 
wall paper are the leaders. The fact of 
these specialized sales should be kept in 
mind. Otherwise the reasons for the un- 
usual store building will not be clear. If 
the yard depended upon such factors as 
farm or industrial sales the company nat- 
urally would have followed other plans. 
Many of the individual features could be 
copied and adapted by any retail lumber- 
man who believes in creative salesman- 
ship; but the plant as a whole would suit 
only those companies that are located as 
this one is, and that handle similar lines 
of goods. 

For a business of this character, loca- 
tion is of large importance. The yard is 
near the geographical center of the city, 
and Troost Avenue is Kansas City’s 
longest business street. Highway 71 
comes in from the South. The Country 
Club district is close by, and the Univer- 
sity of Kansas City and the Nelson Art 
Gallery are but a few blocks away. The 


Stock is advantageously displayed, and easily accessible, in new store of Dascomb-Daniels Lumber Co. 


In Full Step With 
1940 


Is This New Store 
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yard is not in the downtown retail district 
but is in a secondary retail area, with a 
post office, a bank, theaters and stores as 
neighbors. With the exception of the 
downtown district, it is probable that 
more people pass this yard than pass any 
other corner in the city, Manager Hunter 
Phillips says he would rather have this 
location than to have any down-town de- 
partment store corner. Before the build- 
ing was completed the company had two 
opportunities to lease it, one of the offers 
coming from a well known chain-store 
concern. 

As a customer enters the front door he 
sees directly before him a display of 
household electric devices. These ad- 
mittedly are not large sellers; but they 
do complete the household service, make 
attractive displays and serve as “custo- 
mer magnets.” Beyond this department 
is the store office; inclosed on four sides 
by counters. The accountants work here, 
and Mr. Phillips has a desk at which he 
spends much of the time when he is not 
meeting customers in the store. He has 
a knotty-paneled private office in a rear 
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Standing in front of new store are (left) Hunter Phillips, manager; John Daniels, and J. Newton Daniels, vice president 


corner of the building, but he spends 
little time there except when discussing 
financial matters with customers. In the 
rear of the store is a compact hardware 
department.. There are two lavatories for 
customers and store employees. 

On the left side, as the customer enters, 
he sees the big paint department; with 
sales counters and compartment shelves. 
These shelves are so designed that each 
compartment contains a standard stock of 
a single color, in standard-sized contain- 
ers. To the right is the wall paper de- 
partment. There are two booths, set off 
by partitions three or four feet high to 
provide semi-privacy, and in these booths 
the wall paper is shown the customer. 
The booths are furnished with chromium 
and leather chairs. There are racks for 
holding rolls of wall paper; and these 
have tubular sunlight lamps which reveal 
the true colors of the paper. Along the 
entire length of the wall are compart- 
ments, apparently hundreds of them, for 
the storage of paper. Each has a metal 







Range of wall paper 
compartments, with 
samples of paper on 
compartment covers. 


At right Miss Mary 
Anello (standing), 
interior decorator, 
displays samples of 
wall paper to Miss 
Bernice Worth 
(seated), color styl- 
ist, who poses as 
customer 


cover in front, suspended from hooks; 
and each cover has pasted to it a sample 
of the paper in the compartment. Cus- 
tomers make tentative selections from 
these samples, and then they are shown 
the rolls in the booths. 

Miss Mary Anello, an interior decora- 
tor of some 15 years practical experience, 
has been added to the sales staff. She 
divides her time between selling at the 
store, and outside work. She works with 
ladies over the problems of decorating 
their own homes; working out equations 
of furniture, draperies, floor coverings, 
exposure and the like; fitting shades and 
patterns of paper and colors of paint to 
the other and less easily changed factors 
of decoration. But some of her largest 
customers are real estate men. These men 
must decorate many houses; and as a 
rule they have little professional knowl- 
edge of how to do it, In the past they 


have depended on painters and paper 
hangers who are good workmen but who 
are not noted for their skill in planning 


decorative schemes. But success in deco- 
ration adds much to the ease of renting 
houses. The realty men bring their prob- 
lems to Miss Anello, tell her in general 
terms the effects they want and mention 
the sum they are willing to pay. She 
works out the color schemes within these 
limitations and directs the painters and 
paper hangers. This professional service 
is at the foundation of the company’s suc- 
cess in the paint and paper fields. 

The company deals extensively with 
painters and paint contractors. The yard 
has been handling paint for some years; 
but it is only since Mr. Phillips went into 
the business seriously from a professional 
point of view, and also from the custo- 
mer’s point of view, that the trade has 
grown to its present proportions. “We 
used to sell only about 25 gallons of shel- 
lac a year,” Mr. Phillips remarked. “But 
this year we'll sell about 2,500 gallons. 
In a rough way, this is an index of the 
change.” 

“Tt seems to me,” Mr. Phillips added, 
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“that some lumbermen go into these side- 
lines from the wrong direction. They 
are told that these things carry a wide 
margin of profit and involve little or no 
additional help. So they take on paint 
or wall paper solely for the purpose of 
getting these supposed big profits. They 
don’t prepare themselves to give useful 
advice. In fact they don’t offer much of 
any useful service. In effect they say to 
the customer, ‘Here it is. Pick it out 
yourself; but pay me a bigger price than 
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the down-town decorating stores would 
charge.’ Of course they don’t get any- 
where, and there isn’t much reason why 
they should. Lumbermen don’t charge 
exhorbitant margins for lumber, and yet 
they make a fair profit out of it. They 
know much about lumber and its use in 
construction, and they put this knowledge 
at the customer’s disposal. That’s all that 
is needed in merchandising paint or wall 
paper or hardware, The service needed 
is rather special and technical, but it can 
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and must be offered if the lines are to 
succeed. And volume sales involve rea- 
sonable prices. This is necessary to win 
the trade of painters and paint contrac- 
tors; and because we deal with these men 
we carry—and sell—a big stock of 
brushes. We have two men, in addition 
to Miss Anello, who do outside selling. 
This kind of merchandising is my baby. 
We've made it succeed in the past, and 
we feel sure that the new store will ex- 
tend this success.” 








"W. E. King is a 
cheerful person who 
has the habit of say- 
ing in picturesque 
words what he 
thinks" 








W. E. King, of the Root-King Lumber 
Co., Ada, Ohio, decided that if good 
looking places of business and remodeled 
homes were the right stuff for the cus- 
tomers—made them feel dressed up and 
on top of the world—the same order 
would do something for the lumber and 
sales offices. It might suggest things of 
the right kind to other business men, and 
even to casual visitors. So he had a par- 
tition removed to enlarge the sales place, 
put in Nu-wood walls and_ ceiling, 
shopped for some modernistic furniture, 
put in a modernistic order counter with 
curved end and chromium trimming, 
added a sales counter with rows of stor- 
age shelves that would display paints and 
hardware, built a kitchen cabinet around 
a window and generally “went to town” 





"He added a sales counter with rows 
of storage shelves that would display 
paints and hardware" 


hio Yard Reacts 


with a practical show place. He’s well 
satisfied with the tone given to the sales 
department and with the favorable reac- 
tion among the cash customers. 

Mr. King is a cheerful person who has 
the habit of saying in picturesque words 





what he thinks. 
one to the general effect that lumbermen 
are not as smart as they could be without 


Among his thoughts is 


damaging the industry. Evidence of this 
fact is the weakness of certain specimens 
for letting prices sag below the danger 
line when volume is off. How much good, 
he wants to know, will it do a yard to 
drop prices to cost just because there 


to Tonic: 


isn’t normal volume? A dealer gets wor- 
ried because volume is off fifteen percent, 
so he passes out the remaining eighty-five 
percent and makes nothing at all; a 
rather clear case of amputating his nose 
to get even with his face. A better idea 
is to stick the nose 
out a little farther in 
search for new busi- 
ness, While the re- 
modeled sales space 





"He put in a mod- 
ernistic order coun- 
ter, with curved 
ends and chromium 
trimming" 





isn’t exactly a nose, 
it is evidence of a 
cheerful disposition 
to show customers 
what can be done to 
add comfort and satisfaction and useful- 
ness to otherwise dull rooms by using the 
materials and the skill provided by the 
Root-King company. 





"He built a kitchen cabinet around 
a window, and generally ‘went to 
town’ with a practical show place" 
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Livable Court Homes At Reasonable Rentals 


Bayport, Minn., Dec. 11.—Workers 
in this town of 1,500 have never been 
able to find sufficient housing to provide 
them with attractive livable homes at a 
reasonable cost. Recently a group of lo- 
cal business men headed by Fred Ander- 
sen of the Andersen Corp. decided some- 
thing should be done about this situation. 
It was mutually agreed, however, that 
whatever was done it must be a paying 
proposition and not subsidized housing, 
and that there should be no skimping on 
footings, foundation, structural frame- 


work, or any other place. 


This rear view of the only duplex unit in the group shows the convenient basement 


A piece of land, 340x150 feet, was 
bought, and a bungalow court arrange- 
ment of eleven family units designed. 
The $23,300 project was financed through 
the sale of stock, and a ten-year first 
mortgage. As the accompanying floor 
plan of a typical unit shows, each con- 
tains a living room, bedroom and kitchen. 
There is a basement under each unit in 
which is the heating plant, a garage, laun- 
dry facilities, and a shower stall for bath- 
ing, 

The ceilings of the rooms are insulated 
between the joist with Balsam Wool, and 





garage 





half-inch Nu-Wood plaster base is on all 
outside walls and on both sides of in- 
terior walls which separate family units. 
The windows throughout are Andersen 
Narroline double hung units and Ander- 
sen casement units complete with 
weatherstripping, storm sash and screens. 
All outside entrances are fitted with com- 
bination doors. Other quality products 
in the specifications were Weyerhaeuser 
4-square lumber and Ruberoid Tex-Tab 
shingles. 

All of the places are occupied at rentals 
of from $20.50 to $22.50 a month, and 
there is a waiting list for vacancies which 
might occur. 
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TYPICAL FIRST FLOOR PLAN 


The compact but convenient arrangement 
of rooms is illustrated in this floor plan 


Lumberman’s Horse Has a Good Wood Home 


“A fine, healthful hobby for a young man,” is the way D. W. 
Dardis of the Dardis Lumber & Fuel Co., Burlington, Wis., 
defined to an AMERICAN LUMBERMAN representative, the chief 
recreational interest of his son Hugh, who is associated with 
him in the operation of the lumber yard. The hobby is a seven- 
year old registered mare named Kentucky Babe. 


especially for her. 


One needs to 


be no expert judge of horses to recognize the “Babe” as a 








# 


“Kentucky Babe" posed by her master, lumberman Hugh Dardis 








thoroughbred little mare toward whom a sentimental attachment 
by its owner would be difficult to evade. 

Kentucky Babe is housed in one-half of a structure built 
The other portion of the building is a one- 
car garage. The part occupied by the mare has a partition about 
four feet inside the door. Building is shown in accompanying 

(Continued on Page 37) 





Cause for this building was young lumberman's pet mare 










































Picture taken of old bank building before remodeling operations 
were undertaken. Sturtevant & Blood Co., Owosso, Mich., fur- 
nished large part of materials used 


Michigan Dealers 





Picture taken of same building after remodeling operations were 
completed. Sturtevant & Blood Co. furnished the general layout 
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for the new arrangement 


Busy Remodeling, 


Building Homes and Farm Structures 


About 15 years ago the Surtevant & Blood Co., retail lumber 
and building material dealer, Owosso, Mich., began to develop 
the remodeling market in that city. “At the start,” said Ray 
W. Hall, manager, “we decided on a policy from which we have 
never departed. That was to get a fair price for high grade ma- 
terials and workmanship, and never to permit ourselves to get 
involved in competition where price was the controlling factor. 
The result of sticking to that policy through the years has given 
us what we expected it would—a reputation for absolute re- 
liability on building remodeling work of all kinds.” 

The work the company does in this field ranges all the way 
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from minor repairs on houses to major changes in large com- 
mercial and industrial structures. One of the most recent 
projects to be completed by the Sturtevant & Blood Co. is a 
three-story building located at an important intersection in 
Owosso. Extensive alterations of the first floor, formerly used 
by a bank, were made to accommodate a modern pharmacy. 
Part of the work required changing the entrance, and this in- 
volved some structural work on the corner. The entire face 
of the first story on both streets was removed and replaced with 
a modern exterior in light green tones. Considerable structural 
work was required here in the removal of old pilasters. The 
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SECOND FLOOR 
PLAN 


Plan for small home typical of the kind being sold on package 


basis by Sturtevant & Blood Co., retail lumber dealer, of 
Owosso, Mich. 
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faces of the two upper stories were left practically unchanged, 
and the work on these consisted, in the main, of pointing up 
the brick work and re-painting it. The old-fashioned cornice 
and parapet wall at the top were remodeled to give a modern 
streamline effect. Accompanying photographs illustrate the 
changes made in the structure. 


“Long ago,” said Mr. Hall, “we got beyond the pdint where 
we had to solicit remodeling work. We get all the jobs we 
can handle now, and we solicit none of them. At the moment 
we are fairly swamped with work. On the old bank building 
we supplied Joseph Shefman & Son, general contractor, with 
a good share of the material. This included all of the wood- 
work, plaster, cement and other items from our regular stocks. 
We also furnished the general layout of the job.” 


While remodeling is a major activity with Sturtevant & 
Blood Co., new home construction is equally important, and Mr. 
Hall has worked out an effective means of presenting plans to 
home building prospects in a manner that enables them to get 
a clear idea of what is proposed for them. The concern main- 
tains a drafting room, and a full-time designer who draws plans 
and writes specifications for both new home construction and 
remodeling. After consultation with a home-building prospect, 
floor plans are drawn to scale on transparent paper, the walls 
and partitions being shown solid in red crayon. Then a free- 
hand rendering to scale is made in colors on the same kind of 
paper. The colored rendering is glued to a piece of white card- 
board, and on top of it, stapled to the board, are the floor plans. 
Thus, the client is given in one simple, inexpensive presentation 
a complete picture of what his house will look like. 


For some time Mr. Hall has been a constructive force in the 
councils of the retail lumber and building material industry of 
Michigan. The writer’s personal acquaintance with him is not 
sufficient to enable us to advance a detailed explanation of why 
this is true. Our brief visit with him, however, does permit 
us to offer at least a part of the reason. He has that valuable 
personal asset that enables him pointedly, constructively, and 
without loss of time, to express displeasure with incidents which 
he considers to be inimical to his interests and those of his in- 
dustry. It is only because there are men who can do that that 
human progress in business and social relations are at all pos- 
sible. For example, we are indebted to Mr. Hall for calling our 
attention—at the time of our visit with him—to a mistake which 
we had made, and for thus giving us an opportunity to correct 
it and to re-establish his confidence in us. The mistake, made 
by one of, our staff, was not fatal, nor did it affect many of our 
readers—perhaps only an inconsequential number of them. Ad- 
mittedly, the AMERICAN LUMBERMAN-—like all constructive, 


progressive individuals and business firms—does make mistakes. 


Indeed, if we ever get to a place where we do not make them 
we shall begin to worry acutely, because we are ever mindful 


loaded at Walker Lumber & Coal Co., DeWitt, Mich. 





Large stock of red cedar shingles shown just after being un- 
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of Victor Hugo’s statement that “There are only two kinds of 
people who do not make mistakes—dead men and fools.” 
a 


Now, we shall have to watch ourselves. We have just con- 
cluded a discussion of the Sturtevant & Blood Co., managed by 
Mr. Hall, and now we proceed to discuss an entirely different 
concern—the Hall Lumber Co.—managed by G. A. Ross. The 
Hall yard is located in St. Louis, Mich. 

Here, we found, there is an increasingly insistent demand on 
the part of farmers for package service on farm buildings. 
“More and more,” said Mr. Ross, “we find farmers asking for 
a price, complete, on a new barn. A few years ago they would 
come in and ask only for price on a list of materials, and then 
find someone to build the structure. This summer we have had 
orders for three new barns which we had to handle complete— 
including actual construction. We don’t care to do contracting, 
and we make an effort to stay away from it, but we find our- 
selves getting into it more all the time.” 

a a 


The Walker Lumber & Coal Co. at DeWitt, Mich., was a 
pleasing sight. In this little town, with population of about 500, 
summer business had been so brisk that all of the members of 
the firm and the employees were looking forward with anti- 
cipated relief to the time late this fall when they could pause 
long enough to straighten up the yard. 

Mr. Walker was away, and our conversation was with Mrs. 
Walker. “Business,” said she, “had been very good. We have 
a lot of new houses, a very good volume on the farms, and lake 
resort business has been better this year than for some time. 
We have no complaints, except that we would like to find the 
time to take care of newly arrived fall stocks, and get thein 
stored away in orderly fashion.” 





Lumberman’s Horse Has Wood Home 


(Continued from page 35) 


photograph. Knotty pine was used throughout for the walls 
and the faces of the partition. The border above the pine 
boards, and the ceiling, are insulation board. The floor of the 
section occupied by Kentucky Babe is hard-packed clay, while 
the floor between the door and the partition is cement. It is 
planned soon to erect a white fence to enclose an exercise yard 
at the rear. 

“T am pretty proud of Kentucky Babe,” said Hugh. “I have 
showed her several times, and have won. I spend a lot of time 
taking care of her, and ride her every night.” 

The building in addition to serving the purpose for which it 
was constructed is also an excellent demonstration or display, 
and should, when the fence around the exercise yard is com- 
pleted, attract some business. 





HALL LUMBER CO. 





Front view of small but attractive display room and office of 


Hall Lumber Co., St. Louis, Mich. 
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Carolina Dealers Stage 


Well Rounded Program 


CoLtumBiA, S. C., Dec. 11.—Some 350 dealers 
attended the varied and instructive seventeenth 
annual convention of the Carolina Lumber and 
Building Supply Association here Dec. 5, 6, and 
7, and heard a series of addresses designed to 
aid them in the better development of their 
individual yard opcrations. 

Highlights of the convention were addresses 
by W. D. Sawler of the Morgan Woodwork 
Organization, Chicago, Ill.; Mrs. Marie M. 
Bennett, secretary of the Florida Lumber and 
Millwork Association, Orlando, Fla.; Jack P. 
Lang, regional supervisor of the Wage and 
Hours Division, United States Department of 
Labor, Charlotte, N. C.; Arthur A. Hood, 
manager of the Housing Guild Division of the 
Johns-Manville Sales Corp., New York, N. Y.; 
D. Webb Mason, New River Lumber Co., Nar- 
rows, Va.; the annual banquet, addressed by 
Bruce A. Wilson, director of marketing of 
Structural Clay Products Institute, Washing- 
ton, D. C., and the election of officers and 
directors. 

The retiring president, Elbert W. Snead, W. 
J. Snead Lumber Co., Greenwood, S. C., urged 
the establishment, as soon as possible, of branch 
association offices at Raleigh, N. C., and Co- 
lumbia, in addition to the main office at Char- 
lotte. The association secretary, E. M. Garner, 
of Charlotte, N. C., gave a routine report on 
association progress during the last year. 

W. D. Sawler of the Morgan Woodwork 
Organization, Chicago, Ill., commanded a great 
deal of attention in an address on “Recognized 
as Source of Correct Building Information, 
Dealer Creates Consumer Confidence and Sales.” 
He declared that 90 percent of the houses built 
in the United States were blights on the com- 
munities. “The reason for this is that the pub- 
lic has not been educated to the difference be- 
tween ordinary or nondescript and good archi- 
tectural lines and good taste,” he explained. 

Mr. Sawler said that the lumber dealer today 
is fast becoming recognized as an important 
source of correct building information. 

He coordinates his efforts with those of the 
local architectural profession and the build- 
ing trades and as a result of this three-way 
co-operative work, home buyers are able to 
secure dwellings that represent the utmost 
in value. . Poorly designed houses, aside 
from being a discredit to the community and 
the local housing industry, represent definite 
wastes of cold, hard cash because of the 
factor of obsolescence. On the other hand, 
houses built according to today’s superior 





ALEX S. WATKINS, E. W. SNEAD, 
Henderson, N. C.; Greenwood, S. C.; 
President “Branch Offices” 





standards of design and construction repre- 
sent sound investment. 

Mr. Sawler asserted that “the lumber yard 
must be more than merely a supply depot—it 
must be a headquarters for information on all 
questions of home building in order to gain the 
attention and confidence of the home building 
public.” 

Woodwork Dresses the Home 


He showed the dealers illustrated examples 
of good and bad housing layouts, and pointed 
out the various features of the better home. 
“Woodwork is the dressup of the home. It 
should be selected with the greatest care. Take 
one of your old colonial homes, strip it of its 
exterior, and you have a bare shell . . . dealers 
should study woodwork.” 

He declared too that the average lumber 
dealer should know more about architecture 
“so you can fabricate the materials into a well- 
designed piece. The average dealer does not 





BEN T. DAY, E. M. GARNER, 
Easley, S. C.; Charlotte, N. C.; 
lst Vice Pres. Secretary 


know what constitutes good design.” He em- 
phasized that the lumber dealer “pays a pre- 
mium to be wrong.” 

One of the features of the Dec. 6 afternoon 
»rogram was discussion of the topic, “The 
Close Relationship of the Architect, Contractor 
and Lending Institution to the Building Mate- 
rial Dealer.” Taking part were Edwin B. 
Boyle of Sumter, S. C., president of the Caro- 
linas branch of the Associated General Con- 
tractors of America, Inc., for contractors; 
James C. Hemphill of Columbia, for architects, 
and former Senator James H. Hammond of 
Columbia, for financial institutions. Each of 
these men stressed the close and important re- 
lationship of his business with the building 
material dealer. 

The Dec. 7 morning session was opened by 
an address by Mrs. Marie M. Bennett, secre- 
tary of the Florida Lumber and Millwork 
Association, Orlando, Florida, who convincingly 
proved that “It’s the Woman Who Buys.” She 
declared that “dealers have to appeal to women,” 
and to back up her words she pointed out that 
women control 70 percent of the wealth of the 
country. 

She talked lumber, not from the “inside” 
technical viewpoint, but from an outside prac- 
tical standpoint, and told the dealers how to 
get the woman’s trade. She told her audience 
to “stop referring to your place of business as 
a lumber yard ... that doesn’t appeal to women, 
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Greensboro, N. C.; 
2nd President 


and they don’t want to go to a place that 
sounds like a yard.” She said that dealers 
should have regular advertising sections in pa- 
pers and magazines, because women “invariably 
turn to the advertising sections of the paper, 
and they particularly look for certain ads that 
they are familiar with, on certain pages. She 
also suggested that the retail dealers build dem- 
onstration homes in their communities. 


It's the Woman Who Buys 


The Florida association secretary criticized 
dealers who devaluated the importance of equip- 
ping their places of business to take care of 
women. “Educate women to come to your place 
of business, then be sure that you are equipped 
to take care of them. Give the woman credit 
for having some measure of individuality, even 
though her taste may be wrong. . . Have em- 
ployes equipped to give the proper attention to 
women customers,” she said. 

An address and forum on “The Federal 
Wage-Hour Law as Applicable to the Lumber 
and Building Supply Industry” was given by 
Jack P. Lang, regional supervisor of the Wage- 
Hour division, Charlotte, N. C. He said that 
wage and hour inspection of lumber and build- 
ing supply places of business was very complex, 
and that “frankly, our own attorneys have hes- 
itated to issue anything in the nature of a spe- 
cific opinion that will show every possibiilty of 
coverage. . . The best they can do is to say, 
‘Tell us exactly what your specific problem is, 
and we will then give you our best judgment 
as to how it is involved in compliance with the 
Fair Labor Standards Act.’” 

Your business is so diversified in charac- 
ter that it is impossible to lay down any 
hard and fast rules that would apply equally 
to all dealers. ... I think it would be help- 
ful if you, either individually or through 
your trade associations, would submit to us 
in writing any concrete situation that you 
may think involves any element of doubt as 
to whether it confers any sort of an exemp- 
tion, so that we could come to some under- 
standing about it before a complaint is 
Gie@. ... 

If the law lays upon you burdens too in- 
tolerable to be borne, you certainly should 
avail yourselves of every opportunity to 
lighten those burdens. But what is it that 
you are expected to do? Simply, for this 
year, to pay your employes not less than 30 
cents an hour, plus time and a half for over- 
time beyond 42 hours a week. Thirty cents 
an hour at 42 hours works out to $12.60 a 
week, or $655.20 a year. What’s extravagant 
or unreasonable about a minimum wage of 
$655.20 a year in this, the richest nation on 
earth? Even at the ultimate standard to be 
reached in 1945 the minimum wage at full 
time will amount to but $832 a year—or 
about a thousand dollars a year less than 
the experts tells us is the lowest income upon 
which the average American family can live 
in health and decency. The standards are 
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so low, in short, that it is difficult to see 
how any industry can fail to refuse to meet 
them. 

The new president, Alex S. Watkins of Hen- 
derson, N. C., pointed out that the association 
maintained a full-time secretary who is of help 
“to all of you.” He said that it was generally 
felt that 1940 would be a profitable year, but 
that there were varying reasons advanced for 
this. “Some say the upswing is a natural re- 
covery, while others think Government spend- 
ing is responsible. Regardless of the reason, 
we are going to have a profitable year.” 


Suggestions for 1940 


He offered the following suggestions to the 
dealers for 1940: “Keep up your stock—keep 
what your trade demands; buy not over sixty 
days in advance—don’t speculate; advertise— 
the great distribution of goods in the United 
States is due to advertising. Make this adver- 
tising interesting, and make it create a desire. 
Advertising pays.” 

3ernard Weitzer, vice president of Trade- 
Ways, (Inc.), New York City, said that the 
Carolinas had established an independence of 
service, and that the section did not have to 
depend on outside capital. As proof, he offered 
figures on automobile registration in South 
Carolina, which had doubled since 1930, while 
the registration in the country as a whole had 
shown very little advance. He said North 
Carolina, too, had shown progress in car sales. 





M. R. .BAGNAL, 
Columbia, S. C.; 
3rd President 


H. J. MUNNERLYN, 
Bennettsville, S. C.; 
National Director 


“This means the people in the Carolinas have 
money to spend,” he said. 

I feel that the sole justification for a com- 
mercial enterprise is the making of a profit. 
If the business man doesn’t have profits, he 
fades out of the picture. Selling is the im- 
portant factor. The way to increase selling 
is to train better salesmen. 


He hold of a training program that had re- 
cently been inaugurated for this purpose, with 
popularity was so great that 3,000 men had 
enrolled before the program was ready or even 
accepted by the associations. 

Arthur A. Hood, manager of the Housing 
Guild Division of the Johns-Manville Sales 
Corp., New York City, predicted phenomenal 
success in the next ten years for “package” 
building. “Here is a plan whereby a company 
which, at its best, cannot hope to sell more than 
20 percent of the material that goes into a new 
building, realizes that the plan is based upon 
the general results in the whole industry and, 
therefore, sets out to unify and stimulate the 
Various interests involved, to develop a co-or- 
dinated plan, and to carry the most effective 
principles down the line from company to 
dealer, from dealer to local salesman, and to’ 
contractors and others interested locally to the 
formation of a local guild. Then, through a 
Program of national and local promotion, it 
deelops more building and remodeling. Thus, 
by the co-ordination of all interests involved, 
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it is possible to sell a nationally advertised, 
trade-marked ‘package’ building, and it is not 
necessary for the buyer to deal with so many 
different individuals, unless he so desires.” 


"Dealer Common Sense" 


D. Webb Mason, Narrows, Va., president 
of the Virginia Building Material Association 
in 1937 and 1938, spoke on the topic, “Dealer 
Common Sense.” Among the suggestions of- 
fered for more savings, after the profits are 
made, are the following: 

A prize to the contractor who required the 
fewest deliveries each month for his dollar 
volume of sales—to save truck expense to 
the dealer. 

Elimination of monthly account statements 
and the substitution for this of monthly in- 
terest invoices to cover past due accounts. “ 

That dealers change price books frequently 
to keep pace with the market, and that they 
educate their salesmen to quote from the 
price book rather than from memory. 

That each salesman who doesn’t follow the 
price book quotations be required to initial 
that price and that the executive head per- 
sonally look into initialed prices. 

That the dealer try to see his business as 
others see it from the appearance standpoint. 


The annual banquet, Dec. 7, followed by a 
dance and floor show, was the concluding ac- 
tivity of a packed convention program. The 
banquet toastmaster was Mallard Bagnal of the 
Bagnal-Nettles Lumber Co., Columbia, S. C. 
After the presentation of the new president and 
directors, and the introduction of honor guests 
and convention committees, the address of the 
evening, “The American Housing Market,” was 
made by Bruce A. Wilson. 

Mr. Wilson named the following factors 
which he said “lead to the belief that the en- 
tire construction industry is on the verge of a 
prosperity second to none in its history :” 


1. Since 1934 rents have been increasing. 

2. Except for a few weeks during the 
1938 recession, vacancies in all classes of 
structures have been decreased. 

3. Foreclosures reached in all time peak 
and now for five years have been declining 
to a marked degree. 


4. Income and employment have increased 
steadily since 1933, except for a slight set- 
back toward the latter part of 1937 and early 
1938. 

5. The marriage rate, which had fallen to 
a low point, has been increased. 


6. Building construction rate since 1930 
has been less than the structures demolished, 
abandoned, burned and otherwise destroyed. 
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7. The obsolescence of existing structures 
is more acute than ever before. With new 
products, new manufacturing methods and 
new conveniences, existing buildings are 
becoming less and less subject to moderniza- 
tion and are therefore less usable. 

8. There has been insufficient home build- 
ing to care for the natural population growth. 


9. Nearly all desirable residences have 
been absorbed and the housing shortage, par- 
ticularly in the lower priced homes, is ap- 
proaching serious proportions. 

10. New buildings cannot possibly keep 
pace with the accumulated shortage. 


11. Real estate is again paying better re- 
turns on the investment, thereby attracting 
capital to the industry. 


12. We are rapidly reaching the point 
where it is actually cheaper to build or buy 
a home than it is to rent. More house for 
the money is not an idle statement today. 


Officers and Directors 


Officers and directors elected were: 

President—Alex S. Watkins, Henderson, 
x. ©. 

Ist Vice President—Ben T. Day, Easley, 
a. < 

2nd Vice President—Claudius Dockery, Jr., 
Greensboro, N. C. 

3rd Vice President — Frank R. 
Charleston, S. C. 

Secretary-Treasurer—E. M. Garner, Char- 
lotte, N. C. 


National Director—H. J. Munnerlyn, Ben- 
nettsville, S. C. 


Sires, 
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Directors — George Ross, Welborn Ross 
Lumber Co., Greenville, S. C.; Frank J. Aus- 
tin, Morris-Austin Co., Asheville, N. C.; L. L. 
Mallard, Mallard Lumber Co., Kinston, N. C.; 
W. C. Godwin, W. C. Godwins’ Sons, Wil- 
mington, N. C.; Herbert G. Sherrill, Sherrill 
Lumber Co., Statesville, N. C.; Mallard R. 
Bagnal, Bagnal-Nettles Lumber Co., Colum- 
bia, 8. C. 

The women’s auxiliary of the association had 
a program of entertainment and business dur- 
ing the convention. The auxiliary activities in- 
cluded a luncheon, tours of the city, and an 
address by Mrs. Bennett, Florida association 


secretary. Officers for 1940 were elected as 
follows: 

President—Mrs. Elbert W. Snead, Green- 
wood, S. C. 

Vice President—Mrs. Claudius Dockery, 


Greensboro, N. C. 
Secretary-Treasurer—Mrs. Mallard Bagnal, 
Columbia, S. C. 


As is customary, the dealers will have their 
annual convention in a North Carolina city 
next year. 





New Hampshire Dealers 
Hear Sales Message 


MANCHESTER, N. H., Dec. 11.—The eleventh 
annual meeting of the New Hampshire Retail 
Lumbermen’s Association was held, here, Dec. 
7, with President J. A. Paquette, Laconia, pre- 
siding. The principal speaker at the banquet 
session, which followed a full day business 
meeting, was R. E. Saberson of the Weyei- 
haeuser Sales Co., St. Paul, Minn. Mr. Saber- 
son outlined his personal experience in the retail 
lumber business and offered the opinion that 
better selling is the 
missing ingredient in 
the lumber yard. “In a 
highly competitive bus- 
iness, such as the sale 
of lumber and building 
materials, we must con- 





J. T. BICKFORD, 
Nashua, N. H.; 
President 





sider whether it is best 
to under-sell or to strive 
to out-sell our competi- 
tors,” he said. 

He urged that the re- 
tail lumber dealer in 
each community focus 
the eyes of the public 
upon his yard as a 
headquarters for building materials; suggested 
that the dealer cease worrying over business 
prospects and to go out after orders. He out- 
lined the need of a strong building program as 
an effort to overcome the housing deficit which 
mounted up during the period of depression. 
Conditions were never more favorable for the 
building of new homes or for the remodeling 
of old ones, and never before has there been 
such a volume of money available at such low 
rates, according to Mr. Saberson. The attend- 
ance of 175 was the largest in the association’s 
history. 

Other speakers at the meeting included 
George R. Ainsworth, Utica, N. Y., president 
of the Northeastern Retail Lumbermen’s Asso- 
ciation, and Paul S. Collier, Rochester, N. Y., 
secretary of this organization. 

The following officers were elected for the 
ensuing year : 

President: Jason T. Bickford, Nashua. 

Vice President—F. Alfred Janvrin, Hamp- 
ton. 

Secretary—Richard A. Huber, Nashua. 

Treasurer—Stephen M. Simonds, Lisbon. 


The new board of directors includes Jesse 
Rowell, Newport; E. F. Carroll, Peterboro; 
Earle F. Boutwell, Concord; and the retiring 
president, J. A. Paquette. 
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New Jersey Dealers Ask Gov- 
ernment Policy Change 


Newark, N. J., Dec. 11.—Protests against 
current policies of the Federal Government were 
urged by G. B. Roesler, Hackensack, N. J., 
president of the New Jersey Lumbermen’s Asso- 
ciation, in addressing the organization’s fifty- 
sixth annual meeting, here, Dec. 6. The asso- 
ciation’s members were asked to petition their 
representatives and senators to “curtail ex- 
cessive Government spending, adjust the taxes 
that discourage investment, remedy the glaring 
defects in the Wagner Act, put the halter on 
bureaucratic despotism, get the Government out 
of competition with private industry, revise the 
extending of relief, stop sniping at legitimate 
and honorable business, stop singing the hymn 
of hate, stop fomenting strife in the ranks of 
labor and stop subsidizing idleness and waste.” 

President Roesler also asked expansion of 
association activities. Secretary G. E. DeNike 
reported briefly on association affairs during the 
past year. He commented on the fact that 
while statistics show that 1939 has been the 
best building year since 1929, it would appear 
to be the least profitable, as the greater portion 
of the volume in the New Jersey area has 
been produced by speculative construction under 
the nomenclature of the “developer,” with blocks 
of individual houses and “garden apartments” 
being built on a wholesale basis, to which have 
been added the so-called “slum clearance proj- 
ects.” 

Statements to the contrary notwithstand- 
ing, operating costs are higher and material 
prices are lower on a comparative basis than 
they have been in a decade. Many dealers 
have told me that they are operating so close 
to the line, that the social security taxes are 
going to make the whole operation unprofit- 
able, this year. In other words, those taxes 
are going to come out of their capital, with 
nothing in the way of profits left for the 
stockholders, he said. 


"Watch State-National Legislation" 


Secretary DeNike warned that both State and 
National legislation should be watched closély 
and every effort put forth to hold down “the 
spenders.” The association, he said, will hold 
a series of area meetings, starting soon after 
the first of the year, and dealers, regardless of 
association affiliations, will be invited to attend. 

The following were elected trustees of the 
association for a period of three years, their 
terms expiring in 1943: 

Lloyd F. Armstrong, Keyport; S. F. Bailey, 
Newark; Paul W. Cadwallader, Pennington; 
William C. Nolte, Toms River; Irving T. Sick- 
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ley, South Orange; Jay Sterner, Belmar; and 
Harold H. Van Natta, Morris Plains. 


J. Arthur Currey, president of the National- 
American Wholesale Lumber Assocation, spoke 
on conditions in the Southern pine market and 
in the “blown-down” New England timber area, 
as well as bringing greetings from his group. 
Charles A. Malloy, chief counsel of the New 
Jersey Unemployment Compensation Commis- 
sion, explained in detail the workings of the 
commission and the effect that prospective 
amendments to the act would have insofar as the 
dealer is concerned. 


N. S. Gentile, Pompton Lakes, N. J., a trustee 
of the association, discussed the subject, “Shall 
We Be Licensed?” His presentation was a 
question of whether or not an amendment to 
the State weights and measures act should be 
sought, which would require the licensing of 
building material dealers for the purpose of sup- 
plying funds with which to hire inspectors to 
check loads, in an effort to secure better en- 
forcement of the present act. It was decided to 
continue this matter for further consideration 
in local area meeetings. 


Charles A. Brown, president of the Asso- 
ciated Lumber and Allied Material Salesmen, 
offered greetings from this organization. J. A. 
Birkenhead, chairman of the Intercoastal Lum- 
ber Distributors’ Association, discussed condi- 
tions in the West Coast lumber markets, and 
Edwin B. George, economist of New York 
City, dwelt at length with general economic 
conditions, and showed how the lumber and 
building material dealer is concerned with 
conditions throughout the world even though 
the dealer often feels that only local conditions 
affect him. 


"Build Homes Adjacent to Cities" 


Fred H. Ludwig, Merritt Lumber Yards, 
Reading, Pa., urged construction of homes for 
the average family in communities adjacent to 
central cities. Mr. Ludwig elaborated on the 
address which he delivered recently at the Con- 
struction Industry Conference in Washington, 
D. C. His presentation was particularly force- 
ful and effective, showing the effect of Govern- 
ment competition in the housing situation. He 


Stores Up Logs 


WeEstwoop, CA.ir., Dec. 11.—Wéith ten sides 
logging an average of 1,600,000 ft. daily, The 
Red River Lumber Co., here, goes into Decem- 
ber with more than 45,000,000 ft. of logs decked 
at the mill. This is the customary procedure 
to assure mill and plant operation during the 
winter period of heavy snow. At favorable 
periods, log deliveries have exceeded 2,000,000 
ft. daily for two or three days in succession. 
Logging will be continued as long as the 
weather permits. Two railroad spurs can be 
operated after the rains and snows have tied 
up the truck haul. Three sides are trucking 
from Dyer Mountain, four. sides from Moon- 
light canyon, and one from Almanor dam. Two 
sides are railroading from Eagle Lake and the 
railroad to Moonlight is held in reserve. 

The sawmill is operating with three shifts 
on four bands and two resaws. The plywood 
factory is carrying its customary three shifts 
with a total of 500 employees. The Venetian 
blind slat department is also running three 
shifts on four molders and the shipping depart- 
ment and molding department are each work- 
ing two shifts. The seasonal lull in box shook 
has reduced the box factory to one shift. Dry 
kiln output has been stepped up to 700,000 ft. 
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Ss. F. BAILEY, 
Newark; 
Treasurer 


H. H. VAN NATTA, 
Morris Plains; 
Vice President 


detailed requirements for small home construc- 
tion and the prospects of such construction 
during the coming months. 

Charles A. Eaton, member of Congress from 
the fifth New Jersey district, spoke on the 
subject, “Have We Lost Our Horizon?’ 

We still have among our people; he de- 
clared, a reserve of unused moral and intel- 
lectual resources which is abundantly able 
to solve every problem, provided we can find 
a way of hitching this resérve to our load 
and at the same time find a way of turning 
out the wild asses of alien theories and 
un-American experiments back into the 
Marxian wilderness whence they came. 


Immediately after adjournment of the business 
session, entertainment was: provided by the 
ALAMS, and the annual banquet and floor show 
concluded the convention. The meeting. which 
was the most successful in; recent years, was 
attended by more than 400 members of the 
lumber and building material industry. 


The New Jersey Lumbermen’s Association is 
the oldest retail lumber dealers’ trade associa- 
tion in the United States and its respected secre- 
tary, S. F. Bailey, Newark, N. J., was one of 
the organizers of the group and has been an 
officer since its inception. He is still active in 
the retail lumber industry and in the words of 
Secretary DeNike, “We look upon him as the 
Dean of the industry here.” 


For Winter Run 


daily from a holding capacity of 4,000,000 ft., 
without reduction of drying and conditioning 
standards. Fuel is now on hand to carry a full 
steam load for dry kilns, all plant departments 
and town service for the entire winter. 

October shipments of The Red River Lum- 
ber Co. amounted to 575 cars. November, with 
fewer working days, fell slightly below this 
total, but held the same daily average. Truck 
shipments in October totaled 800,000 ft. A 
new truck loading shed is nearing completion. 
The first unit accommodates six trucks and 
extensions will be added as needed. 

During the pressure of orders in September 
and October, the company was compelled to 
withdraw from the market. With production 
and shipping stepped up, the order file is 
approaching normal and the number of items 
that can be sold is increasing and orders are 
being accepted for available stock. 





ACREAGE BURNED last year by forest fires was 
more than 33,000,000, an area larger than New 
York State, with an estimated loss of $36,888,- 
000, says the New York State College of For- 
estry at Syracuse University. 
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Massachusetts Dealers Foresee 
Aggressive Building Program 


Boston, Mass., Dec. 11.—Climaxing a series 
of State meetings of New England retail lum- 
ber and building material dealers, the annual 
convention of the Massachusetts Retail Lum- 
ber Dealers’ Association, here, Dec. 9, was a 
successful affair from start to finish, including 
4 heartening! attendance of several hundred 
members of the industry who were addressed 
by the chief executive of the parent body, the 
Northeastern Retail Lumbermen’s Association. 
The Massachusetts ; meeting followed closely 
the annual conventions of the Maine, New 
Hampshire, and Connecticut dealers. 


President Joshua A. Nickerson, Chatham, 
opened the business session with a presentation 
of the Weyerhaeuser Sales Co. picture, “Trees 
and Men.” Then followed the routine reports 
of President Nickerson, Treasurer Granville 
Fuller and Secretary John M. Oliver, Jr. 


Norman P. Mason of Chelmsford, a vice 
president of Northeastern association outlined 
the details of streamlined selling, and later, with 
the assistance of a group of ten salesmen, pro- 
duced a playlet illustrating many of the points 
in favor of “Tested Selling Methods,” spon- 





J. M. OLIVER, 
Springfield; 
Direetor 


B. F. HOWE, 
New Bedford; 
Director 


sored by the Merchandising Institute of the Na- 
tional Retail Lumber Dealers Association. In 
the report of Secretary Oliver it was shown that 
of the one hundred and forty-nine dealer mem- 
bers in the State, forty-four had enrolled to 
take the service and had selected one hundred 
and twenty-four courses to be followed. 


Addresses. were also made by Secretary 
Paul Collier of the Northeastern association; 
Oliver J. Veling, Buffalo, N. Y.; and by Joseph 
L. Wood, of Johns-Manville. Aided by a 
series of charts, Mr. Veling illustrated by per- 
centages just what should be listed as the cost 
of merchandising against each class of stock 
or service supplied by the dealer, in “Mak- 
ing the Cash Register Register.” 


Officers and Directors 


On recommendation of the committee on 
nominations, officers and directors for 1940 
were chosen as follows: 

President—Joshua A. Nickerson, Nickerson 
Lumber Co., Chatham. 


Ist Vice President—Frank W. Whitty, 
Blacker & Shepard Co., Boston. 

2nd Vice President — Norman P. Mason, 
Wm. P. Proctor Co., North Chelmsford. 


3rd Vice President—John A. Lamprey, Law- 
rence Lumber Co., Lawrence. 


Treasurer—Granville B. Fuller, G. Fuller & 
Son Lumber Co., Brighton. 


Secretary—Willis F. Atkinson, W. 
kinson Co., Newburyport. 


Directors—Joseph B. Miskell, Wood Lum- 
ber Co., Falmouth; John M. Oliver, Jr., Hamp- 
den Lumber Co., Springfield; Russell L. Fish, 
Welch Co. (Inc.), Scituate; Harry Fullam, 
William F. Fullam Co., North Brookfield; 
Hubert G. Elder, C. R. Elder & Co., Amherst; 
Ben F. Howe, Acushnet Sawmills Co., New 
Bedford. 


E. At- 


Mr. Atkinson takes over the secretary’s of- 
fice, as former secretary J. M. Oliver was 
named to the board of directors. The other 
new name on the board is that of H. G. Elder. 
Aside from these changes the old list of of- 
ficers is continued. President Nickerson is 
treasurer and general manager of the Nicker- 
son Lumber Co., with yards at Chatham, Or- 
leans and Wellfleet. He is a director of 
Hyannis Co-operative Bank, a director of the 
Cape Cod Chamber of Commerce, vice presi- 
dent of Cape Cod Hospital at Hyannis, and 
vice president of the Barnstable County Supply 
Co., of West Barnstable. He is a graduate of 
Harvard College in the class of 1922, since 
which date he has been active with his father, 
Captain Oscar Nickerson, in the affairs of the 
lumber company. 


The new secretary, Willis F. Atkinson is 
president of W. E. Atkinson Co., retail dealers 
at Newburyport. His firm is well known 
throughout the State, since the founders were 
the builders of clipper ships and other trad- 
ing vessels in the good old days of the square 
rigger. He is a graduate of Worcester Tech, 
a member of the Rotary Club, and a past presi- 
dent of the Newburyport Chamber of Com- 
merce. 


Resolutions 


Resolutions were adopted endorsing the en- 
tire program and activities of “Tested Selling 
Methods”; of the widespread practice of grade 
marking; expressing thanks to manufacturers 
who emphasize to the consumer the valuable 
function of the retail dealer in marketing their 
products, pointing specifically to the Libbey- 
Owens-Ford Co., and the Red Cedar Shingle 
Bureau, and other leading manufacturers who, 
in recent advertising matter, have pointedly ad- 
vised the consuming public to consult the local 
retail dealer for all building requirements. An- 
other resolution called upon the Federal Hous- 
ing Administration to exert every influence it 
can’ to promote a more widespread acceptance 
of Class 3 loans under Title I of the Housing 
Act which permits insuring loans up to $2500. 
This is a class of business which it is claimed 
that some banks and other financial institutions 
had been inclined to sidestep. The convention 
also went on record endorsing the marketing 
policy of the Timber Salvage Administration 
in disposing of so-called “hurricane lumber,” 
and pledging co-operation with the manufac- 
turers and wholesalers in helping them find an 
emergency market for this lumber. 


Following adjournment of the business ses- 
sion, 497 members and guests gathered for an 
afternoon of festivities, with George B. Ful- 
ler, of Brighton, in charge of the entertainment 
features. Noted in the gathering was George 
W. Stryver, Williamstown retail dealer, who for 
or the past year has served as chairman of the 
Republic State Committee, but who on Dec. 6, 
was appointed associate commissioner of pub- 
lic works. He will combine the business at 
Williamstown with the “pleasure” of clearing 
up the mess in the public works department 
recently uncovered. 





FRANK W.WHITTY, 
Boston; 
Ist Vice Pres. 


N. P. MASON, 
N. Chelmsford; 
2nd Vice Pres. 


President Nickerson opened the post prandial 
oratory with a scholarly presentation of the 
problems and proper functions of the retail 
dealer and stressed the point that private in- 
dustry was far better equipped to do a good 
job in meeting the demand for new housing 
than was the-public agencies that for the past 
ten years have been in action. 

There followed addresses by George R. Ains- 
worth, Utica, N. Y., president of the North- 
eastern association, and by R. E. Saberson, 
Weyerhaeuser Sales Co., St. Paul. Mr. Ains- 
worth in large measure duplicated his talks 
made previously at Bangor, Maine, Manchester, 
N. H., and at New Haven, Conn. 

Mr. Saberson declared that, barring involve- 
ment of the United States in the war, home 
construction in 1940 will exceed that of the 
1929 boom era. He said that the current up- 
swing in residential construction in most sec- 
tions of the country would carry 1939 fully 30 
per cent above the figure reached in 1938. “Un- 
usually favorable conditions now prevail for 
the home builder” he said, “and residential 
building materials which cost $100 in 1926, 
can be purchased at present for $89.60. The 
home which cost $7817 only fifteen years ago 
can be built today for $6215, with many added 
conveniences not available at that time.” 





In “Some Effects of Release on Planted 
Shortleaf Pine in the Missouri Ozarks,” are 
presented the first year results of some release 
studies being carried on by Central States For- 
est Experiment Station, Columbus, Ohio, in co- 
operation with the Mark Twain and Clark 
national forests. 
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Salesmanship, Ethical Operation 
Cited As Dealer Essentials 


New Haven, Conn., Dec. 11.— The forty- 
eighth annual convention of the Lumber Deal- 
ers Association of Connecticut was held, here, 
Dec. 6, with a large attendance of members 
and guests, which included executives of the 
Northeastern Retail Lumbermen’s Association 
and a long list of wholesalers and their repre- 
sentatives. J. Francis Smith, J. E. Smith & 
Co., (Inc.) Waterbury, Conn., president of the 
association, directed the program of the busi- 





W. F. TERRELL, 
Meriden, Conn.; 
President 


J. F. SMITH, 
Waterbury, Conn.; 
Retiring President 


ness session, at which time the following of- 
ficers were chosen for the ensuing year: 

President — Willard F. Terrell, Meriden 
Lumber Co., Meriden. 

lst Vice President—J. Burton Smith, Frank 
Miller Lumber Co., Bridgeport. 

2nd Vice President—Arthur B. Iffland, John 
C. Iffand Co., Torrington. 

Treasurer—Fred B. Grant, Lampson Lum- 
ber Co., New Haven. 

Secretary—William P. Beach, Lampson 
Lumber Co., New Haven. 

Directors— Harold B. Senior, Bethel; 
Franklin Davis, East Hartford; W. C. Clen- 
ney, Manchester; J. Roland Stephenson, Stam- 
ford; Geo. N. Haigh, Niantic; J. Alfred C. 
Dodd, Portland; William Dodge, Myatic; 
Donald Clemons, Ansonia; J. Francis Smith, 
Waterbury; R. F. Bailey, New Haven; Henry 
Keil, Darien; Edward J. Daley, Hartford. 


The principal speakers addressing the con- 
vention were George R. Ainsworth, Utica, 
N. Y., president of Northeastern, and R. E. 
Saberson, Weyerhaeuser Sales Co., St. Paul, 
Minn. The latter took for his subject “The 
Missing Ingredient in the Lumber Yard,” which 
he set forth as salesmanship, and by way of 
emphasis introduced details from actual case 
records to illustrate both the right and wrong 
standards upon which to base the operation of 
a retail lumber enterprise. He paid tribute to 
the originators and promoters of the “New 
Deal” in lumber merchandising, known as 
Tested Selling Methods, which is being spon- 
sored by the Merchandising Institute of the 
National Retail Lumber Dealers’ Association. 


Mr. Ainsworth dwelt upon the value of co- 
operation and offered his tribute to the dealers 
in Connecticut who have lead the association’s 
membership through so many years of real 
accomplishment. 


Without co-operation, he asserted, we can- 
not develop that highmindedness and ethical 
conduct so necessary to the successful and 
peaceful conduct of our business, It is un- 


fortunate that in our hurry to perform the 
task at hand we often lose sight of the 
fact that the dividends which come from co- 
operation are so in excess of the investments 
we make. It we wold give this fact slightly 
more than a passing thought which is ac- 
corded by most of us, we would recognize 
how important it actually is for us to co- 
operate with fellow members of our indus- 
try because of the tremendous influence 
which they exert in our individual business, 
and so we should never begrudge any of the 
time which we spend in this manner. The 
evidences of value secured are around us on 
all sides in the things which have been done, 
the accomplishments which are being real- 
ized, and the information and help that is 
ours for the taking. 


Looking ahead, Mr. Ainsworth predicted 
that retail lumber and building material deal- 
ers face a future with great possibilities. He 
called attention to the numerous industry prob- 
lems, including that of distribution by the 
manufacturer and wholesaler. “The retail 
lumber business cannot function as it should,” 
he said, “if retailers seek the selling compensa- 
tion of the wholesaler. We know that the as- 
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sociation has discouraged this kind of buying 
and has always recommended that we buy from 
the man on the job.” 


The alert and progressive wholesaler, through 
the advantages and help he affords in selling, 
actually saves money on dealer purchases from 
him, according to Mr. Ainsworth, who stated 
that “it is just good sense in our own interest 
to use the facilities provided by functioning 
wholesalers; we also lessen the incentive which 
the wholesaler might have to seek for addi- 
tional volume if we do not do business with 
him.” 

Retailers, Mr. Ainsworth, pointed out, find 
that it is costing them more and more to do 
business ; overhead is increasing, taxes are eat- 
ing into profits, but at the same time dealers 
are trying to find the way to build a better 
house for less money. He brought to atten- 
tion the fact that the cost of building today is 
less than it was in 1926, and that the public 
is getting more for its dollar inasmuch as 
what cost a dollar in 1926 can be had today for 
about eighty-nine cents. In addition, he men- 
tioned that mortgage money was never more 
easily obtained than at the present, nor at 
such a low cost of interest. 


He condemned so called “slum clearance” 
and other Government inroads and competition 
with private building, and urged that forces 
be set in motion to counteract this activity. “It 
is our job,” he said, “to build houses with all 
the modern conveniences for a price that the 
public is willing to pay.” 


Baltimore Exchange Takes On 


New Life Under 1940 Officers 


BALTIMORE, Mp., Dec. 11.—The annual meet- 
ing of the Lumber Exchange, here, Dec. 4 was 
one of the most largely attended event of its 
kind in years, and, brought out a disposition 
for revival of the group’s activity and useful- 
ness. The keynote was sounded by F. Bowie 
Smith, the newly elected president, who had 
invited the entire membership as his guests at 
the dinner, one of the features of the event, and 
who, after expressing his thanks for the honor 
conferred, pointed out that the organization, the 
oldest of its kind in the country, with an unin- 
terrupted existence of sixty-four years, should 
offer more to justify its maintenance. 


By way of finding a new way to make the 
group an effective body, he suggested that use 
might be made of advertising through the 
medium of stickers on the mail matter of the 
members, which would call attention to the 
fact that they belong to the exchange and that 
they stand for all that is ethical in the busi- 
ness. He said that a slogan could be framed 
and adopted to carry along this thought with 
benefit to the industry and advantage to the 
men engaged therein. The meeting adopted a 
motion that Mr. Smith be authorized to name 
a committee with instructions to take the sug- 
gestions advanced under advisement and frame 
a plan of carrying out the ideas. 

The reports of the secretary and treasurer, 
along with those of the various committees, 
showed the exchange to be in good shape, with 
a balance in the treasury, with more than 
3,000,000 feet of lumber inspected during the 
year by its inspectors, despite the change in 
practice under which the great bulk of the 
stocks handled are inspected either at mills or 
at other points in transit, so that the work here 
is reduced to a minimum. It was shown that 
the membership has been held and that there is 
an unquestioned sentiment for keeping up the 
institution, which long embraced the leading 
members of the trade and was pointed to as an 
important instrumentality for promoting the 
best interests of the trade. 

The ticket put up by the nominating com- 
mittee, consisting of R. Baldwin Homer, chair- 
man, John T. Galvin, Jr., and John B. Bosley, 


was unopposed, and the secretary, was directed 
to cast the ballot. It is made up of the fol- 
lowing: 

President—F. Bowie Smith. 

Vice President—W. J. Appel, W. J. Appel 
Lumber Co. 

Treasurer—D. Carlysle 
Lumber Co. 

Managing Committee—W. J. Appel; L. Alan 
Dill, James Lumber Co., and Lewis Dill & Co., 


MacLea, MacLea 





F. BOWIE SMITH, 


Baltimore, Md.; 
Heads Exchange 


D. C. MACLEA, 
Baltimore, Md.; 
Treasurer 


(Inc.); W. Hunter Edwards, B. W. Edwards 
& Sons; Charles T. Howard, Colonna-Howard 
Lumber Co.; J. Jackson Kidd, Jr., Kidd & 
Buckingham Lumber Co.; Albert H. League, 
League Lumber Co.; D. Carlysle MacLea, 
MacLea Lumber Co.; Charles C. O. Sack, Jr., 
George Sack & Sons; Daniel L.. Senft, Canton 
Lumber Co.; George A. Tuerk, Acme Box Co., 
and C. Jackson Waters, George E. Waters & 
Co., Inc. 


After the general meeting the new managing 
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committee met and re-elected Ivan Brent, of 
the Colonna-Howard Co., as secretary. 

The various firms and corporations affiliated 
with the exchange were represented at the 
meeting by approximately seventy members and 
associates, and a fine spirit was shown. Much 
amusement was furnished by Robert Brown, of 
the Waterfront Co., with his little stallion, 
which he purchased from a circus and which 
performed a number of tricks indicative of 
high equine intelligence. 


The New President 


The new president F. Bowie Smith started 
early in life as a breadwinner, having begun 
work when only about sixteen years old. For 
years he was connected with the James Lum- 
ber Co. and developed high efficiency as a 
salesman. About seven years ago he withdrew 
from that corporation and with litle more than 
his reputation to help him along, he started in 
business on his own account. Located at first 
on South Caroline street, in a small office, he 
made rapid and gratifying progress, and after 
several years leased the location long occupied 
by the Canton Box Co., which the late Rufus 
K. Goodenow had brought up to be one of the 
leading enterprises of its kind. Obliged after a 
time to vacate, Mr. Smith looked around for 
another location, and began negotiations for 
the properly on Philpot street, which had been 
operated by William D. Gill & Son, and which 
included not only a spacious yard with overhead 
carrier, but also a wharf with sufficient depth 
of water to allow vessels of considerable draft 
to dock there; a spacious frame building used 
as offices and handsomely paneled with costly 
woods, spacious sheds and a brick structure 
housing the machinery of a resaw plant where 
big timbers could be worked over into suitable 
sizes. Since then he has continued to improve 
the property and made it one of the most ef- 
ficient depots in the city. In the prime of life, 
he can look forward to a long period of use- 
fulness and enterprise. He is devoted to his 
business, his only pastime being to go on oc- 
casional duck hunting trips and he also finds 
relaxation in fishing, at which sport he has be- 
come hardly less expert than in selling South- 
ern pine and other woods. He is one of the 
most popular of lumbermen and can count on 
the co-operation of the whole fraternity in his 
efforts to bring the exchange back to a state 
of high usefulness. He feels that it can again 
be made a distinction to belong to the exchange, 
with its old traditions and its reputation for 
upholding the highest ethics. 





New ‘Ready-Reckoner Table of 
Coast Rail Rates Issued 


SEATTLE, WASH., Dec. 9.—The Dec. 1 tariff 
adjustments of the railroads have made neces- 
sary a new issue of the West Coast Lumber- 
men’s Association Adjusted Rail Freight Ta- 
bles. These are otherwise known to the trade 
as “ready reckoner tables” of delivered freight 
costs on lumber and shingles. 

The current schedules in the new issue have 
been given a form that includes the most fre- 
quently used lumber and shingle rates. Apply- 
ing largely to States east of the Rocky Moun- 
tains, the new issue is on 8%4x11-inch page, 
double-sheet, punched at the center fold. This 
form makes all the principal weights, from 400 
pounds to 3500 pounds M.B.M., and freight 
rates from 47 cents to 97% cents per cwt., read- 
ily visibie {or across-page reference. Shingle 
weights and delivery costs are included. 

California rates appear on the back of the 
eastern rate sheet, which carries rates from 16 
cents to 54 cents per cwt. The complete sheet, 
with both California and eastward rates, is 
available from the West Coast Lumbermen’s 
Association, Stuart Building, Seattle, at a price 
ot 10 cents. 





THE HOLC paid off $270,000,000 in taxes for 
its borrowers when it refinanced them — put- 
ting revenue into depleted community treasuries. 
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Farm Buildings; Remodeling 
Studied by Engineers 


Several sessions of the Farm Structures Di- 
vision of the American Society of Agricultural 
Engineers were held in connection with the 
Society’s annual meeting in Chicago’ the 
week of December 4. As he has done at several 
recent meetings of the Society, H. E. Wichers, 
associate professor of architecture, Kansas State 
College, sounded the keynote of the first ses- 
sion with a presentation of farm home design 
problems. 

“T still believe,” said Mr. Wichers, “that peo- 
ple are more important than cows, and that the 
first problem of the Farm Structures Division 
is farm homes.” 

Stating again the importance of the “Big 
Tliree” in farm home design—front door facing 
the drive, efficient work room, and central rear 
hall—Mr. Wichers entered into a brief discus- 
sion of farm home remodeling problems. 

“Many farm homes are not worth remodel- 
ing,” he said, “but you’ve got to do it anyway. 
There are thousands of farmers who are not 





F, E. WORMSER, Secretary-Treasurer of 
the Lead Industries Association 


ready to build new homes, but who want and 
can afford some improvements. Many of these 
homes are more than 25 years old, the average 
life of a farm house, but you will have to re- 
model them. We have one project of this kind 
under way in northeast Iowa, in a section in 
which the whole remodeling program cannot be 
done at one time. It has to be done piece by 
piece because the farmer is conservative, and 
will not do more work than he can pay for. He 
refuses to take a chance on going broke on a 
building improvement.” 

Mr. Wichers urged that remodeling programs 
be developed in a manner that will permit farm- 
ers to do the work in installments, always keep- 
ing in mind the importance of the three essen- 
tial features for good farm house design. 

Other speakers included Fred M. Overby, 
Weyerhaeuser Sales Co., St. Paul, Minn. Mr. 
Overby said that the average value of all 
United States farm houses was $1,207, and that 
the cost of new ones must be not more than 
$3,000, a figure which permits no architectural 
service. Smaller farm houses are becoming 
more popular, particularly one-story houses, and 
there is a tendency to eliminate the dining room. 





“Until lately,” Mr. Overby remarked, “there 
has been more effort given to the design of 
poultry and hog houses than to farm dwellings.” 

Several speakers concentrated on farm barns 
and lesser farm outbuildings. Professor Miller, 
Ohio State University, advanced the thought 
that building barns for housing stock could not 
be uneconomic because of the safety of con- 
verting crops into cash by means of feeding 
stock. 

L. W- Smith, National Lumber Manufactur- 
ers Association, Washington, D. C., presented 
a paper entitled “How Problems on Efficient 
and Economical Application of Building Mate- 
rials in Grain Storage Structures Are Being 
Solved—The Lumbermen’s Viewpoint.” 

. I cast about for information con- 
cerning the service life of farm buildings, grain 
storage structures in particular, and found very 
little on the subject,” said Mr. Smith. “I did 
find .a report published by the University of 
Missouri. That report discussed in considerable 
detail actual investigations made of several 
farms in Missouri by an engineer and an econ- 
omist. The depreciation rates for various types 
of buildings were tabulated for purposes of 
comparison, depreciation being based on a 
straight line reduction. The tabulation showed 
that for granaries with a balloon frame and a 
wood floor the average depreciation rate was 
2.56 percent; that for general storage houses 
with a concrete foundation and floor the aver- 
age depreciation rate was 2.63 percent, and so 
on for a number of different types of construc- 
tion, including also corn cribs of the conven- 
tional post frame type with a wood floor and 
foundation, with a depreciation rate of 3.93 
percent. In other words, the conventional build- 
ings studied might be classified as having serv- 
ice lives to 25 to 40 years, which seems ade- 
quate.” 

The importance to agricultural engineers of 
a knowledge of paint was emphasized in a 
speech by F. E- Wormser, New York, a director 
of the American Society of Mining and Metal- 
lurgical Engineers, and secretary-treasurer of 
the Lead Industries Association. The subject 
of paint is taken more or less for granted by 
many agricultural engineers, Mr. Wormser be- 
lieved, and some feel merely that “paint is 
paint.” 

“Inasmuch as a paint failure does not jeop- 
ardize life and limb, nor, for that matter, even 
professional reputations,” said Mr. Wormser, 
“there isn’t the need of giving it the close study 
accorded other materials used on the farm. The 
key to the whole farm paint problem is how 
well does a paint wear. 

“Tf it leaves a smooth, unbroken finish from 
the beginning to the end of its life, like white 
lead, it is an ideal paint for farm use. On the 
contrary, if sometime during its long or short 
history, it presents a disreputable surface, that 
kind of paint should be avoided. A farm painted 
with white lead can be safely forgetten as far 
as paint and the protection afforded by paint 
are concerned. This is particularly important 
because the farm owner may not be in a posi- 
tion to paint at regular intervals and will often 
have to let farm re-painting go neglected longer 
than might reasonably be anticipated.” 

Mr. Wormser pointed out that a recent de- 
velopment in the paint industry has been the 
marketing of a pure white lead prepared paint 
in colors, ready for the brush, and that it is 
becoming increasingly available in farm areas 
“for those who do not care to mix their own.” 

Mr. Wormser concluded by saying that it 
was becoming generally accepted that a “rough 
yardstick” for measuring the quality of a pre- 
pared paint is the amount of white lead content, 
“for it is white lead that contributes durability 
to an oil paint.” 
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Among the Lumbermen’s Clubs 


Memphis Lumbermens Club Sched- 
ules Annual Meeting 


MEMPHIS, TENN., Dec. 11—Members of the 
Lumbermen’s Club of Memphis, will elect of- 
ficers Dec. 16, for 1940, with Harry Wellford, 
secretary of the Chickasaw Wood Products Co., 
heading the Red ticket and Mike Hennessy, 
Fisher Lumber Corp., heading the Blue ticket. 
The election will be held at the Peabody Hotel, 
preceding the banquet. 

Candidates on Mr. Wellford’s ticket will be: 
for first vice president, Henry Jones; second 
vice president, Phil Houston. Directors: Joe 
Buehl, E. J. Heffernan, Hosea Longwell and 
George C. McCall. 

With Mr. Hennessy, for first vice president, 
V. M. Bennett; second vice president James E. 
Stark, and directors, O. B. Bratton, D. L. 
Gatewood, Fritz) Nelson and Jimmy Griffin. 

W. D. Jemison, incumbent secretary, was the 
choice of both tickets for re-election. 

President Ray Goodspeed has named an elec- 
tion committee composed of Frank G. Smith, 
chairman, Frank W. Dugan, S. C. Major, 
J. D. Allen Jr., S. M. Nickey Sr., J. M. Clem- 
ents, Frank B. Robertson, Paul Rush, Almonta 
Smith and Cecil A. New. 


Baltimore-Washington Club Hears 
Report of Federation Group 


Battimore, Mp., Dec. 11.— The monthly 
meeting of the Baltimore and Washington 
Lumber Sales Club, held in the Longfellow 
hotel, here, Dec. 4, had as its principal feature 
the presentation of a report by George V. 
Frederickson, the president of the organization, 
and connected with the Weyerhaeuser Sales 
Co., on the proceedings of the Northeastern 
Federation of Sales Clubs, held in New York, 
Dec. 2. Mr. Frederickson gave an interesting 
outline of what had been done, but formal ac- 
tion on the decisions reached will not be taken 
until the next meeting in January. There was 
the usual dinner, which was much enjoyed, 
and an interchange of ideas about business con- 
ditions brought out much optimistic sentiment. 
Mr. Frederickson presided, assisted by Arthur 
V. Charshee, secretary. 


Hoo-Hoo Club Has Yule Party 


OAKLAND, CALIF., Dec. 12.—Hoo-Hoo Club 
No. 39 held its annual Christmas party the 
evening of December 11 at Hotel Leamington in 
Oakland. No business was discussed. A pro- 
gram of surprise entertainment was handled by 
Tom Branson and “Abe” Lincoln. One feature 
was a demonstration of “Magic as a Hobby.” 
J. B. Overcast is president and Carl R. Moore, 
secretary-treasurer. 


Washington Lumber School Will 
Have Two Lectures Each Month 


WasHincTon, D. C., Dec. 11.—The school 
for lumbermen conducted under the auspices 
of the Hoo Hoo Club No. 99 with sessions held 
at the Continental hotel, here, has impressed 
itself so strongly as an important factor in the 
development of high efficiency in the trade, that 
after the initial meeting on Nov. 29, it was 
decided to return to the plan of having two 
lectures a month, instead of one, on which basis 
the second season had been started. 

The lecturer was G. L. McKinney who ad- 
dressed the forty-odd students, outlining the 
advantages of a systematic study of lumber to 
increase the efficiency of the individual and his 
ability to sell and also to o-tain better prices 
for the product. He then laid down the basic 
principles of selling, discoursed on the buying 
motive and outlined the method of working up 
the point of where a prospect decided to buy. 











He cited his own experiences and methods as 
illustrating the processes whereby sales resist- 
ance was overcome, and imparted this lesson in 
terms which appealed especially to the lumber- 
man. These basic principles of lumber sales- 
manship are to be dealt with more fully in 
subsequent lectures. 





Twin Cities Hoo-Hoo See Moving 
Pictures of State Team 


St. Pau, Mrinn., Dec. 11.—Eighty members 
of the Twin Cities Hoo-Hoo Club and their 
guests attended a dinner at the Town and Coun- 
try Club here, Dec. 6, saw motion pictures of 
the University of Minnesota football team in 
action and heard talks by a number of former 
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athletes and coaches. Vice-President Gaylord 
Wilcox presided in the absence of President 
L. O. Taylor. Marshall Wells, member of the 
university coaching staff, Parker Anderson, for- 
mer athlete, and State auditor Stafford King 
were among the speakers. 





Loading of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight loadings for the two weeks 
ended Dec. 2 totaled 1,365,404 cars, as follows: 
Forest products, 67,987 cars (a decrease of 
3,488 cars below the amount for the two weeks 
ened Nov. 18); grain, 74,219 cars; livestock, 
27,333 cars; coal, 270,044 cars; ore, 35,557 cars: 
coke, 23,106 cars; merchandise, 292,066 cars, 
and miscellaneous, 575,092 cars. The total load- 
ings for the two weeks ended Dec. 2 show a 
decrease of 71,435 cars below the amount for 
the two weeks ended Nov. 18. 


Tacoma Lumbermen’s Club 
Stages Twentieth Annual 


Tacoma, WAsH., Dec. 9.—Some 400 lumber- 
men from all parts of the Pacific Northwest 
assembled here, Dec. 8, for the twentieth annual 
banquet of the Tacoma Lumbermen’s Club, the 
red letter event of the industry’s social season. 

Gathered together at the gala affair at which 


E. LeValley of Bellingham, president of the 
Western Retail Lumbermen’s Association: 
Col. W. B. Greeley of Seattle, secretary of 
the West Coast Lumbermen’s Association: 
President F. J. Gavin and vice president 
Thomas Balmer of the Great Northern Rail- 
way; Roy Dailey, western manager of the Na- 
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all business cares and shop talk were barred, 
they greeted with acclamation the announce- 
ment that Storrs S. Waterman, assistant sales 
manager of the St. Paul & Tacoma Lumber Co. 
had been chosen president of the club for 1940, 
succeeding Paul W. Billings, manager of the 
Mountain Lumber Co., who guided the club’s 
destinies during 1939. Other new officers in- 
clude Don B.. Hartman, district manager of 
Lumber Promotion (Inc.), a retailers organiza- 
tion, secretary; Cecil C. Cavanaugh, head of 
the Cavanaugh Lumber Co., vice president. 

President Billings turned over the gavel at 
the banquet to Roderic Olzendam, public re- 
lations director for the Weyerhaeuser Timber 
Co., who acted as toastmaster. _He, in turn, 
introduced a number of prominent lumbermen 
and railroad executives. 

They included Mayor J. J. Kaufman of Ta- 
coma; Robert Ingram of Aberdeen, president 
of the Red Cedar Shingle Bureau; Earl 


tional-American Wholesale Lumber As- 
sociation; Phil Garland of Tacoma, president 
of the Douglas Fir Plywood Association; W. 
H. Turner of Raymond, manager of the 
Willapa Harbor Lumber Mills. 


A pseudo-serious talk on the Italian lumber- 
political situation was given by Dr. Salvatore 
Salverini, “director of the Italian Forest Serv- 
ice,” who was “exposed” as Tony Grashia of 
Spokane, a master of Italian-English: dialect. 

Andrew Landram, sales manager of the St. 
Paul & Tacoma Lumber Co., presented Paul 
Johns, manager of the City Lumber Co., Ta- 
coma, and fourth past president of the club, 
with a gold watch in behalf of the club in 
belated recognition of his services for the or- 
ganization. Retiring President Billings was 
presented with a beautiful silver serving tray. 
The evening concluded with a program of enter- 
tainment arranged by Charles Hurley of the 
Pacific National Lumber Co. 
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Representatives of Indus- 
try Ask Revision of 
Restrictive Laws 


New York, N. Y., Dec. 11.—Resolutions 
calling for revision of the National Labor Re- 
lations Act, the Fair Labor Standards Act, the 
two Securities Acts, and the unemployment in- 
surance provisions of the Social Security Act 
were adopted by the forty-fourth annual Con- 
gress of American Industry here, Dec. 8, 
sponsored by the National Association of 
Manufacturers. Lumber and building materials 
concerns were represented among the 2,000 at- 
tending delegates and in committee members. 
Corydon Wagner, vice president of the St. Paul 
& Tacoma Lumber Co., Tacoma, Wash., was 
a member of the resolutions committee. 

Other adopted resolu- 
tions called for a bal- 
anced budget, protection 
of citizens against en- 
croachment by adminis- 
trative agencies beyond 
the sphere of activities 





H. W. PRENTIS, JR., 
Lancaster, Pa.; 
N.A.M. President 





prescribed by law, elimi- 
nation of Government 
competition in the sphere 
of private enterprise and 
abandonment of the 
government’s reciprocal 
agreements in foreign 
trade. 

The congress declared itself opposed to the 
Borah-O’Mahoney Bill for licensing industry, 
and demanded closer consideration of the inter- 
ests of shippers in transportation legislation. 
The industrialists reaffirmed their opposition to 
the Guffey Coal Act and urged its prompt re- 
peal. The group also approved continuance of 
its own research activities in the field of agri- 
culture with a view to promoting the interests 
of the farmer as essential to prosperity as a 
whole. 

Opposition to war was expressed in another 
adopted resolution, in which the congress af- 
firmed its “intense desire for peace with a full 
realization of the irreparable destruction by war 
of lives, homes and human happiness, with 
crushing depression and economic chaos inevi- 
tably following in its wake,” and urged Ameri- 
can industry “to use its utmost endeavor in 
working for the continued peace of our coun- 
try.” 

“For six years’the national has been sub- 
jected to a national labor policy which has 
provoked more strikes and disputes than 
have occured during any comparable period 
in our history. Employes, employers and the 
general public have all shared in the tre- 
mendous waste, loss and suffering which have 
resulted. 

“Industry is convinced that no sustained 
or permanent improvement in business or 
employment will come until the National 
Labor Relations Act is substantially revised 
to remove inequalities, to insure impartial 
administration and fair hearings and to guar- 
antee to employes real freedom in the selec- 
tion of their representatives without intimi- 
dation or coercion from any source what- 
ever.” 





_H. W. Prentis Jr., president, Armstrong 
Cork Co., was announced as the 1940 president 
of the National Association of Manufacturers. 
New vice presidents include Edgar M. Queeny, 
president, Monsanto Chemical Co. 





AVERAGE CAPACITY of freight cars has in- 
creased 8.11 tons, or nearly 20 percent, since 
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Essco Wishes You 
A flerry Christmas 


In sending greetings and good wishes for Christmas and 
the New Year, we send also our sincere thanks for your 
highly-valued patronage, and for your favors so freely 
given during 1939 and through former years. 


EXCHANGE SAWMILLS SaLeEs Co. 
1111 R. A. Long Building, 





ESSCO Southern Hardwoods 
ESSCO Ponderosa Pine ESSCO West Coast Woods 
ESSCO Oak Flooring 
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KANSAS CITY, MO. 
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H. SCOTT SHEPHERD, Secy.-Treas. 


HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


MANUFACTURERS and 
WHOLESALERS of 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 ... Plank 
... Dimension ... Boards... Flooring . . . Kiln-Dried Finish 
... Ceiling . . . Siding . . . Railroad and Car Material. 


Material from both mills Grade-Marked if desired 





ADDRESS INQUIRIES TO BOX 139, MONTGOMERY. ALABAMA 








Gadget Detects Metal in Logs 


WasHInNGTON, D. C.,. Dec. 11.—For detect- 
ing spikes and other metal objects—buried in 
logs a device has been developed by the Forest 
Service. Metal objects in logs are potential 
causes of costly and sometimes fatal saw- 
smashing accidents. The device was developed 
for use in connection with the Northeastern 
Timber Salvage Administration’s New England 
operations, and was designed and built in the 
— Service Radio Laboratory at Portland, 

re. 

The machine is easily carried by one man. 
When the exploring coil with which it is 
equipped is held near a log in which metal is 
imbedded, the device sets up a howl. By mov- 
ing the coil, the operator is able to locate the 
exact position of the buried metal, since the 


volume of the howl varies with the size of the 
object and its proximity to the coil. The detec- 
tor consists of a box about the size and appear- 
ance of a portable radio set, to which the flat, 
10-inch exploring coil is attached by a 6-foot, 
flexible wire. By means of a shoulder strap, 
the operator carries the box upon his hip so 
that adjustment knobs controlling batteries and 
circuits rest under one hand. The exploring 
loop, or coil, is handled with the other. Head- 
phones are provided, so he can better catch the 
detector’s bowl amid other sawmill noises. 
When the instrument is turned on, an audio 
tone signal is set up in the headphones. By 
twisting the knobs, the operator balances out 
the signal. When the exploring coil is brought 
into the vicinity of any metallic object, the 
balance is disturbed and the audio tone signal 
is heard anew. 








San Francisco, Cauir., Dec. 11—A definite 
plan for systematic saving for down payment 
on a home; as well as sound, well-considered 
views relating to home financing generally, are 
embodied in an article recently written by Mar- 
guerite E. Downing, manager of publicity, The 
San Francisco Bank. Accordingly, the AMERI- 
CAN LUMBERMAN has obtained Miss Downing’s 
permission to reproduce the article. In grant- 
ing same, she said: 

“You have my permission to quote the article 
or any part thereof, as we regard our Treas- 
ure House advertising in the light of mission- 
ary work, to a large extent. This bank has 
been a strong advocate of the FHA since its 
inception, and we believe the down payment to 
be the focal point not only in increasing the 
volume of these loans, but also in bringing 
them within the reach of the average man.” 

The article referred to, which was published 
under the title “Installment Savings For Home 
Buyers,” reads as follows: 

For almost three-quarters of a century, real 
estate loans have constituted one of the chief 
activities of our bank. Possibly 90 percent of 
these loans have been in the smaller brackets, 
averaging around $5,000. 

Until recent years all these mortgages were 
written, in conformance with prevailing prac- 
tices, as flat loans and were considered rela- 
tively safe since, under the California banking 
laws, they were limited to from 50 to 60 per- 
cent of our appraisal of the subject properties. 

The weaknesses of the flat-loan type of mort- 
gage, however, were made all too evident dur- 
ing the recent depression. Recognizing the 
need for radical changes and improvements in 
the mortgage-lending field which would cor- 
rect these weaknesses, we welcomed the advent 
of the Federal Housing Administration pro- 
gram and have been strong advocates of it, as 
witness the some 5,500 FHA-insured mort- 
gages, aggregating approximately $22,500,000, 
we have placed on our books since our first 
such loan was closed on September 26, 1935. 

The FHA program, featuring as it does the 
amortization of loans, the elimination of sec- 
ond and third mortgages, and the inclusion of 
taxes, insurance, and other items in the mort- 
gagor’s monthly payments, has, in our opinion, 
paved the way to safety and security for the 
small home owner, and has at the same time 
greatly strengthened the bank’s position as a 
lender. 


But, How About Down Payment? 


Our experience has taught us, however, that 
there still remains an obstacle to a fuller 


utilization of this form of mortgage credit; 
namely, the necessity on the part of the bor- 
rower of supplying a 10- to 20-percent down 
payment on the property he wishes to acquire. 
Lack of this down payment, we know, has kept 
many potential home owners in our own area 
from possessing homes. 


It has been repeatedly 
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the Bridge to 


brought to our attention that the number of 
our loans might be measurably increased were 
a plan devised whereby would-be borrowers 
could accumulate this down payment in a rela- 
tively short period of time. 


Steps Taken to Meet Situation 


In November of 1938 we took steps to meet 
this situation, by setting up an _ installment 
savings plan which we called “The Treasure 
House.” Briefly to explain the operation of 
the TREASURE HOUSE plan—-which is the 
principal one of several savings plans offered 
by our installment savings department—the de- 
positor first determines the type of home he 
wishes to purchase and the amount it will cost. 
He then figures out the amount required for 
a 10- or 20-percent down payment on the prop- 
erty, plus incidental expenses. The amount of 
savings he is able to put aside each month di- 
vided into this total gives him the number of 
months he will have to save to acquire the 
property. His deposits are entered in a dis- 
tinctive pass book under the heading “Treas- 
ure House Savings Account.” The account is 
governed by regular savings-bank rules for 
general savings accounts. 


Plan Received with Enthusiasm 


Since the Treasure House was introduced 
less than a year ago, none of the accounts has 
yet culminated in a bona fide FHA-insured 
mortgage loan. The plan has been received 
with enthusiasm by both borrowers and build- 
ers, however, so we are quite optimistic about 
its ultimate success and anticipate that it will 
result in a substantial gain in our FHA loans. 

With housing shortages existing at present 
in many communities and available rental prop- 
erty often undesirable, we believe the time is 
opportune for lending institutions to sponsor 
plans of this kind. 

If the man in the street can be educated to 
the immense possibilities in installment saving, 
the way will be paved for increased home build- 
ing not only in California, but throughout the 
nation. Once he grasps the idea that it is only 
necessary to budget his salary over a period of 
two or three years to own the home which he 
has always thought beyond his reach, we can 
look forward to some far-reaching results. 

Aside from the general stimulus to building 
and related industries springing from the in- 
creased demand for homes, the culmination of 
TREASURE HOUSE and similar installment 
savings accounts in FHA loans should tend to 
promote year-round, rather than seasonal, ac- 
tivity in building construction. 

Again, the lender’s position will be .strength- 
ened since it is reasonable to assume that if 
the depositor can save his down payment while 
he is paying rent, he will be able to meet the 
monthly installments on his loan and build a 
reserve as well. 


HOME 
OWNERSHIP 
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People Must Be Educated to Save > 


Savings banks today are faced with a serious 
problem. People not only must be encouraged 
to save, they must be educated to do so. While 
deposits have reached new peaks in many 
banks, the depositors include too few of the 
salaried group who most need to save. In that 
group the old idea of thrift has been displaced ~ 
in large measure by the idea of living on the 
installment-purchase plan. 


While installment purchasing undoubtedly 
has many points in its favor, salaried persons 
who make most of their purchases in this way 
seldom save much money. After they meet 
their monthly installments and charge accounts 
they have little or nothing left to save. 


We reached the conclusion some time ago 
that from the bank’s standpoint, the answer to 
installment buying was installment banking— 
that many people who habitually live up to 
their income would save if they could be in- 
duced to place their bank accounts in the same 
category as their installment accounts. 


Test Proves That People Can Save 


In the early part of 1938, we decided to test 
the soundness of this conclusion. As an ex- 
periment, we introduced an installment savings 
plan to encourage salaried people to save for 
the Golden Gate International Exposition. This 
plan met with such an enthusiastic response 
that by July 1, 1938, The Treasure Island Club, 
as we called it, boasted 12,000 members. 

This experiment proved to our satisfaction 
the need of salaried persons for this type of 
savings, so we immediately started working out 
plans covering every type of savings service 
depositors might require. 
completed in November, 1938, at which time 
we inaugurated the installment savings depart- 
ment mentioned earlier. The various savings 
plans offered by this department comprised 
what we termed the Portfolio of Treasures, 
this portfolio including a Thirty Month Plan 
for Financial Security, a Life Insurance Club, 
a plan to assist holders of flat mortgage loans 
to accumulate tax funds, an Automobile Club, 
and several others. However, the standard 
bearer among these is the TREASURE 
HOUSE plan. 

Accepting the fact that we are living in an 
installment age and that installment sales and 
installment purchases are playing important 
parts in our economic life, we have sought to 
effect a balance through the medium of in- 
stallment banking. We believe that people must 
be taught to save systematically as a safeguard 
against future depressions, and that a home is 
undoubtedly the wisest and safest investment a 
salaried man can make. If our TREASURE 
HOUSE plan succeeds in promoting home 
ownership, as we believe it will, we shall con- 
sider it well worth while. 


These plans were. — 
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A Very Popular Low Cost 
Small Home 


BILL OF MATERIAL 
CONCERETE AND BRICK WORK: 


10 yards concrete 

825 concrete blocks 

800 com. brick 

| cleanout door 

| thimble 

20 sacks mortar 

24 lin. ft. 8x12 flue lining 

LUMBER AND MILLWORK: 

2 pes. 6x6—7 No. | posts 
pes. 2x8—8 No. | beams 
pes. 2x8—I6 No. | beams 
pes. 2x8—10 No. | plates 

} pes, 2x8—1i2 No. | plates 
pes. 2x8—8 No. | plates 

11 pes. 2x8—10 No. | joists 

20 pes. 2x8—12 No. | joists 

7 pes. 2x8—I6 No. | joists 

| pe. 2x8—Ii6 No. | header 

| pe. 2x8—10 No. | header 

3 pes. 2x8—8 No. | header 

72 pes. cut bridging 

725 ft. 1x6 No. 2 com. floor 

36 pes. 2x4—12 No. | plates 

3 pes. 2x4—10 No. | plates 

12 pes. 2x4—8 No. | plates 

225 pes. 2x4—8 No. | studs 

19 pes. 2x6—22 No. | ceil. joists 

4 pes. 2x6—8 No. | ceil. joists 


1300 ft. 1x8 No, 2 shiplap 


20 pes. 2x6—14 No. | rafters 
6 pes. 2x6—16 No. | rafters 
3 pes. 2x6—8 No. | rafters 
3 pes. 2x6—10 No. | rafters 
600 ft. 1x4 No. 2 roof boards 
25 pes. 2x4—8 No. | gable studs 
8 sqs. 16-in. 5X wood shgls. 
150 ft. clr. finish 

100 lin. ft. 3-in. crown mold 
1500 ft 2x6 bev. siding 

3 pes. 4x8 '4-in. plywood 

560 ft. 3¥exI2 hwd. fig. 

4 rolls waterproof paper 

4500 wood lath 

325 yds. plaster 

2 pes. 1xl2—12 shelv. 

4 cel. fr. 10xi2 3 It. 9 sides wdw. trim 
4 cel. sash 10x!2 3 It. 180 lin. ft. 5/2 base 
door fr. 3x6-8 200 lin. ft. shoe 

door fr. 2-8x6-8 | med. case 

twin wdw. fr. 24x24 2 It. set kit. cases 

sgle. wdw. fr. 24x24 2 It. linen case 

sgle. wdw fr. 24x20 2 It. basement stair 
sole. wdw. fr. 24x16 2 It. grade stair 

fou. fr. 8x24-in. scuttle and trim 
door 3x6-8 134 detail 
door 2-6x6-8 134 3X 1 It. thresholds 
doors 2-6x6-8 1% 2 pan. 

doors 2x6-8 15@ 2 pan. 

wdw. 24x24 2 It. top 6 It. gla. 
wdw. 24x20 2 It. top 6 It. gla. 
wdw. 24x16 2 It. top 6 It. gla. 


6 ins. jbs. 54% stops 
14 sides door trim 


pipe pan. and trim 


HARDWARE: 


| coal chute 

400 Ib. nails 

164 Ib. sash wghts. 
2 hanks sash cord 


Complete Blueprints, Specifications and List of Materials, $3.50 


1 cyl. lock 

1 mortise lock 3T 

6 mortise lock IT 
3 prs. 4x4 butts 

6 prs. 32x32 butts 
9 sash locks 

9 sash lifts 

10 pr. offset hinges 
5 latches 

5 elbow catches 

4 drawer pulls 

4 prs. 2¥2-in. butts 
4 friction catches 

4 glass knobs 


SUBCONTRACTORS 


Painting, plumbing, heating, 
electric and sheet metal 





BED ROOM 
9'9"x 10'll" 


Living ROOM 
[A Qy xO" 


BILL OF MATERIAL 


BRICK AND CONCRETE WORK: 


12 yards concrete 

1 cleanout door 

| 9-in. thimble 

28 lin. ft. 8x12 flue liner 
720 8-in. concrete blocks 
84 6-in. concrete blocks 
616 common brick 

168 face brick 

Mortar for above 

300 yards plaster 


LUMBER AND MILLWORK: 


i pe. 6x6—14 No. | post 
3 pes. 2x8—10 No. | girder 


Amemcan{umberman 


merican Lumberman 4ouse Plan No.1028 





STove IRE F 


AITCHEN 


DINETTE 


3 pes. 2x8—14 No. | girder 
2 pes. 2x8—10 No. | plates 
4 pes. 2x8—12 No. | plates 
2 pes. 2x8—14 No. | plates 
46 pes. 2x8—10 No. | joist 
48 pes. 2x8—1I4 No. | joist 
2 pes. 2x8—1i2 No. | joist 
685 ft. x6 No.2 D&M 

88 pes. cut bridging 

600 lin. ft. 2x4 No. 4 plates 
225 pes. 2x4—8 No. | studs 
10 pes. 2x4—12 No. | ties 

1 pe. Ix6—10 No. 2 ridge 

i pe. ix6—16 No. 2 ridge 
44 pes. 2x4—16 No. | rafters 
1300 ft. 1x8 No. 2 shiplap 
650 ft. Ix4 No. 2 S4S roof 





9 squares 16-in. 5X wood shingles 

1200 ft. 34x8 bev. siding 

4 pes. 2x10—i2 No. | stairs 

36 ft. Ix4 flooring, stairs 

( pe. ixi0—14 clr. finish, stairs 

3 pes. 1xi0—12 cir. finish stairs 

2 pes. 1xi0—10 cir. finish stairs 

3 pes. 1x8—12 clr. finish stairs 

i pe. 1x8—16 clr. finish stairs 

75 lin. ft. %4-in. cove 

2 pe. 1xi2—14 No. 2 shelving 

4 rolls waterproof paper 

425 ft. ¥¢x1'/ flooring 

5 pes. 4-0x8-0 %4-in. 3-ply 

1 pe. 2x8—14 No. | porch 

i pe. 4x4—6 No. | hood 

2 pes. 1xi2—14 cir. finish 

i pe. ixi2—4 clr. finish 

120 lin. ft. 1x6 clr. finish 

100 lin. ft. 1x2 elr. finish 

100 lin. ft. 234-in. crown mold. 

26 lin. ft. 134-in. bed mold. 

| pe. 2x8—8 No. !, louvre 

2 pes. 1x6—8 cl. bev. crib. louvre 

i pe. ix4—12 clr. finish, louvre 

1 pe. 4-0x4-0 16-mesh bronze wire, louvre 
4200 wood lath 

4 cellar frames 10x12. 3 Its. 

4 cellar sash 10x12. 3 Its. 

1 outside door frame 3-0x6-8—1% 

| outside door frame 2-6x6-8—1% 

2 twin frames 24x24, 2 Its. 

3 single frames 26x24, 2 Its. 

i single frame 24x14, 2 Its. 

| single frame 24x20, 2 Its. 

1 single frame 20x20, 2 Its. 

2 single frames 24x22, 2 Its. 

4 windows 24x24, 2 Its., 134, top 6 Its. gla. 
3 windows 26x24, 2 Its., 1%, top 6 Its. gla. 
| window 24x14, 2 Its., 13%, top 6 Its. gla. 
1 window 24x20, 2 Its., 1%, top 6 Its. gla. 
| window 20x20, 2 Its., 1%, top 6 Its. gla. 


Complete Blueprints, Specifications aud List of Materials, $3.50 





2 windows 24x22, 2 Its., 1%, top 6 Its. gla. 
| outside door 3-0x6-8—1%, 6 pan. 


| outside door 2-6x6-8—154, 3X pan. 
I It. gla. 


4 doors 2-6x6-8—1I%, 2 pan. 
1 door 2-4x6-8—1%¢, 2 pan. 
1 door 2-0x6-8—1%, 2 pan. 
1 door 1-6x6-8—1%3¢, 2 pan. 
7 inside jambs 

16 sides door trim 

10 sides window trim 

2 thresholds 

200 lin. ft. 52 base and shoe 
100 lin. ft. picture molding 
30 lin. ft. hook strip 

4 lin. ft. pole 

1 medicine cabinet 

1 set kitchen cases 

2 round 8-in. cols. 8-ft. 


HARDWARE: 


300 pounds nails 

| coal chute 

234 pounds sash weights 
3 hanks sash cord 

4 cellar sash sets 

1 cylinder lock set 

1 mortise lock 3-T 

1 mortise lock 1-T bath 
7 mortise locks {-T 

3 prs. 4x4 butts 

7 prs. 32x32 butts 

12 sash locks 

12 sash lifts 

9 prs. cabinet hinges 
13 cabinet pulls 

9 friction catches 
Flashing 


SUBCONTRACTS: 


Painting, plumbing, heating, electrical 
and sheet metal work. 
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Tourists Marvel at Lavish Cost, 
and Futility, of This 
Incredible Home" 


San Francisco, CAir., Dec. 11.—One of 
the strangest, most bizarre structures to be 
found anywhere in this country, at least, is the 
“Winchester House,” situated between San Jose 
and Los Gatos, in northern California. It was 
recently visited by an AMERICAN LUMBERMAN 
correspondent, who found it to fully “live up” 
to the many articles and stories concerning it 
that have appeared in trade and general pub- 
lications during the many years in which its 
strange development—but not its completion, 
for never will it reach that status—has been 
under the wondering scrutiny of the public, es- 
pecially that large section which feeds upon 
the fantastic and the incredible. Believe it or 
not, (as Ripley says), “Thar she stands, and 
thar’s lumber—plenty of it, too (as well as vast 
quantities of other materials) built into them 
thar walls, wings, rooms, staircases etc, etc.” 

The “Winchester House,” which with its out- 
buildings covers six acres of ground, is a large, 
rambling structure of 160 rooms, set well back 
in a grove of trees, and emanating that intan- 
gible quality which has caused it to be known 
as the “House of Mystery.” It was under con- 
struction over a period of 36 years, at a cost 
of millions of dollars, under the direction of the 
late Sarah L. Winchester (daughter-in-law of 
the inventor of the Winchester rifle) who inter- 
preted a certain Biblical passage to convey the 
promise that she would not die so long as she 
continued to build her house. 


The result is a unique dwelling with the 
interior finished in highest-grade cedar, oak, 
ash, walnut, mahogany, maple, cherry, rosewood 
etc.; incorporating gold and silver chandeliers, 
art glass windows, and doors with art glass in- 
serts—the windows and doors being valued at 


Amenmcanfiumherman 


from one to two thousand dollars each. Ware- 
rooms are filled with the various materials 
needed to continue her program of endless build- 
ing on the same lavish scale. The type of con- 
struction employed might well be summed up 
as “ghost fooler.” The various goofy stair- 
ways, secret passageways, doorways opening 
on blank walls or open space, and other equally: 
surprising items of design could well be ex- 
pected to confuse any roving spirit that might 
be hovering about to annoy the builder. And 
about the time the spirits could be expected to 
become well acquainted with the environs, Mrs. 
Winchester would add another wing to the 
building or incorporate some newly-designed 
devices to confound the ghosts. 

The view that she was quite a believer in the 
supernatural is enhanced by the fact that of the 
40 stairways in the building, nearly all have 13 
steps. Various other of the highly interesting 
items in the building also appear in quantities 
of 13, such as the windows for individual 
rooms, ceiling panels, and chandelier lights; 
even the bathrooms (some of which are 
equipped with glass doors) total thirteen. And 
all of the various turned posts throughout the 
structure are installed upside down. 

Despite the numerous stairways, the building 
is equipped with three elevators and other con- 
veniences that can be described as “modern,” 
including its own heating, lighting, water and 
sewer systems, although it has had no addi- 
tions since before 1923—the year that it was 
opened to the public. Designers will be inter- 
ested in many items of equipment such as the 
porcelain wash-tubs with built-in washboard 
and soap dishes. The structure was originally 
filled with exquisite furiture, but this was re- 
moved when the place was thrown open to the 
public by John H. Brown, its present proprietor. 





THE FeEpERAL Savings and Loan Insurance 
Corp. operates on less than 4 percent of its 
annual income. 


49 


Residential Building in Minne- 
apolis Reaches New All- 
Time High 


MINNEAPOLIS, MINN., Dec. 11.—Residential 
construction in the Minneapolis suburban areas 
of St. Louis Park, Edina, Robbinsdale, the Lake 
Minnetonka area, Richfield, Golden Valley, 
Hopkins, Columbia Heights, Bloomington and 
Morningside, established an all-time new high 
for any single month, when, according to Hen- 
nepin County (Mfnneapolis and suburbs) sta- 
tistics, construction was started during Novem- 
ber on 148 new residences with a total valua- 
tion of $986,900. 

During the same month, construction was 
started on 131 new one and two family resi- 
dences in the city of Minneapolis, with a total 
valuation of $643,690. Suburban residential con- 
struction during this month exceeded in valua- 
tion the highest Minneapolis month in valuation 
by $311,635 and the next highest suburban 
month by $344,100. 


Buffalo Building Permits Jump 
34 Percent Over 1938 


BurFaLo, N. Y., Dec. 11.—Buffalo building 
permits for eleven months of 1939 showed 
costs of $10,774,675, as compared with $8,- 
001,619 for the same period of 1938, or a gain 
of 34 percent. The city has been mentioned 
as an outstanding example of growth in build- 
ing operations, among the cities of New York 
State. The larger figures of the present year 
are not due to any unwonted activity in private 
building, but to the inclusion of permits for 
Federal government housing projects, of which 
the city has had several under way or recently 
completed. 





CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY. 
110 N. Franklin St., Chicago, Il. 
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For the 52d Time Christmas Greetings from ANGELINA 


The 5 Mills of Angelina . . all our officers, 
employes and representatives . . join in 
wishing you a Joyous Christmas and the 
best of success, prosperity and happiness 
all through the New Year. 


We are very grateful to the retail lumber 
dealers and industrial buyers who have 
favored us with their patronage during 
1939. Angelina “Sudden Service” will be 
better than ever in 1940. 


Angelina County Lumber Company, Keltys, Texas 


KURTH LUMBER MFG. CO. Clarksville, Texas 
CONROE LUMBER CORPORATION, Conroe, Texas 


TEXAS OAK FLOORING CO. Dallas, Texas 
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Retail and Industrial Sales 


ANGELINA HARDWOOD CO. Keltys, Texas 


A. E. BOATRIGHT LUMBER COMPANY, 
111 W. W TROUT CREEK LUMBER CO. Kirbyville, Texas 


ashington St., Chicago, Il. 
Railroad and Car Material 
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NATIONAL DISTRIBUTION 


Damudo Products 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 
Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


LOS ANGELES, California KANSAS CITY, Kansas BROOKLYN, New York 
ST. PAUL, Minnesota CHICAGO, Illinois NEWARK, New Jersey 


PACIFIC MUTUAL DOOR CO., 


WAREHOUSES 


For Orderly 
Distribution 
to the trade 


BALTIMORE, Maryland 


TACOMA, 
WASHINGTON 
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HUTHER Ros. 


Dado Head 4 


Fits any saw mandrel. 
Cuts perfect grooves, 
any width, with or 
across grain. Guaran- 
teed to do your work 
satisfactorily. 


SUPER- 


QUALITY 
SAWS 






> Favorites for over 52 years. 
\+ Today. write for catalog of 
complete Huther line. 


Huther Bros. Saw Mfg. Co. 


Rochester, N. Y. 
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Is at its best in this comfort- 
able, conveniently located 
hotel, where service and 
good food are a byword. 


HOTEL 


CRNO 


9TH AND WASHINGTON 
r 50% of all rooms $3.50 o 
s, single; $5.00 or less, double 








The Ready Reference 
Inventory Book 


1 “Shows up” scattered piles. Pre- 
vents Over-Buying. 

qf Assembles different classes of 
lumber on correct page. Saves 
Valuable Time. 

4 Each page has large index. Easy 
to handle in cold weather. 

7 Plenty of space to list all “*ems 
carried in stock, 


POSTPAID PRICES 
1 Copy Ready Reference In- 
ventory Book $ 
4 Copies Ready Reference In- 
ventory Book 


10 Copies Ready Reference In- 
ventory Book 


TETERUETER eG casera 


For Sale By 
AMERICAN LUMBERMAN 


431 So. Dearborn St. 
Chicago, Ill. 
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Northwestern Hardwood Wholesalers 
Optimistic, Report Favorable Position 


MINNEAPOLIS, MiNnN., Dec. 11.—“I believe 
members of our organization have experienced 
‘better times’ during the past year than they 
expected at the year’s beginning,” retiring 
President H. B. Sutton told members of the 
Northwestern Hardwood Lumbermens Associa- 
tion at the group’s fifty-first annual convention, 
held here, Dec. 4. “I believe,” he prophesied, 
“that good business will continue throughout 
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N. C. BENNETT, 
Minneapolis; 


T. E. YOUNGBLOOD, 
Minneapolis; 
President Vice Pres. 
1939, with reasonable prices secured for lumber 
handled by our members.”’ 
The following were elected to office for the 
ensuing year: 
President —wN. C. 
Minn. 
Vice-president—T. E. Youngblood, Minne- 
apolis, Minn. 
Treasurer—D. F. O'Leary, Hopkins, Minn. 
Secretary—J. F. Hayden, Minneapolis, Minn. 
Board of Arbitration—H. B. Sutton, chair- 
man; F. K. Ware, H. E. Cornelius, C. C, Camp- 
bell and A. F. Wellsley. 


Bennett, Minneapolis, 





In his opening address President Sutton said, 
in part: 

“The past year, as a whole, doubtless will 
prove to have been better for most of us than 
we had hoped at the beginning of the year. 
During the early part of October there began 
a slowing down following a rather phenomenal 
spurt in buying which developed in September 
and carried the market to new levels within a 
few short weeks. 

“Fortunately most of the mills still are pretty 
well supplied with business as a result of the 
September activity, and although production 1s 
running ahead of orders, the volume of ship- 
ments still is in excess of production and there 
are no accumulations of stock at the mills. As 
the inventory season is approaching, it is not 
generally thought that there will be very much 
improvement in buying until after the first of 
the year, but since this is normally a season 
of inactivity on the part of the buyers, the mills 
do not seem to be worrying over the situation. 

“The war in Europe is not having a great 
deal of effect on the domestic lumber market 
as yet, although it has created confusion in ex- 
porting circles. Buying of lumber for war pur- 
poses has not made its appearance to any great 
extent on this side and normal export trade is 
in a condition of semi-paralysis. The present 
Wage-Hour Law should keep prices firm even 
in the face of present lighter demand. 

“We learn from the report of the Lumber 
Survey Committee that the consumption of lum- 
ber in 1939 will be more than 26 billion feet, 





or about 18 per cent, above last year’s consump- 
tion. It also estimates that 1940 should exceed 
these figures. 

“Therefore, if the building program during 
1940 should equal that of 1939, then it would 
seem that reasonable lumber prices should be 
maintained during the coming year.” 

‘Treasurer D. &. O’Leary reported that the 
organization’s finances are in satisfactory con- 
dition, with a balance larger than at the be- 
ginning of the year. 

Secretary Hayden, submitting his annual re- 
port, took occasion to remark that since the 
combined population of St. Paul and Minne- 
apolis exceeds 600,000, more hardwood whole- 
salers should be represented in the association, 
and he urged that the membership committee 
exert itself to add to the roster. 

T. T. Jones, reporting for the board of arbi- 
tration, said that inasmuch as no problems had 
been submitted for consideration during the 
year, there were no comments to make, but that 
he would present his report as chairman of the 
statistical committee. 

“The situation with respect to northern birch 
remains practically in status quo,” he told the 
convention. “There is little dry stock on hand 
at the mills and current prices for FAS are 
about $10 higher than a year ago. 

“Export trade has been cut off from the 
southern mills by the European war. I believe 
there is no good reason for higher prices for 
red oak, and while there have been ups and 
downs in hardwood prices during the past 
seven years, there has been no sustained trend 
upward.” 

A. F. Wellsley, chairman of the traffic com- 
mittee, compared truck and rail rates, citing 
variations in the former and stating his belief 
that the railroads would regain much of their 
former business. He said he believed revolu- 
tionary changes in rail rates are imminent. Ap- 
pointment of a nominating committee consist- 
ing of T. T. Jones, L. S. Tuttle and A. F. 
Wellsley preceded the election. 

N. C. Bennett, newly elected president, after 
being escorted to the chair, named the follow- 
ing committees : 

Membership—H. B. Sutton, chairman, T. E. 
Youngblood, H. E. Cornelius. 

Program—C. C. Campbell, chairman, L. S. 
Tuttle, F. H. Peschau. 

Traffic—A. F. Wellsley, chairman. 

Publicity—J. F. Hayden, chairman. 

Statistics—T. T. Jones, chairman. 


The business session was followed by a din- 
ner and an evening at bridge, with a number 
of invited guests in attendance. 


T. T. JONES, 
Minneapolis; 
Statistics Com. 


D. F. O’LEARY, 
Hopkins, Minn.; 
Treasurer 
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JOHN H. SCHUCK, 
1st President Illinois 
Lumber Dealers Asso- 

ciation, 1890-92 








There comes a year in the life of many asso- 
ciations when memberships can proudly observe 
an organization’s Golden Anniversary. That 
will be the case when the Illinois Lumber & 
Material Dealers’ Association meets in Chicago, 
Feb. 6-8. But there will be double significance 
in the occasion, for presiding as president of the 
association will be 
Charles W. H. Schuck, 
[1I, of Springfield, 
great-grandson of the 
organization’s first 
president, John Henry 
Schuck. 

The history of the 
Schuck family of lum- 
ber men and civic lead- 
ers is interesting at this 





CHARLES SCHUCK, 

Second Generation of 

Family to Head Firm, 
1913-34 





time. The present head 
of the association is the 
fourth generation to 
manage the retail lum- 
ber business in Spring- 
field known as Schuck 
& Son, and he hopes 
that his 6%-year-old son, Charles, IV, will 
carry the torch through another era. How- 
ever, he admits that right now his projeny is 
worrying more about cowboys and two-gun men 
than the future of the business! 

Considering the Schuck clan chronologically, 
we learn that John Henry Schuck was born in 
Heidelberg, Germany. He left that country 
when 16 to come to the United States. Having 
mastered the cabinetmaker’s trade in a two and 
one-half years apprenticeship, the youth contin- 
ued west to Chicago soon after reaching New 
York. In 1848, he moved on to Springfield 
where he worked at his trade. A year later he 
rode horseback to the Pacific Coast in the hopes 
of finding golden wealth, but when this did 
not occur, he returned to Illinois in 1851. 

After pursuing his trade two years, John 
Schuck in 1854 became a salesman in the lum- 
ber business owned by G. L. Huntington. Sav- 
ing his money, he entered business for himself 
in 1865 in partnership with W. B. Baker. He 
purchased Mr. Baker’s interest in 1877, conduct- 
ing the business alone until 1882 when his son, 
Charles, entered the firm. John Schuck in his 
work in behalf of Springfield had seen the value 
of co-operation, and on June 12, 1890, organized 





C. W. H. SCHUCK, Ill, president of the Illinois 
Lumber & Material Dealers' Association during its 
Golden Anniversary year, is the fourth generation 
of the Schuck family to pilot Schuck & Son in 
Springfield, Ill. On his knee is Charles, IV, who it 
is hoped will carry on the business, and perhaps fill 
the office of president of the association at its 
Diamond Jubilee in 1965 
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Great-Grandson of First 
Head of Illinois Associ- 


lts President at 


Golden Anniversary 


in his city the Illinois Lumber Dealer's Asso- 
ciation and became its first president. He held 
the office two terms. Mr. Shuck died in 1913. 

Charles Schuck became president of the lum- 
ber company when his father died, and remained 
its head until his death, March 3, 1934. Like 
his father, he served in many civic and business 
capacities and contributed much to philanthropic 
bodies. He was a Mason and a Shriner. 

Mr. Schuck was deeply grieved when his son, 
Charles W. H. Schuck, Jr., died as the result 
of an automobile accident in September, 1922. 
The younger man was a junior member of the 
lumber firm at the time of his death. He had 
served as president of 
the Springfield Cham- 
ber of Commerce, was 
a thirty-second degree 
Mason and Shriner, and 
active in city affairs. 
The young lumberman 
left two daughters, and 
a son, Charles W. H. 





Cc: W. H. SHUCK, JR.., 
Lumber Retailing 
Career Halted by 

Early Death 





Schuck, III, who _ be- 
came definitely affiliated 
with the. concern in 
September of 1928. He 
assumed active charge 
three years later, and is 
carrying on the busi- 
ness with the vigor of 
his ancestors. 

Borrowing a line from the famous address at 
Gettysburg by a one-time resident of Spring- 
field, “It is altogether fitting and proper” that 
Charles W. H. Schuck, III, should be occupy- 
ing the chair as president of the Illinois Lumber 
& Material Dealers’ Association at its fiftieth 
anniversary convention. 
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Wishing You a 


Happy Christmas 
and a 
Prosperous New Vear 


We hope that 1940 will bring to you and 
yours 366 days of peace, prosperity, hap- 
piness and health. 


We want all our customers to know that 
we greatly appreciate their patronage 
and their confidence in our products and 
in our organization. We shall strive to 
merit a continuance of this patronage 
and good will. 


As in the past, you can depend on us 
to give prompt and careful attention to 
your orders—and to supply you with cer- 
tified values in 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, ete. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BootliAtell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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W PA Lumber Specifications 
Enhance Competitive Bidding 


Warning that “competent lumber grading is 
a highly specialized function, which may be 
delegated safely only to persons experienced in 
grading the particular species of wood in- 
volved,” and that inspection by Government 
personnel should not be stipulated unless the 
requisitioning agency has assurance of a quali- 
fied Federal inspector being available at deliv- 
ery of lumber, has been issued by the Works 
Progress Administration as a move toward fur- 
thering the purpose of competitive bidding. The 
regulation is set forth in (A153) No. G-3, Sec. 
17, page 2, which indicates a preference for cer- 
tificated or grade-marked lumber, or the use of 
manufacturers’ association inspectors where 
qualified Federal inspectors are not available. 

The writing of WPA specifications for lum- 
ber has in the past been optional with local 
offices, and since unmarked lumber has been 
frequently permitted, safeguards against deliv- 
ery of inferior grades have not always proved 
adequate. This situation has been the subject of 
discussion between manufacturers’ associations 
and the Federal Government. Recognition of 
the need for more adequate safeguards has re- 
sulted. Tightening of the procedure in respect 
to specification of unmarked lumber is set forth 
in the new regulation issued by the WPA office 
in Washington. 


Improved Bidding Conditions 


Because of the voluminous record of WPA 
regulations, many WPA specifiers have not 
‘ noted the change in the instruction, and dis- 
tributors are being advised to call attention to 
the improved conditions for bidding that may 
now be obtained. The regulations governing 
WPA lumber specifications are set forth in 
(A153) No. G-3, Sec. 17 and (A174) No. G-4, 
Sec. 20. 

Section 17. Inspection and Acceptance of 
Lumber, Timber, and Piles Federal specifica- 
tions contain three alternate requirements relat- 
ing to the inspection of lumber and provide that 
administrative agencies of the Government shall 
specify the particular requirement to be used 
in connection with each purchase. The alter- 
nate requirements appear as Requirements num- 
bered 1, 2 and 3 below. 


Essential Requirements 


Requirement No. 1. The lumber shall be 
grade-marked which means that each piece of 
material, or each bundle, in case of bundled 
stock, is to be stamped or labeled with the 
grade-mark and the trade mark of the ac- 
credited lumber manufacturer’s association un- 
der whose rules it is bought, and the mill iden- 
tification mark. These marks signify that the 
lumber has been graded by an inspector who is 
either licensed or furnished by the association 
sponsoring the grading rules for the particular 
species of wood involved. 

The grade-marking requirement is applica- 
ble only to softwood lumber or timber, hard- 
wood flooring and shingles. Hardwood lum- 
ber other than flooring is not grade-marked. 
At the option of the vendor, grade-marked 
material may be furnished when Require- 
ment No. 2 is specified and the specifications 
should inform the vendor of the option. 


Requirement No. 2. The lumber shall be ac- 
companied by a certificate of grading (inspec- 
tion) issued by the association under whose 
rules it was bought, or by an inspector author- 
ized by the association to make inspections un- 
der its rules. 


The certificate requirement is applicable to 
either hardwoods or softwoods, but should 
not be stipulated ordinarily for purchases 
amounting to less than a carload. Lumber 


furnished under certificate shall be handled 
and shipped so that the consignment will 
remain intact from the time of grading to 
the time of delivery on the project, in order 
to prevent the substitution of any material 
not covered by the certificate. At the option 
of the vendor, lumber may be furnished un- 
der this method when Requirement No. 1 is 
specified and the specifications should inform 
the vendor of the option. 


Requirement No. 3. The lumber shall be in- 
spected by a Government inspector, whose serv- 
ices shall be provided for by the State Work 
Projects Administration. The expense entailed 
by the inspection shall be borne by this Admin- 
istration, and no attempt shall be made to have 
it included in the price of the material. 


Inspection by Government personnel should 
be stipulated only in cases where the requisi- 
tioning agency has assurance that a qualified 
Federal inspector will be available when 
needed. This limitation is based on the fact 
that competent lumber grading is a highly 
specialized function which may be delegated 
safely only to persons experienced in grad- 
ing the particular species of wood involved. 
Any attempt to grade the material by per- 
sons not so experienced is likely to defeat 
the purpose of competitive bidding, or to 
involve the Government in needless disputes. 

If Requirement No. 3 has been specified, 
and thereafter it is found that a qualified 
Government inspector is not available, ar- 
rangements should be made to have the grad- 
ing performed by an accredited lumber man- 
ufacturer’s association or by a responsible 
agency authorized to make inspections under 
the rules of such association. 


Recommended Procedure 


To facilitate the disposition of any disagree- 
ments that may arise concerning the quality or 
quantity of lumber or lumber products delivered 
by the vendor, the following procedure is recom- 


mended: -4 


A. Material which, in the judgment of the 
WPA inspector, does not conform to the spe- 
fications of the purchase order should be se- 
gregated and held intact pending final dis- 
position. 

B. The vendor should be notified of the 
situation and permitted either to accept the 
findings of the WPA inspector or to secure 
reinspection from the lumber manufacturer’s 
association having sponsorship of the grad- 
ing rules for the species of wood involved. 
A reasonable time should be allowed the ven- 
dor for making necessary arrangements. 

Cc. If the parties concerned cannot reach 
an agreement pursuant to the reinspection, 
all essential facts of the case, including a 
copy of the inspector’s report, shall be sub- 
mitted to the Chief Engineer, Washington, 
D. C., for final decision. 


Regulations of the Procurement Division of 
the Treasury Department do not permit the 
Government to bear the costs of the reinspec- 
tion but require that such costs be borne by 
the vendor. 

Procurement Division regulations also require 
that (1) wherever lumber is purchased under 
Requirement No. 1 above, the grade-mark shall 
contain the phrase: “MADE IN USA” or an 
equivalent identification of domestic origin, and 
(2) wherever lumber is purchased under either 
Requirement No. 2 or No. 3, the certificate of 
inspection shall include a statement that the 
lumber is “MADE IN USA” or an equivalent 
identification of domestic origin. These stipu- 
lations do not apply to purchases of redwood 
and Southern yellow pine which are produced 
wholly in the United States. 

Appendix A to this Operating Procedure lists 
the important species of woods and the names 
of the associations sponsoring the respective 
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grading rules. There is also indicated various 
sources of reference in connection with lumber 
and timber. 

Section 20. Lumber, Timber and Piles. In- 
structions relating to specifications to be in- 
cluded in requisitions for the purchase of lum- 
ber, timber and piles are set forth in the fol- 
lowing items of this section. 

A. Federal Specifications. Specifications used 
for purchasing soft-wood lumber and timbers 
should conform with Federal Specifications No. 
MM-L-751. Specifications used for purchasing 
hardwoods should conform with Federal Speci- 
fication No. MM-L-736. These Federal stand- 
ards require that the material be graded in ac- 
cordance with grading rules established by the 
various lumber manufacturing associations com- 
plying with “American Lumber Standards.” 

B. Purchase Specifications. The purchase 
specifications shall designate which grading 
rules are to be applied, and also should contain 
such information as may be necessary to give a 
clear conception with respect to the following 
points : 

1. Quantity—Feet board measure (F.B.M.) 
or number of pieces of each size and length. 

2. Sizes and lengths—in commercial stand- 
ards. 

3. Species of wood. 

4. Product—for example, flooring, shiplap, 
molding, drop siding, etc. 

5. Grade. 

6. Condition of seasoning. 

7. Surfacing. 

8. Method of inspection. 

9. Delivery—Giving exact location of re- 
ceiving point, date required and, if more than 
a single delivery is necessary, the shipping 
schedule. 


C. Species. Careful consideration should be 
given to the matter of selecting a species of 
wood suitable for the specific project purpose. 
The selection should take into account not only 
the physical characteristics required but also the 
availability of suitable species at reasonable 
cost. If there is any doubt with respect to 
availability, the specifications should ordinarily 
name an alternate to be accepted as second 
choice. If several suitable species are available 
in the locality, it is usually advisable to desig- 
nate all of them as alternates subject to compe- 
tition in price. 

D. Grade. It is likewise necessary to give 
careful consideration to the matter of selecting 
a grade of material suited to the particular 
purpose. Money may be wasted by selecting 
grades unnecessarily high, or grades not avail- 
able in the community at satisfactory prices. In 
order to avoid the misunderstanding and ex- 
pense commonly resulting from local designa- 
tions of grade, the specifications should ordin- 
arily be drawn in accordance with recommenda- 
tions developed by the various lumber manu- 
facturers’ associations or the U. S. Department 
of Agriculture. The names and addresses of 
such associations and the species of wood to 
which their respective rules apply, are given in 
Appendix A to Operating Procedure No. G-3. 

E. Condition of Seasoning. Specifications for 
seasoned lumber should state whether the ma- 
terial is to be air dried or kiln dried, and should 
stipulate the allowable moisture content. 

1. Softwood boards and small timbers when 
air dried shall contain not more than 19 per- 
cent moisture content and when kiln dried, 
not more than 15 percent moisture content. 
Softwood finish and flooring when kiln dried 
shall contain not more than 12 percent mois- 
ture content. 

2. Hardwood boards and small timbers 
dried by either process shall not exceed the 
moisture content specified above for air dried 
material. 

It is particularly important to avoid speci. 
fying seasoned lumber where’ unseasoned 
material will meet the requirements, and to 
avoid specifying a process of drying that 
does not permit the use of suitable nearby 
materials. In the case of materials used for 
outside purposes or ordinary framing, air 
dried and kiln dried lumber may be consid- 
ered as equal. 





Dec 


havi 
ing 

rial: 
Offi 
mer 
tion 
be « 


oi f. oO DS 


me} 
kn 


be 

spe 
abc 
ant 
tic 
co’ 


tim 
tre 
tre 
nee 
as 

bet 
to 

or« 
wi 


ern et Cee ot oO DD OS 


39 


Dus 
ber 


[n- 


m- 
ol- 


sed 
ers 
Vo. 
ng 
ci- 
id- 


— 


m- 


ng 
un 


ng 


I.) 
th. 
d- 


e- 
an 
ngs 


nd 
le 
_ 
e- 


ve 
ng 
ar 
ng 
il- 





December 16, 1939 


F. Piling. Suitable specifications for piling 
have been developed by various agencies includ- 
ing the American Society for Testing Mate- 
rials, American Association of State Highway 
Officials, and the several state highway depart- 
ments. Irrespective of the particular specifica- 
tions used, the following points should always 
be covered: 


Species of wood. 

Length of piles. 

Dimensions in inches at tips and butts. 
Outer bark peeled from all piles. 


Description of any preservative treat- 
ment required. 

Other points such as crook, shake, split and 
knots are important and should be covered 
by suitable stipulations. This ordinarily may 
be accomplished by reference to the piling 
specifications of the organizations mentioned 
above. It should be noted that controversies 
and claims are likely to develop in connec- 
ticn with specifications that do not definitely 
cover these various points. 


Oi wm Co bh 


G. Preservative Treatment. Piling, lumber, 
timbers and posts should be given preservative 
treatment only when the necessity for such 
treatment is definitely indicated by sound engi- 
neering practice. The kind of treatment as well 
as the impregnation pr cubic foot of treated tim- 
ber should be specified. If the preservative is 
to be creosote or zinc chloride, the treatment 
ordinarily should be specified in accordance 
with the standard Federal specifications for 
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Wood Preservative, TT-W-571a. All impreg- 
nating materials and methods considered ade- 
quate for the specific purpose, including those 
of a proprietary nature, shall be acceptable as 
alternates. 


Rate Reductions Slated for 
January Publication 


New Or eAns, LaA., Dec. 11.—Freight rate 
reductions on lumber from the south and south- 
west to destinations in the north and east, 
amounting to four cents per hundred pounds, 
with a maximum of eight percent off present 
rates, are expected to become effective in Janu- 
ary, 1940, according to A. G. T. Moore, traffic 
manager of the Southern Pine Association. 

Telegraphic advices have been received by 
Mr. Moore from railroad officials stating that 
executives of the Official lines (Northern and 
Eastern carriers), in a conference, authorized 
the southern and southwestern lines to file the 
tariffs granting the reductions on southern lum- 
ber with the Interstate Commerce Commission 
immediately. The reduced rates were agreed 
upon by the railroad officials and the lumber 
shippers several months ago, but executives of 
the Official lines have postponed final filing and 
publication of the tariffs on several occasions. 
These reduced rates have been the subject of 
negotiations between the Southern pine manu- 
facturers and the railroads for several years. 





SPA Services, Grading In 


Greater 


New Or EANS, LA., Dec. 11.—Acceptance, by 
consumers and dealers, of services tendered by 
the Southern Pine Association for the assurance 
of deliveries of desired grades has resulted in 
a marked expansion of mills authorized to 
grade-mark lumber and a corresponding in- 
crease in the organization’s inspection forces, 
according to R. R. Cahal, head of the SPA 
inspection department. While there has been a 
tremendous increase in demand for both certifi- 
cated and grade-marked lumber during 1939, the 
association has spared no effort to protect the 
integrity of the quality insignia. 

During 1939, Mr. Cahal stated, mills subject 
to grade-marking and inspection supervision of 
the SPA increased by more than 100, so that 
at the close of the year there are 443 mills so 
licensed.. The SPA inspection staff has been 
expanded to 40 through the addition of 15 in- 
spectors during the past fifteen months. Only 
those men who have outstanding qualifications 
are selected for the inspection staff, Mr. Cahal 
pointed out. Before they are put into the field 
they are given three or four months of rigid 
training so that they become thoroughly quali- 
fied to perform the services in the field. 

The increase in the inspection force, Mr. 
Cahal said, has enabled the association to closely 
supervise grading at the mills, and also the 
maintenance of a force in the field for the pur- 
pose of making regular checks on grade-marked 
lumber at consuming point. This inspection at 
delivery is in accordance with a policy calling 
for more stringent policing of grade-marks 
than ever before. It is expected that the asso- 
ciation will continue to maintain its inspection 
service on an adequate basis in order to safe- 
guard the integrity of grade-marked lumber. 

While the thought was held that as more 
mills contracted for the SPA grade-marking 
and inspection supervision the amount of lum- 
ber to be certificated by the association’s inspec- 
tors would show a corresponding decline, such 
has not been the case, according to Mr. Cahal. 
Just the reverse of this situation has actually 
been experienced, he said, for by the close of 
1939 the association’s staff will have certificated 
5,000,000 feet more of lumber than in 1938. 


Demand 


During the month of November, 1939, the SPA 
inspection forces certificated approximately 4,- 
300,000 feet of southern pine lumber, the first 
month on record that as much as four million 
feet had been so taken up. 

This expansion in demand for ceértificated 
southern pine lumber, said Mr. Cahal is attrib- 
uted to the fact that distributors and consumers 
are increasingly impressed with the protection 
afforded by the association’s grade mark on a 
piece of lumber. Resulting from this increasing 
popularity, the demand for both grade-marked 
and certificated lumber is keeping pace with 
the expansion in the number of mills that are 
under the SPA regular inspection service. 

It is not the policy of the association to pub- 
lish information on suspensions of licenses to 
grade-mark, observed Mr. Cahal, and because 
consumers may not hear of such action being 
taken is no indication of lack of such discipline. 
During 1939, he said, the Association effected 
temporary suspension or outright revocation of 
the license agreements that had been extended 
to nineteen mills. The association is keeping 
constantly on the alert to detect any abuse of 
the grade-marking privilege and as it may be 
encountered the necessary steps to prevent re- 
occurrence are promptly taken. 





Claims Process to Make Sap 
Pine Equal to Heart 


SAVANNAH, GaA., Dec. 11.—A special prep- 
aration which he claims will transform sap 
lumber to the equivalent of heart pine is being 
demonstrated by J. W. Carr, of this city. Mr. 
Carr, who is connected with the Hardwood 
Charcoal Co., explains that this is done by 
impregnating all the sap pores of the lumber 
with gum turpentine and rosin combined with 
a penetrator, which takes the rosin into the 
wood, filling all sap pores. Then, as soon 
as the lumber comes in contact with the air, 
the rosin solidifies and can not be removed 
except by extreme heat. Mr. Carr pointed 
out that this process would render the lumber 
very resistant against rotting. 
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WIN HARBORS 
LUMBER CO. 


Backed by 75 Years 


of Lumber Family Tradition 





Rail Shipping Department 
Headquarters SEATTLE, WASH. 
Rail Shipping Departments 


SEATTLE, WASH. CHICAGO, ILL. 


West Coast Rail Business Southern Pine, Hard- 

handled through Seattle woods, Ponderosa Pine, 
office. Idaho White Pine and 

Waco, Texas—Jack Ray West Coast Woods. 


Water Shipping Department 


Offices; PORTLAND, OREGON 


Branches: New York, Baltimore, Boston, 
San Francisco, Los Angeles 


Main Office: ABERDEEN, WASH. 


Factory Lumber, Industrial 
Items, Finish, Plywood, 
Timbers, Shingles, Siding 


FAMOUS GRAYS HARBOR TIMBER 
WEST COAST WOODS 


Exclusive Agents oe a Car Materials for 20 
Mixed Cars... Waterborne Parcels...Full Cargoes 











350,000 Feet age Day 


FIR “= 
: 





Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 
LUMBER CORPORATIO 
VERNONIA, OREGON 
i ell 


SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS FACTORY 


YARD STOCK be | CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 

















LEMIEUX BROS.,INC. 


FORESTERS -- TIMBER ESTIMATORS 
APPRAISERS —- CIVIL ENGINEERS 
410-11 Maritime Big. NEW ORLEANS, LA. 
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Associations Plans and Activities 


Meetings to Be Held 


Dec. 19—Montreal Wholesale Lumber Dealers’ As- 
sociation, Queens Hotel, Montreal, Can. Annual. 


Jan. 5—National Association of Hardwood Whole- 
salers, Congress Hotel, Chicago. Annual. 


Jan. 9—Roofer Manufacturers Association (Inc.), 
Ralston Hotel, Columbus, Ga. Annual. 


Jan, 10—Intercoastal Lumber Distributors Associa- 
tion (New England Group), University Club, 
Boston, Mass. Annual. 


Jan. 10—New England Wholesale Lumber Associa- 
tion, University Club, Boston, Mass. Annual. 


Jan, 9-11—Indiana Lumber & Builders’ Supply As- 
sociation, Claypool Hotel, Indianapolis, Ind. An- 
nual. 


Jan. 16-19—Ohio Association of Retail Lumber 
Dealers, Memorial Hall, Dayton, Ohio. Annual. 


Jan. 16-18—Northwestern Lumbermen’s Associat- 
tion, Municipal Auditorium, Minneapolis, Minn. 
Annual, 


Jan. 18-19—Northeastern Lumber Manufacturers 
Association (Inc.), Parker House,’ Boston, 
Mass. Annual. 


Jan. 22-24—Mountain States Lumber Dealers’ Asso- 
—— Shirley-Savoy Hotel, Denver, Colo. An- 
nual. 


Jan. 23—Intercoastal Lumber Distributors Associa- 
tion (Inc.), National Republican Club, New 
York City. Annual. 


Jan. 23—Southeastern Hardwood Manufacturers’ 
Club, Mayflower Hotel, Jacksonville, Fla. An- 
nual, 


Jan. 23-25—Kentucky Lumber & Supply Associa- 
tion, Brown Hotel, Louisville, Ky. Annual. 


Jan. 23-25—Northeastern Retail Lumbermen’s As- 
sociation, Hotel Pennsylvania, New York City. 
Annual. 


Jan. 24-26—Southwestern Lumbermen’s Association, 
Auditorium, Kansas City, Mo. Annual. 


Jan. 28-30—West Virginia Lumber & Builders’ 
Supply Dealers’ Association, Daniel Boone Ho- 
tel, Charleston, W. Va. Annual. 


Jan. 30-Feb. 1—Middle Atlantic Lumbermen’s, As- 
sociation, Bellevue-Stratford Hotel, Philadel- 
phia, Pa. Annual. 


Jan. 30-Feb. 2—Michigan Retail Lumber Dealers’ 
Association, Book-Cadillac Hotel, Detroit, 
Mich. Annual. 


Jan. 31-Feb. 2—Iowa Retail Lumbermen’s Associa- 
tion, Coliseum, Des Moines, Iowa. Annual. 


Feb. 6-7—Canadian Lumbermen’s Association, 
Mount Royal Hotel, Montreal, Canada. Annual. 


Feb. 6-8—lIllinois Lumber & Material Dealers’ As- 
sociation, Stevens Hotel, Chicago. Annual. 


Feb. 7-9—Lumber Dealers’ Association of Western 
Pennsylvania, Hotel William Penn, Pittsburgh, 
Pa. Annual. 


Feb, 13-15—Wisconsin Retail Lumbermen’s Asso- 
ciation, Auditorium, Milwaukee, Wis. Annual. 


Feb. 14-16—Virginia Building Material Association, 
Roanoke Hotel, Roanoke, Va. Annual. 


Feb. 15-17—Ontario Retail Lumber Dealers’ Asso- 
ciation, Royal York Hotel, Toronto, Canada. 
Annual, 


Feb. 21-23—Nebraska Lumber Merchants’ Associa- 
tion, Auditorum, Omaha, Neb. Annual. 


Feb, 22-23—Tennessee Lumber, Millwork & Supply 
Dealers’ Association, Hotel Hermitage, Nash- 
ville. Annual. 


Feb. 22-24—Western Retail Lumbermen’s Associa- 
tion, jointly with Utah Retail Lumber Dealers’ 
Association, Hotel Utah, Salt Lake City. An- 
nual, 


March 5-6—South Dakota Retail Lumbermen’s As- 
sociation, Carpenter Hotel and Coliseum, 
Sioux Falls, S. D. 


March 7-8—Southwestern Iowa Retail Lumbermen’s 
Association, Chieftan Hotel, Council Bluffs, 
Iowa. Annual, 


March 12-13—North Dakota Retail Lumbermen’s 
Association, Auditorium, Fargo, N. D. Annual. 


April 4-6—Florida Lumber & Millwork Association, 
— Biltmore Hotel, Coral Gables, Fla. An- 
nual, 

April 8-10—Lumbermen’s Association of Texas, 
Fort Worth, Tex. Annual. 


May 5-7—National Retail Lumber Dealers’ Asso- 
ciation, Shoreham Hotel, Washington, D. C. 
Annual meeting of Board of Directors. 


June 13-14—National Association of Commission 
Lumber Salesmen, Brown Hotel, Louisville, Ky. 





Intercoastal Distributors Schedule 
Annual Meeting for Jan. 23 


New York, N. Y., Dec. 11.— The annual 
meeting of the Intercoastal Lumber Distribu- 
tors Association (Inc.) will be held at the Na- 
tional Republican Club, 54 W. 40th St., here, 
on Tuesday, Jan. 23. The meeting is scheduled 
to convene at 10:30 A. M., to be followed by 
a luncheon, according to H. L. Martin, secre- 
tary-manager of the association. 





Montreal Lumber Groups Announce 
Their Programs 


MontTrREAL, CANADA, Dec. 11.—The annual 
meeting of the Montreal Wholesale Lumber 
Dealers’ Association will be held, here, at the 
Queen’s Hotel, Tuesday, Dec. 19, at 3:00 P. M. 
President H. S. Cheesbrough will submit his 
report and the election of officers for the com- 
ing year will take place. A general conven- 
tion of all lumber dealers in Montreal and its 
vicinity has been scheduled for five o’clock on 
the same afternoon. The annual banquet will 
be held in the Spanish Room of the hotel at 
seven o'clock, with guests including Mayor 
Camillien Houde, M.L.A. 

The Lumber Association of the Montreal 
Board of Trade will meet on the following 
morning, Dec. 20, at 11 o'clock, with J. E. 
Green, president, as the principal speaker. 





New England Wholesalers’ Annual 
Plans Completed 


Boston, MAss., Dec. 11.—The office here of 
the New England Wholesale Lumber Associa- 
tion announces completion of its program for 
the annual meeting to be held at the University 
Club, Boston, on Wednesday, January 10. The 
regular business session will be held in the 
afternoon “ollowed by the annual dinner at six- 
thirty. Tie guest speaker at this function will 
be H. } Hymans, Detroit, chairman of the 
executive committee of Northeastern Timber 
Marking Association (Inc.) which is now lo- 
cated in the Grand Central Terminal, New York 
City. He will outline the plan under which 
he is to market the 600,000,000 feet or more of 
lumber salvaged by the Government from the 
hurricane area of New England. He will re- 
port at that time all progress to date in this 
important and novel enterprise. 

Other speakers will include President J. A. 
Currey of New York, president, and Sid L. 


Darling, secretary-manager of the National- 
American Wholesale Lumber Association. 
There will also be a showing of the Weyer- 
haeuser Sales Co. moving picture, “Trees and 
Men.” On the same date, also at the University 
Club, the New England group of the Inter- 
coastal Lumber Distributors Association will 
hold its annual meeting and luncheon beginning 
at 10 o'clock. 





Heads Salesmen's 
Group 

New York, N. Y.., 

Dec. 11.— The annual 

meeting of the North- 

eastern Salesmen’s Con- 

ference was held at the 





EDWARD GREER, 

Philadelphia, Pa.; 

Heads Salesmen’s 
Conference 





Republican Club, here, 
Dec. 2. Edward Greer 
of Mount Airy, Phila- 
delphia, Pa., was elected 
president of the con- 
ference to succeed 
Chester C. Kelsey of 
New Haven, Conn. 





Southwestern Dealers Plan Record- 
Breaking Meeting 


Kansas City, Mo., Dec. 11.—Southwestern 
retail lumber and building material dealers, 
following their record convention last year in 
Oklahoma City, will strive for a new attendance 
high at the fifty-second annual convention of 
the Southwestern Lumbermen’s Association, 
which is to be held, here, January 24, 25, and 
26, in the new six million dollar municipal audi- 
torium. Exhibits galore, addresses by speakers 
outstanding in the industry, and an abundance 
of entertainment are in store for those who at- 
tend: The Southwestern meeting is always a 
“real” convention, drawing its attendance from 
Arkansas, Kansas, Missouri and Oklahoma. 
With the addition of a full-time field represent- 
ative, traveling over this territory, there has 
been a quickening of interest in association ac- 
tivities, which is expected to result in a greater 
attendance at the annual meeting, according to 
E. E. Woods, secretary-manager. 





Northeastern Manufacturers Select 
Boston for Annual Meeting 


Boston, Mass., Dec. 11.—The annual meet- 
ing of the Northeastern Lumber Manufactur- 
ers’ Association (Inc.), will be held at the 
Parker House, here, on Friday, Jan. 19, pre- 
ceded by the annual meeting of the association’s 
Board of Directors on Jan. 18. R. G. Brow- 
nell, Sheffield, Pa., is president of the associa- 
tion, and E. W. Treen, Conway, N. H., is vice 
president. Details of the program for the an- 
nual have not yet been completed, according 
to advice from R. E. Broderick, New York 
City, secretary-treasurer. 





Northwestern Convention Rounding 
into Shape; Many Exhibits 


MINNEAPOLIS, MINN., Dec. 11.—Nearly 150 
firms have reserved exhibit space for the fiftieth 
annual convention of the Northwestern Lumber- 
men’s Association to be held in the auditorium, 
here, Jan. 16, 17 and 18, it is reported by Ormie 
C. Lance, secretary. Secretary Lance announces 
that reduced railway rates will be available, 
and that many visitors also will come by bus 
and plane. 





Varied Program Arranged for 
Hardwood Wholesalers 


The program for the annual convention of 
the National Association of Hardwood Whole- 
salers on Jan. 5 at the Congress Hotel, Chi- 
cago, has been completed. The wives of the 
members have been invited to attend the ses- 
sions, the luncheon, and the evening banquet. 

President John Shafer of South Bend, Ind., 
will be in charge of the meeting, and will make 
the opening address. He will be followed by a 
representative of Mayor Edward Kelly, who 
will extend the city’s best wishes to the group. 
The remainder. of the forenoon will be taken 
up by Don Harrington’s talk, “I Have . Just 
Seen Europe.” Mr. Harrington returned from 
abroad a few weeks ago, and has an interesting 
story to tell. 

In the afternoon, the association members will 
listen to the reports of Secretary G. A. 
Vangsness, Treasurer A. H. Ruth, and the 
standing committee chairmen. Election of 
officers will conclude the business program. 
During this session, the women guests will be 
taken through the Chicago Tribune, and WGN 
studios. ; 

The entertainment following the banquet will 
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Installing KIMSUL 
Is usually a 
“One Man Job” 































Kimsul* comes in various widths 
to fit openings between studs. No 
preliminary measuring or cutting 
to do. Side-walls are insulated in a 
single operation by nailing one end 
of a Kimsul blanket to the top plate 

. expanding until the stitches are 
taut .. . then securing at bottom. 
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Even sloping roofs are 
easy to insulate with 
Kimsul. All that is re- 
quired is to fasten an ex- 
panded blanket to the 
rafter plate, pull taut to 
the ridgepole, and nail. 


















Piping and wiring 
cause no difficulty in a 
Kimsul installation — 
because, being flexible 
as cloth, Kimsul can , 
be drawn around cor- 
ners and woven thru 
or under pipes or wires. 
Even an inexperienced 
man can install a snug 
job that is free from 
heat leaking joints. 











As these photographs show, no special tools, nor 
special skill are required to apply Kimsul. A sav- 
ing in construction costs which you can’t afford 
to overlook! But even more important, Kimsul 


applied this easy way provides as perfect a job 
as you or your customer could ask for! One in 
which heat leaking joints are minimized . . . in 
which the continuous unbroken blanket, essen- 
tial to real efficiency, is obtained. 


*Reg. U.S. & Can. Pat. Off. 













Ask for these . 
HINSULATION BOOKS | 


“Controlled Insulation Value” 
and “Greater Comfort” contain 
many facts about building 
insulation. If you have not re- 


ceived your copies, 
mail coupon —> > 


KIMBERLY-CLARK CORPORATION (Kimsul Division), Neenah, Wis. 
Established 1872 











NEW YORK, 122 East 42nd St. CHICAGO, 8 South Michigan Ave. 

— : AL1239 
ail me copy o 

booklet describing Neme————_——___-_—___ 

Kimsul, also a full 

sized sample. Address... 

City .-County. State... 
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include vocal solos by Janie Redee, and the 
showing of severa! reels of moving pictures 
made by H. R. Foster, a member of the asso- 
ciation, during a trip he and Mrs. Foster took 
last summer to the West Coast. 





Military Policy Explained to 
Cleveland Lumbermen 


CLEVELAND, OH10, Dec. 11—Major D. R. 
Maris, of the Coast Artillery Corps, Organized 
Reserves, United States Army, spoke on the 
subject, “The Military Policy of the United 
States of America,” at the annual dinner meet- 
ing of the Cleveland Lumber Club, here, Nov. 
30, at the club’s headquarters. 





Pine Shook Sales Group Is 
Reorganized 


San Francisco, Cauir., Dec. 11—A group 
of pine shook manufacturers of California and 
Oregon has revamped Western Box Shook Dis- 
tributors into a non-profit corporation under ‘the 
name Western Box Distributors, with head- 
quarters at 403 Monadnock building, this city. 
The new organization will handle the members’ 
shook output in the States of California and 
Oregon. 

Walter J. Rodgers, former operator of West- 
ern Box Shook Distributors, is president of the 
new sales organization. Floyd Hart, Timber 
Products Co., Medford, Ore., is vice president ; 
J. E. Smith, formerly of Brooks-Scanlon Lum- 
ber Co., Bend, Ore., is secretary, and P. E. 
Burke, Sacramento Box & Lumber Co., is 
treasurer. 

The sales agency is sponsored by Brooks- 
Scanlon Lumber Co., Inc., Bend, Ore.; Klamath 
Lumber and Box Co. Klamath Falls, Ore.; 
Pacific Box Corporation, Valley Springs, 
Calif.; Sacramento Box & Lumber Co., Sac- 
ramento, Calif.;. and Timber Products Co., 
Medford, Ore. Western Box Distributors also 
has selling arrangements with the Ewauna Box 
Co., Klamath Falls, Ore.; Goose Lake Box Co., 
Lakeview, Ore., and Lassen Lumber & Box 
Co., Susanville, Calif. 





California Dealers to Elect New 
Officers in March, 1940 


Los ANGELEs, Cauir., Dec. 9.—The California 
Retail Lumbermen’s Association, with head- 
quarters here, held its annual meeting during 
October at Oakland, but will not elect new 
officers and directors until the last week in 
March, 1940. The directors are selected from 
the different districts’ group or institute mem- 
berships. The State, with its coast line of 
approximately 1,000 miles, is divided into two 
groups, the officers of which are the directors 
of the State association. In legislative and 
national affairs, the two groups join as a State 
organization. According to State President 
John W. Fisher, Santa Monica, “We find this 
works to the better advantage of the members, 
owing to the difference in the methods of 
operating a lumber business in the two sections 
of the State. Our association is active, and I 
believe that the members are receiving a great 
many benefits. It has been my experience that 
where there is no real association, business is 
not satisfactory.” 

The Lumber Merchants Association of 
Northern California has a board consisting of 
fifteen directors, and the present officers are 
now serving: 

President—J. H. Kirk, San Luis Obispo. 

Vice President—F. D. Prescott, Fresno. 

Secretary—Roy Clotfelter, Visalia. 

Treasurer—I. E. Horton, South San Fran- 
cisco. 

The Southern California Retail Lumber As- 
sociation, with twenty directors, and head- 
quarters here, has the following roster of 
officers : 
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President—John W. Fisher, Santa Monica. 

Vice President—Glen Miner, San Diego. 

Sec.-Manager—C. W. Pinkerton, Los An- 
geles. 

Treasurer—Gerald Curran, Pomona. 


Officers of the combined State association, 
with headquarters at Visalia, are as follows: 


President—John W. Fisher. 

Vice President—J. H. Kirk, San Luis Obispo. 
Vice President—Glenn H. Miner, San Diego. 
Acting Secretary—C. W. Pinkerton. 
Treasurer—A. E. Fickling, Long Beach. 
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Ohio Dealers’ District Group 
Holds Dinner Meeting 


FInDLAY, Ou10, Dec. 11.—Twenty-five mem- 
bers of District 23 of the Ohio Association of 
Retail Lumber Dealers attended a dinner meet- 
ing, here, Nov. 24. The principal speaker of 
the evening was G. W. Sully, Dayton, Ohio, 
formerly with the sales promotion department 
of the National Cash Register Co. Dealers were 
present from five counties. 





NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasuHincton, D. C., Dec. 11.—Following is the National Lumber Manufacturers’ Associa- 
tion report for two weeks ended Dec. 2; and for forty-eight weeks ended that date, covering mills 
whose statistics for both 1939 and 1938 are available, and percentages comparison with statistics 
of identical mills for the corresponding period of 1938: 





Av. No. Per- 

Mills Production cent 
TWO WEEKS: Rpte. 1939 of 1938 
Total Softwoods .. 428 414,882,000 123 
Total Hardwoods... 83 17,871,000 126 
Total Lumber ..... 491 432,753,000 123 
Oak Flooring*...... 65 17,854,000 124 


FORTY-EIGHT WEEKS: 
Total Softwoods .. 438 


10,114,527,000 117 
Total Hardwoods.. 86 


335,034,000 104 


Total Lumber ..... 506 10,449,561,000 117 
Oak Flooring*...... 65 372,513,000 108 
*No reports from maple flooring. 





Per- Per- 

Shiaente cent Orders cent 
939 of 1938 1939 of 1938 

418,013,000 111 350,741,000 80 

19,819,000 133 13,863,000 90 

437,832,000 112 364,604,000 sO 

14,600,000 113 9,525,000 85 


10,618,591,000 116 
414,315,000 138 


11,032,906,000 117 
378,762,000 112° 


10,702,072,000 116 
408,768,000 136 


11,110,840,000 117 
383,121,000 104 





RELATION OF UNFILLED 


ORDERS TO STOCKS 


WasuHincton, D. C., Dec. 11.—Following is statement of seven groups of identical mills of 


unfilled orders and gross stock footage on Dec. 





No. of Mills Unfilled Orders Gross Stocks 
Reporting 39 193 1939 1938 
Total Gottwoods ....sccccccse 407* 699,211,000 595,799,000 3,517,078,000 3,819,758,000 
TOCRE TEMPE WOOEN 0oviiicccvcnses 83* 57,024,000 55,112,000 365,065,000 424,628,000 
Total Lumber ................ 476 756,235,000 650,911,000 3,882,143,000 4,244,386,000 
ee rr 75 48,196,000 53,712,000 74,597,000 92,771,000 


*Of Northern mills, 14 report on softwood; 17 on hardwood unfilled orders; 18 on stocks. 





Western Pine Summary 


PorTLAND, Ore., Dec. 9—The Western Pine 
Association reports as follows on operation of 
identical Inland Empire and California mills 
during the two weeks ended Dec. 2: 


Report of an Average of 120 Mills: 
Total for 2 weeks ended 


Dec. 2, 1939 Dec. 3, 1938 
Production ...... 147,329,000 105,138,000 
Shipments ...... 142,742,000 127,128,000 


Orders received.. 118,420,000 168,275,000 

Report of 115 Identical Mills: 

Dec. 39 Dec. 3, 1938 

Unfilled orders... 210,488,000 215,648,000 

Gross stocks ....1,613,685,000 1,737,291,000 
Report of 115 Identical Mills: 

—— for Year————_, 


193 1938 
Production ......3,262,454,000 2,762,253,000 


Shipments .......3,430,779,000 3,001,016,000 
re ee 3,422,848,000 3,073,037,000 


’ 


Southern Pine Statistics 


[Special telegram to AMERICAN LuMBERMAN] 
New Or eans, La., Dec. 13.—Following is 
a summary of reports from southern pine mills 
for two weeks ended Dec. 9: 


Average weekly number of mills, 120 
Units,+ 102 


Two Weeks 
Three-year average production*... 62,791,000 
Metal PEOGUWETION cic ceccccsvcgect 62,368,000 
SES Ere ere 59,023,000 
eer reer 48,650,000 


Number of mills, 122; Units,+ 105 


On Dec. 9, 1939 
Unfilled Ordere. ......ccssccscccves 68,967,000 
Uneold St0cks .....cccccsccccccece 380,498,000 


*October, 1935, to October, 1938. 


tUnit is 309,000 feet of “3-year average” 
production. 





Exports and Imports 


WASHINGTON, D. C., Dec. 11.—Total exports 
of hardwood and softwood lumber (including 
boards, planks, scantlings, flooring, sawed tim- 
ber) and logs for the first ten months of 1939, 
totaled 1,024,028,000 board feet, as compared 
with 878,426,000 feet for 1938, a gain of 17 
percent, according to the Forest Products Di- 
vision. Of the 1939 amount, sawed material 
accounted for 913,512,000 feet, as compared with 
784,596,000, a gain of 16 percent. On the same 
basis of comparison, exports of logs and hewn 
timber totaled 110,516,000 feet, as against 93,- 
830,000 feet, a gain of 18 percent. Sawn soft- 
wood totaled 675,949,000 feet (1938, 572,496,- 
000); sawn hardwoods (including flooring) 
totaled 237,563,000 feet (1938, 212,100,000). 
Softwood log exports totaled 90,803,000 feet 
(1938, 75,492,000). Hardwood log exports to- 
taled 19,713,000 feet (1938, 18,338,000). Sawed 
railroad ties and box shooks are not included, 
as comparable statistics are not available. 

Total imports of hardwood and softwood logs 


and lumber (including clapboards and cabinet 
woods) totaled 769,471,000 feet (1938, 572,547,- 
000), an increase of 34 percent. Of this amount, 
logs (hardwood and softwood) accounted for 
187,348,000 feet (1938, 140,548,000) ; softwood 
lumber (including clapboards) 500,826,000 feet 
(1938, 376,179,000); hardwood lumber and 
sawed cabinet woods 81,297,000 feet (1938, 55,- 
820,000). Sawed railroad ties, pickets and box 
shooks are not included, comparable figures not 
being readily available. 


Maritime Lumber Stocks 


MonTrEAL, QueE., Dec. 11.—Stocks of lumber 
on hand as of Oct. 15 in New Brunswick and 
Nova Scotia totalled 107,865,000 feet, of which 
50,485,000 feet was sold, and the rest unsold, 
according to returns compiled by the Maritime 
Lumber Bureau. New Brunswick mills report 
stocks of 78,125,000 feet, of which 28,445,000 
feet was sold. In Nova Scotia there were stocks 
of 29,740,000 feet, of which only 7,700,000 feet 
remains unsold. 
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ANOTHER CHRISTMAS TREE 
(From Issue of Dec. 20, 1902) 





In a spacious, rough log cabin of a northern lumber camp, 

Besides a roaring fire, where a great and swinging lamp 

Lit up the place and jollity was monarch of the night, 

And time was going merrily, with laughter in its flight. 

There were gathered round the tables men of many lands and climes 
Who set the rafters ringing with their jokes and jingling rhymes. 


It was Christmas Eve and feasting had given place to fun, 

And the songs and jokes and stories had fairly had their run, 

When the “scholar” of the party, whose name was Sandy Blue, 

Put in a proposition for something new to do. 

“Let’s have a Christmas tree,” he said, “and hang what we can find 
Upon the limbs in fancy—which means, ‘just in your mind.’” 


“All right!” said Tim O’Brien, “Oi’ll hang upon that tree 

Good luck to swate ould Orieland, Home Rule and Liberty, 

An’ for me own folks over dthere Oji’ll hang a passage through 
From Erin to Amirikay, an’ meat an’ taties too, 

To lasht the v’ge—a safe wan—an’ for mesilf, Oi’ think, 

O’ill hang a bran-new shute av clothes an’ somethin’ hot to drink.” 


“Regare!” quoth Frenchy Frogville, whose other name was Jacques— 
“Deeze—Vat you call ?—de veet-prinz you mak’ de snow in—tracks— 
Oui—I mak’ a string so long da reach to gay an’ gran’ Paree, 

An’ hang dem on dat—vat you call ?—dat bloomin’ Greesmas dree. 
On den I haf one valet. an’ dress me rich an’ fine, 

Wis zis I add one leddy, an’ den I hang some wine.” 


“I’d hang a big fat possum, by his tail dat am so bare,” 

Said ’Rastus—black and happy—with a unctuous, hungry air. 
“Den I’d tek him down an’ clean him, an’ freeze him thoo an’ thoo, 
Den roas him wid sweet-taters—an’ some common taters too, 

An’ wid dat good, hot hoe-cake, an’ a jug er buttermilk, 

Dis coon would pass de Christmas jes as fine as any silk.” 


Then the person who is mentioned here as “scholar” Sandy Blue 
Said: “I reckon that the only thing ’at’s left for me to do 

Is to take the big Prosperity, and Freedom, and Goodwill, 
That help us all to happiness, so we can have our fill, 

And hang those on the Christmas tree, to be divided out; 

So I do it with great pleasure”—you hear old Sandy shout. 


SERS ERS EEE EE ERS ER ES EE NC EEG eG Ee eee 


Stud Wall Data Supplement 
Wood Design Book 


WasHIncToN, D. C., Dec. 11.—Wood Struc- 
tural Design Data Supplement No. 7, “Stud 
Walls—Safe Axial Loads,” an 8-page pam- 
phlet prepared by Richard G. Kimbell, Frank 
J. Hanrahan and Mary C. Ahern, of the staff 
of the National Lumber- Manufacturers’ Asso- 
ciation, has just been issued. In addition to 
text material, the publication contains: 


(1) a table of safe axial loads per linear 
foot of wall, for dressed sizes of studs, 7 to 
12 foot lengths, spaced 16 inches on center 
and supplemented by tables of factors for 
converting to other stud spacings, and to 


other sizes, and for placement of bridging; 
(2) table of weight and board measure of 
stud wall per linear foot of wall with con- 
version factors for additional plates, bridg- 
ing and fire stops; (3) a table of weights of 
stud wall coverings per linear foot and per 
square foot of wall; (4) procedure for de- 
sign of stud walls under other than the 
usual conditions; (5) a table of stud prop- 
erties including nominal and S4S dimensions, 
cross-sectional area, and board feet and 
weight per linear foot of stud; (6) a table of 
1/d ratios for various lengths and dimen- 
sions of studs; (7) a table of allowable per- 
manent unit loads for various E’s, C’s and 
1/d ratios; (8) a table of total load per stud 
for various unit loads and sizes of studs, and 
(9) a table of total load per linear foot of 
stud wall for various total loads per stud 
and spacings of studs. 





LUMBER CO. 


ALAMOGORDO, NEW MEXICO 


Happy holiday greetings to all in 
the lumber trade. We greatly ap- 
preciate the favor of your patron- 
age, and pledge our best efforts 
always to be deserving of it. May 
your Christmas joys be many and 
may peace, happiness and pros- 
perity be yours all through the 
coming year. All officers and em- 
ployes of the Southwest Lumber 
Company join in sending you this 
wish. 
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Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 
We specialize in Oak and Poplar. 
Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 


Careful attention to inquiries and 
orders, Let us hear from you. 


WILDERNESS 
LUMBER CO. 


NALLEN, W. VA. 





Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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Six Housing Guild Schools to Be 
Conducted in 1940 


New York City, Dec. 11.—A series of six 
schools, designed primarily for executives of 
retail building material companies, will be con- 
ducted by the Housing Guild division of Johns- 
Manville early in 1940, it is announced by A. A. 
Hood, who manages the training courses. It 
will be the fifth year of guild schools. Almost 
the entire building materials executive staff will 
aid Mr. Hood as instructors. 

The first school will be in Houston, Tex., 
Jan. 22 through Feb. 27. 
Others will follow at 
Chicago, Feb. 3-10; At- 
lantic City, Feb. 12-17; 
Kansas City, Feb. 26- 
March 2; Santa Mon- 





ARTHUR A. HOOD, 
New York City; 
Heads J-M Housing 
Guild Schools Again 





ica, March 11-16, and 
Atlanta, March 25-30, 

Emphasis in the im- 
proved 1940 schools will 
be on management, 
“Training salesmen is 
very important but in 
itself is not enough,” 
says Mr. Hood. “The 
Housing Guild is a sys- 
tem for operating a retail building material 
business, not merely a method of selling.” 

A special course for consumer salesmen will 
run concurrently with the executive course as 
in the past. Company officers and salesmen will 
meet as a group during the forenoons, and in 
the afternoon the salesmen will take a special 
course in consumer selling while the executives 
study package selling problems. The dealer 
forums so popular at some schools in 1939 will 
be a part of all courses next year. 

In reviewing past J-M schools, Mr. Hood 
reports that 4,407 men have attended the 25 
courses conducted. They represented 2,023 
companies. A total of 225 local training 
courses have been initiated by dealers in which 
449 retail companies have participated. These 
local schools have graduated 1,784 individuals. 








Germany Faces Serious Wood 
Problem 


WaAsHINGTON, D. C., Dec. 11.—Wood, one of 
Germany’s most abundant natural resources, 
may also prove one of her most serious prob- 
lems, according to Prof. Nelson C. Brown, of 
the New York State College of Forestry, at 
Syracuse University, writing in the December 
issue of “American Forests,” the magazine of 
the American Forestry Association. Returning 
from Germany just as Hitler’s armies were 
moving into Poland, Prof. Brown pictured the 
situation as being already serious due to block- 
ades, an increasing demand for wood because 
of the war, and the fact that the German Reich 
for a number of years has been over-cutting its 
forests by fifty percent. “In spite of the fact 
that better than twenty-five percent of its land 
area is in forests, Germany normally produces 
only about two-thirds of its annual wood re- 
quirements. The balance must be provided by 
imports, principally from Russia, Finland and 
Sweden,” he said. “Additional forests were 
brought into the Reich by the acquisition of 
Czechoslovakia and Poland, but it seems doubt- 
ful if these supplies will greatly benefit Ger- 
many’s forest situation because the local domes- 
tic needs of these countries were taken over 
with them and, furthermore, war and prepara- 
tion for war have laid a heavy burden upon 
Germany’s forest growing stock. 

“Germany’s four-year plan was, among other 
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things, designed to make its raw materials go 
as far as possible by developing substitutes and 
improved methods of use. As wood was one 
of the country’s most abundant resources, it 
was more than any other subjected to the mi- 
croscope and the test tube. Great progress has 
been made in the utilization of wood for cloth- 
ing. Also, many different chemicals, plastics 
and forms of plywood are being made from 
German forests. Methods have been developed 
for extracting sugar for both human and animal 
consumption from wood. These developments 
are designed not only to help relieve the import 
situation, but to release the strain on other re- 
sources. New forms of built-up wood, for ex- 
ample, are relieving the drain on many forms 
of metal. An improved type of plywood bonded 
together with artificial resin glue is probably 
the most important mechanical commodity de- 
veloped from wood. It makes the German for- 
ests available for a great variety of new uses, 
including airplane propellers for which metal is 
now used by most other countries. One of the 
most interesting attempts to devise means of 
substituting materials that must be imported is 
the use of wood and charcoal to supplant gaso- 
line. Various forms of alcohol extracted from 
wood, grapes, potatoes and sugar beets are be- 
ing mixed with imported gasoline for motor 
fuel. This substitution is being further supple- 
mented by the use of small blocks of wood and 
charcoal to supply wood gas for various types 
of engines.” 





West Coast Monthly Facts 


SEATTLE, WaAsH., Dec. 9.—The market for 
West Coast lumber in November continued to 
settle. October drop in average weekly ord- 
ers was 23.6 percent from September average. 
November weekly average is down 20.1 per- 
cent from October, 38.9 percent from Sep- 
tember. Considering the usual seasonal con- 
tracting in building, particularly in colder sec- 
tions, the continued letdown in buying repre- 
sents a return to the normal course of West 
Coast business. 

There has been a resumption of building in 
California since the defeat of the “ham and 
eggs” proposal at the polls, but the lumber 
movement has been adversely affected by 
waterfront strikes in the San Francisco Bay 
area. West Coast business on the Atlantic 
Coast in future weeks depends largely upon 
available intercoastal space, and the outcome 
of present labor issues in Pacific shipping. 

Statistical report for November (five weeks) 
follows: 

Weekly Averages for November 


Feet 
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New Wood Stove Needed 


Syracuse, N. Y., Dec. 11.—The invention of 
a more efficient stove or furnace may solve the 
problem of making profitable use of forest 
lands where profits are not now possible, ac- 
cording to the New York State College of 
Forestry at Syracuse University, which says 
that the difference between profit and loss in 
a woods operation may depend upon the use of 
trees unsuitable for lumber, the parts of trees 
usually left in the woods and the parts of logs 
wasted at the mill. Fuel wood being one of the 
chief products of typical woodland, various 
Government research centers and private manu- 
facturers seek to develop more efficient wood- 
burning stoves and furnaces, because they prob- 
ably would create an increased demand for fire- 
Wi 


December 16, 1939 


Faster Freight from Northwest 
to Middle West Promised 


Tacoma, WaASH., Dec. 9.—The Northern Pa- 
cific Railway’s new president, C. E. Denney, 
was guest of honor at a banquet at the Hotel 
Winthrop tendered him by the business and 
industrial leaders of the city. While speaking 
at this banquet, which was presided over by 
Norton Clapp, secretary of the Weyerhaeuser 
Timber Co. and president of the Tacoma 
Chamber of Commerce, Mr. Denney indicated 
that his company proposed to devote special 
attention to the development of fast freight busi- 
ness between here and the middle West. Many 
representatives of the lumber and woodworking 
industry have felt that development of such 
freight facilities are imperative to building up 
of a better market for Pacific Northwest lum- 
ber in the middle West. The Northern Pacific 
like the Chicago, Milwaukee, St. Paul & Pacific, 
is a heavy owner of timber in the Pacific North- 
west. 


Starts Jan. | Making Pulp 
from Southern Pine 


LurFkin, Tex., Dec. 12.—Operation of the 
newsprint plant of the Southland Paper Mills 
(Inc.), of which E. L. Kurth is president, will 
begin on Jan. 1. The plant, which will have 
a capacity of 50,000 tons of newsprint annually, 
will be the first to produce this type of paper 
from southern pine. It was promoted jointly 
by southern newspaper publishers and lumber 
interests in eastern Texas, with financing aided 
by the Reconstruction Finance Corp. The out- 
put for the first five years has been contracted 
for by southern newspapers. The mill village 
has been named Herty (Tex.) in honor of the 
late Dr. Charles H. Herty. Approximately 
800 persons will be employed. 


Cites Need of National 
Interest in Conservation 


Prescott, Ark., Dec. 11.—Thomas F. Gray- 
son of the Ozan Lumber Co., here, who was 
elected chairman of the Southern Pine Loggers 
Group of Texas, southwest Arkansas, and west 
Louisiana, at the annual meeting of the organ- 
ization held during November at Nacogdoches, 
Texas, is of the opinion 
that there is too much 
talk from land owners 
and politicians about 
furthering selective log- 
ging and too little ac- 
tion in the woods. 

The public must be 
educated to the neces- 











T. F. GRAYSON, 
Prescott, Ark.; 
Loggers’ President 





sity for, and possibili- 
ties of forest conserva- 
tion, according to Mr. 
Grayson, who is of the 
opinion that no single 
group or groups can 
successfully operate or 
establish a program of 
timber conservation resulting in a perpetual 
cut, unless the necessity of this is given na- 
tionwide publicity. “Our problem now is to 
organize a local attitude on private land where 
owners can be shown that timber is second 
only to cotton as a producing crop in the 
Southern States,” he*said. 

The Ozan Lumber Co. began its conserva- 
tion program in 1932, and about 5,000 acres 
have been cut selectively on fee lands, and on 
company owned lands mature, diseased, and 
crooked trees are being removed, with strict 
attention given to proper spacing for the best 
growth of residual timber. 
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Here’s What's New 


New Catalog on Complete Line of 
Doors Is Issued 


A new catalog containing illustrations and 
specifications of every stock door manufactured 
by its membership has just been announced by 
the Fir Door Institute, Tacoma, Washington. 
Several pages are printed in four colors and 
each door illustrated is accompanied by a sketch 
which shows it serving as an entrance in a well 
designed home. Specifications on_ sticking, 
panels, sizes and thicknesses are included. One 
section covers a wide variety of designs ob- 
tainable in rear entrance, interior, storm and 
cupboard doors, showing a selection of panel, 
panel with glass openings, rim and french doors. 
Garage doors manufactured by members are 
featured also. Since all FDI grade - marked 
doors are produced in accordance with U. S. 
Commercial Standard CS-73-38, the text of 
this standard has been included in the catalog 
to acquaint purchasers with the specifications 
followed in the manufacturing processes. 


Booklet Describes Uses of Pressure- 
Treated Lumber 


The ability of Wolman salts preservative to 
extend the service life of wood by eliminating 
failure due to decay or insect attack, is pointed 
out in a new booklet, “Wood Preservation,” 
recently issued by the American Lumber & 
Treating Co., 37 W. Van Buren St., Chicago. 
The term ‘“Wolmanized” is applied to any 
species of lumber or timber which has_ been 
impregnated by the vacuum-pressure, full-cell 
process with a solution of Wolman salts pre- 
servative. Such treatment, according to the 
company, maintains the natural properties of 
the wood and broadens its use through nearly 
every class of engineering and construction. 
The folder shows representative installations 
for which Wolmanized lumber ‘has proved well 
suited. Residential construction has not been 
included because of the necessarily complete 
discussion which house design warrants. A 
separate publication, dealing with the use of 
Wolmanized lumber in residential construction, 





is available to those interested in the subject. 
Included also in the booklet are specifications 
for treating with the Wolmanizing process. 
Such pressure treatment is carried out at eigh- 
teen plants located at convenient points from 
coast to coast. To stimulate distribution of 
Wolmanized lumber through established chan- 
nels, it is the policy of the company to refrain 
from the purchase or sale of lumber, and to 
offer treating service only to lumber manufac- 
turers and distributors. Thus the purchaser 
obtains Wolmanized lumber through the same 


concerns which also supply untreated lumber. 
The new booklet is available without obligation 
on request to the company. 


New Wind-Tight Sash Lock 
Is Announced 


A new sash lock designed to prevent vibra- 
tion, rattle, and wind seepage has been an- 
nounced recently by the American Cabinet 
Hardware Corp., Rockford, Ill. It is stated 
that this lock draws the upper and lower win- 





dows together, providing a wind-tight joint. 
The side-slip action of the lock is a feature 
developed to prevent vibration and rattle. It 
is recommended by the manufacturer for 
weather-stripped windows and for use in air 
conditioned homes and buildings as well as for 
replacement purposes. ‘“Wintite’ Sash Locks 
are available in both steel and brass in stand- 
ard finishes. A demonstrator showing appli- 
cation and actually demonstrating the eccentric 
action of the lock is offered to dealers on a 
free hardware plan. 


1940 Truck and Trailer Size and 
Weight Restrictions Issued 


A new handbook on Truck and Trailer Size 
and Weight Restrictions for 1940 has just been 
issued by the Four Wheel Drive Auto Co., 
Clintonville, Wis. This booklet provides ready 
reference on the regulations covering the size 
and weight restrictions in each State in the 
Union. One page of tabular material is devoted 
to each State. This booklet is offered to any 
truck operator or official dealing with road 
laws, upon request. 


SPA Car Material Is AAR 
or ARA 


New OreEAns, Dec. 12.— Distributors who 
may be confused because of the change in the 
title of the American Railway Association to 
the American Association of Railways are 
having their attention called to the fact that 
the designation AAR, in connection with car 
material specifications, is to be considered the 
same as the old ARA prefix in Southern Pine 
grade rules. There has been no actual change 
in the grading rules, and while the correct 
designation is AAR, reference can be had to 
the Southern Pine rule carrying the prefix 
ARA 
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N abine sends 


Christmas Greetings 


The entire Sabine organization wishes 
you a Merry Christmas, thanks you 
for your generous patronage and 
promises that the quality of Sabine 
Shortleaf will always be maintained. 
We wish you an abundance of good 
cheer, happiness and prosperity all 
through the coming year. 


Sabine Lumber Co. 


SALES OFFICE: 
Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 


NDU See 


LUMBER LUMBER, CO., Inc.| Tite 
ELIZABETH, LOUISIANA 


























Timbers, chemically treated to 
prevent stain. 


Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 
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Atlantic Conference Must 
Modify Contracts 


3ALTIMORE, Mp., Dec. 5.—While freight rates 
on lumber and logs to the United Kingdom 
ports remain unchanged this month, those on 
shipments to Dutch ports, such as Amsterdam 
and Rotterdam and Antwerp, have been ad- 
vanced by 25 per cent, the rate on heavy woods 
being raised from $1 per 100 pounds to $1.25 
while those on light woods have been advanced 
from $1.20 to $1.50. 

Meanwhile the United States Maritime Com- 
mission on Noy. 30 served notice on the steam- 
ship companies that contracts between shippers 
and thirty-three Conference lines operating be- 
tween the American Atlantic ports and Europe 
have been found detrimental to the commerce 
of the United States, and must be modified. 
These contracts obligate shippers to offer the 
steamship companies all of their export ship- 
ments; violation, such as by shipment through 
Great Lakes instead of Atlantic ports, involves 
higher non-contract rates on current and pre- 
vious shipments. 


New Sitka Discount List 


SEATTLE, WAsH., Dec. 9.—West Coast Sitka 
spruce manufacturers have officially adopted a 
newly compiled basic differential list. This is 
a discount list, and is being issued by the West 
Coast Lumbermen’s Association. It is scheduled 
as the “E List” among association publications, 
and replaces the “D List,” which had been in 
effect from 1935 to the date of the new issue. 
The E List became effective Dec. 1. 

Changes in relative demand for the different 
lengths and widths of Sitka spruce made a new 
discount list necessary for effective service to 
the trade. The principal departures are stand- 
ard differentials fot ladder stock, and the in- 
clusion of Atlantic Coast differentials for di- 
mension, plank, small timbers and boards. 

E List is available from the West Coast 
Lumbermen’s Association, Stuart Building, Se- 
attle, at 10 cents per copy. 


Canada's Forests Are of Vast 
Extent 


Ortrawa, CANADA, Dec. 9.—Canada’s forests 
occupy about 783 millions acres, or more than 
one-third the total land area of the Dominion, 
according to the Department of Mines and Re- 
sources, Ottawa. More than half of the forest 
area—492 million acres—is capable of produc- 
ing timber of commercial value. The remainder 
of the forests, situated on sub-alpine, sub-arctic, 
and other less favorable sites, are of value for 
their influence on climatic conditions, the control 
of stream flow and water supplies, the protec- 
tion of wild life, and as sources of wood. sup- 
plies for the local needs of the native and white 
population. Of the productive forests it is esti- 
mated that 230 million acres at present carry 
timber of merchantable size, and on 262 million 
acres there is young growth of various ages to 
meet future demands. 

The total amount of timber of merchantable 
size in Canada’s forests is estimated at 273.656 
million cubic feet, of which 170,144 million 
cubic feet is considered accessible by means of 
the present transportation facilities. This ac- 
cessible and merchantable timber includes 245,- 
313 million feet board measure of wood suitable 
for the manufacture of sawn lumber and 1,107 
million cords which may be utilized as pulp- 
wood, fuelwood, and mining timber. The soft- 
woods, which are in the greatest demand for 
construction and for the manufacture of pulp 
and paper, comprise about 80 percent of the 
total stand and about the same proportion of 
the annual cut. 

Canada’s forests supply raw material to about 
one-third of the Dominion’s manufacturing 
plants. These industries provide employment 
for about one out of every four persons engaged 
in the manufacturing industries and pay about 
one-quarter of the wages. The forest industries, 
including woods operations, provide the equiva- 
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lent of full-time employment to approximately 
179,500 people, but owing to the seasonal nature 
of the work, especially in the logging and lum- 
ber branches, it is estimated that at least 350,000 
workers receive a substantial amount of em- 
ployment in the forest industries. 





Where the Christmas Tree 
Comes From 


Wasuinecrton, D. C., Dec. 11.—The Yuletide 
custom of decorating homes with Christmas 
trees has created a business in the United States 
valued at about $10,000,000 according to esti- 
mates of the Forest Products Division. 

Cutting of Christmas trees is not considered 
a waste of forest resources. On the contrary, 
thinning of trees is a boon to the economic prac- 
tice of forestry, provided the trees are thinned 
without needless waste and in such a manner 
as to keep the land continuously productive. 
Sale of Christmas trees also provides farmers 
with a sideline “cash crop” from land otherwise 
unsuitable for agricultural purposes. 

The United States provides several million 
trees from domestic forests for the Christmas 
tree trade. The market is augmented by some 
5,000,000 trees imported annually from Canada. 

Balsam fir, spruce, Douglas fir and pines are 
the four main types of trees preferred for the 
holiday trade. In Eastern markets, the pref- 
erence is predominantly for balsam fir, while 
West Coast buyers prefer Douglas fir trees. 

Spruce and balsam fir trees are produced 
chiefly in northern New England, the Lake 
States of Michigan, Minnesota and Wisconsin, 
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and in Canada. Oregon and Washington sup- 
ply most of the Douglas fir trees for the 
Christmas market. 

Probably reflecting the growth of apartment 
dwelling in the United States, the demand for 
table-size trees of from one to three feet in 
height has increased steadily in recent years. 
The tree for the average home is usually four 
to eight feet tall, while churches, clubs and vari- 
ous organizations furnish a market for trees 
10 feet high and over. 

New York City is the leading market for 
Christmas trees, taking 250 carloads, or about 
750,000 trees annually. 


Builds Community Hall and 
Cafeteria for Employees 


KLAMATH FAtts, Ore., Dec. 11.—Exempli- 
fying the employer-employee relationship at its 
best, employees of the Kesterson Lumber Corp., 
here, and the management are co-operating in 
the construction of a 70x30-foot community 
hall and lunch room. The lumber company, 
headed by Irving E. Kesterson, president of the 
Pacific Division, National Wooden Box Asso- 
ciation, is furnishing all building materials, and 
the employees are supplying all labor. The 
cafeteria will be furnished with every modern 
convenience. The lumber company will have 
no hand in its operation. The operator will 
have no rent or taexs to pay and will pass this 
saving on to the employees in low priced meals. 
Recreation hall will be under supervision of 
a committee of employees, and a large phono- 
graph will be installed for dancing. 





FROM NATION'S CAPITAL 


THE TREE OF PEACE 


When President Franklin D. Roose- 
velt officially lights the National Com- 
munity Christmas Tree—a fir planted 
in beautiful Lafayette Park at the 
front door of the White House— 
on Christmas eve, it will mark the 
seventeenth consecutive year in which 
the President of the United States, 
through the medium of this living 
Tree of Light, has extended to the 
nation a Christmas message of peace 
and good will. The official lighting 
of the Washington tree is the signal 
for thousands of other community 
Christmas trees throughout the land 
to blaze forth with their message of 
good cheer. 





GOVERNMENT PLANS FURTHER AIDS 
TO HOME FINANCING 


WasuHIncTon, D. C., Dec. 13—The AMER- 
ICAN LUMBERMAN correspondent is advised that 
the Federal Housing Administration will issue 
this week new regulations modifying to some 
extent building requirements covering small 
low-cost houses Title II houses and, in effect, 
applying the modified regulations to Class III 
houses built under Title I. In brief, the new 
regulations, which are to become effective Jan. 
1, simplify construction requirements on small 
Title II homes so that the same property re- 
quirements can be applied to Title I houses, 
where the maximum loan limit of the insured 
mortgage is $2,500 for construction work alone. 
The forthcoming regulations may be described 
as a broad attempt to take care of the whole 
low-cost field, while at the same time making 
Class III Title II homes more attractive to 
lending agencies and better mortgage risks. 

While intimations have gotten into print that 


the RFC Mortgage Co. was not keen about 
purchasing Class III mortgages, the AMERICAN 
LUMBERMAN is definitely assured that there not 
only never has been any hesitancy in this re- 
gard, but that the RFC more than a year ago 
clearly indicated its desire to do so but failed 
to receive any encouragement in other quarters. 
What the RFC Mortgage Co. has sought to do 
is to sO arrange matters that the Government 
would not run the risk of losing a lot of money. 
The understanding is that all differences be- 
tween RFC and FHA in this regard have been 


ironed out. 


CONSIDER USING IDLE SHIPS FOR 
LUMBER CARRYING 


WasHIncTOoN, D. C., Dec. 11.—President 
Roosevelt, officials of the State Department and 
the Maritime Commission have under active 
consideration ways and means of moving lum- 
ber to the allied belligerents in Europe. 

Ambassador Kennedy, who flew back to the 
United States to make a first hand report to the 
President and Secretary of State, mentioned the 
greatly increased need for timber by Great 
Britain and France, with eastern European 
sources of supply largely shut off. The species 
specifically mentioned by the President at his 
press conference was southern pine. Presum- 
ably the authorities have in mind the much 
shorter haul to Europe for southern pine than 
for West Coast woods. Officials have been 
considering ways and means to insure the em- 
ployment of American flag merchant ships ren- 
dered idle by the neutrality law. It is assumed 
that if and when arrangements are worked out, 
some hardwoods undoubtedly will be included. 


PRIVATE BANKS PARTICIPATE IN 1940 
CORN LOANS 


WasuincTon, D. C., Dec. 11.—The Com- 
modity Credit Corp. has indicated that private 
banks will be invited to participate in the 1940 
corn loan program. Under the new program, 
farmers may borrow an average of 57 cents per 
bushel on their 1940 corn and crops, either from 
the CCC or banks co-operating with the Gov- 
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ernment. The corporation will guarantee par- 
ticipating banks against loss. The present corn 
supply of 3,100,000,000 includes the 1939 crop, 
estimated at 2,591,063,000 bushels plus a carry- 
over of 525,000,000 ‘bushels. Estimated con- 
sumption for 1940 is about 2,450,000,000 bushels. 





British Columbia Shipped Big 
Volume in November 


Vancouver, B. C., Dec. 11—Waterborne 
shipments of British Columbia lumber were 
weil maintained in the face of a shortage of 
tonnage during November, falling short of the 
previous month by just over ten million feet. 
The total tor the month was 95,193,694 feet, 
compared with 105,835,189 feet in October. 
Addiug 5,776,444 feet of “domestic” business— 
taking in the Atlantic Coast, California, Kast- 
ern Canada, rail and local business—a large 
amount of the latter not being reported, the 
grand total for the month was brought up to 
100,970,138 feet, as compared with 114,395,229 
feet in October. 


British orders for B. C. lumber, running into 
millions of feet, have been unfilled due to lack 
of ships, and lumber has been piling up stead- 
ily, taxing storage capacities of the mills and 
forcing some mulls to reduce operations. 

The United Kingdom again led all other 
countries in purchase of British Columbia lum- 
ber in November, taking 63,371,825 feet, as 
compared with 74,119,660 feet in October. 
Australia increased her purchases from 11,911,- 
008 feet in October to 13,678,145 feet in No- 
vember. Buying by the South Sea Islands 
jumped sharply to 1,432,296 feet, compared 
with only 132,030 feet in October. Africa took 
13,293,672 feet; West Indies, 3,926,320 feet, mak- 
ing a sharp gain from 459,428 feet in October. 

Lumber going to the Atlantic Coast dropped 
off to 1,144,221 feet, from 5,517,198 feet in 
October. California took slightly more, 1,995,- 
325 feet. 





Residence Construction Costs 


Following are index numbers of construction 
costs (based on 1926-29 average as 100), com- 
piled by E. H. Boeckh & Associates (Inc.), 


Cincinnati, Ohio, covering residences, frame 
and brick: 1926- 

1929 1937 1938 Dec. 

AREA— Avg. Avg. Avg. 1939 

MRIBMUR: oc cccces Frame 82.7 79.0 81.6 85.3 

Brick 87.0 85.1 85.0 88.1 

Baltimore ..... Frame 107.2 88.8 91.9 95.6 

Brick 112.0 93.2 94.8 96.9 

Birmingham ....Frame 91.7 80.5 86.3 90.0 

Brick 96.7 86.4 89.5 92.7 

Boston ........Frame 116.3 103.3 104.1 111.3 

Brick 120.3 110.5 109.4 114.4 

Chicago ........Frame 109.2 104.8 107.9 113.3 

Brick 114.2 110.7 110.6 114.9 

Cincinnati ..... Frame 100.5 98.8 100.4 106.0 

Brick 105.0 106.1 105.1 108.6 

Cleveland ......Frame 107.2 105.1 105.8 107.3 

Brick 118.4 112.3 109.8 110.7 

DORA ccciccase Frame 103.1 89.9 91.2 95.4 

Brick 107.3 95.2 92.6 96.4 

Denver .. ......Frame 95.0 111.9 109.0 113.7 

Brick 99.7 112.7 109.4 114.2 

Detroit ........Frame 103.3 93.9 97.1 102.6 

Brick 108.4 100.7 101.8 105.4 

Kansas City ...Frame 100.3 95.8 102.5 108.2 

Brick 106.5 104.4 107.8 112.8 

Los Angeles....Frame 92.7 93.4 89.7 96.9 

Brick 97.9 97.3 95.6 98.4 

Minneapolis ....Frame 92.8 101.6 101.2 106:0 

Brick 98.2 107.6 105.5 108.1 

New Orleans...Frame 93.3 83.4 86.3 95.7 

Brick 96.3 87.0 87.5 95.7 

New York City.Frame 133.3 110.5 118.9 124.8 

Brick 138.4 115.8 121.4 125.5 

Philadelphia ...Frame 100.3 91.4 93.8 102.5 

Brick 106.8 98.0 98.5 105.1 

Pittsburgh .....Frame 113.3 109.8 112.7 114.6 

Brick 118.8 117.5 116.4 117.0 

St. Louis ......Frame 118.6 98.2 104.1 108.1 

Brick 121.1 106.5 108.5 111.1 

San Francisco..Frame 87.7 96.7 97.7 101.6 

Brick 93.7 104.3 105.3 107.0 

Seattle .........Frame 84.5 92.6 96.5 98.5 

Brick 92.2 103.5 104.3 105.8 


Amemecanfiumberman 


61 





NEWS AND 
VIEWS OF 





be 


50 YEARS AGO 


From the AMERICAN LUMBERMAN 


cea 








PICKED UP—The Lumber- 
men’s Exchange, of Philadel- 
phia, moved into new quar- 
ters at 18 to 24 South 7th 
Street, Oct. 29. A little jolli- 
fication took place, and a few 
speeches were made. The 
Quaker City organization is 
unmistakably wide-awake. 


* * * 


Cypress Shingle Makers 
Meet—The grand Mardi Gras 
carnival had a finish on Tues- 
day night, and the southern 
shingle association convoca- 
tion of Wednesday was the 
next succeeding event of im- 
portance. The name of the 
association was then formally 
changed to the Southern Cy- 
press Lumber & Shingle As- 


sociation. 
ca oa 


The bandsaw industry is 
thoroughly alive. Very care- 
ful buyers are now in the 
market for the machines 
which to them appear the 
best. Many of these men 
have been very conservative 
in their views regarding the 
band. To them it was an in- 
novation. They were used to 
circulars and gangs, but about 
other methods of sawing they 





knew nothing. It was as 


plain as daylight to them that ' 


the band would make a great 
saving of lumber, yet they 
were content to wait and let 
others do the experimenting. 
The result has convinced 
them, and next season the 
mill of many a man who does 
not go ahead until he is sure 
he is right, will have a band 
mill. 
* * * 

S. E. Stephenson, mention 
of whose death at Menominee, 
on Dec. 30, was made in the 
last issue of the Timberman, 
was a natural and successful 
lumberman, and at the time 
of his death was operating a 
camp on one of the upper 
tributaries to the Menominee. 
Besides his lumbering opera- 
tions, he was associated with 
his father, Hon. S. M. Steph- 
enson, in the Pine Hill stock 
farm, and he took a great 
pride in stock raising and 
farming. Mr. Stephenson was 
born in Menominee, July 24, 
1861, being therefore but lit- 
tle over twenty-eight years of 
age. He was married in St. 
Paul three years ago to Miss 
Augusta Boettcher, who sur- 
vives him. 





Willapa Timber—A Michi- 
gan man who has been inves- 
tigating Washington timber 
calls attention to the Willapa 
district as a good field for in- 
vestment as he sees it. The 
Willapa River flows into 
Shoalwater Bay, which has a 
channel of from 30 to 50 feet 
at mean low tide, affording 
excellent harbor. There is 
only one mill on the Willapa, 
and stumpage can be bought 
for 20 cents or less, although 
worth $1.50 in the Gray’s Har- 
bor region, to which attention 
happens to have been directed. 
Good claims, containing from 
4,000,000 to 12,000,000 feet can 
be bought for from $800 to 
$2,500. The Willapa is sev- 
eral hundred miles nearer 
San Francisco than is Puget 
Sound. 

* * * 


Lumbermen throughout the 
Northwest are preparing a 
memorial, addressed to the 
committee on ways and means 
at Washington, calling atten- 
tion to the fact that the Cana- 
dian export duty on logs is 
prejudicial to sawmill owners 
at all points on the northern 
frontier of the United States. 
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\ Cadwall- Philippanel” 


Solid Philippine Mahogany Wall Panelling 


A Sensational New Product That Sells On Sight 


Write for Samples and Literature 


Cadwallader-Gibson Co. Inc., 3628 E. Olympic Bivd. Los Angeles, Calif. 


ECONOMICAL 








SPECIAL: 








Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 


Send us a paper pattern with dimensions and kind of 
wood to be worked. We will quote you at once and 


give you earliest date of delivery. 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry] 





TAYLOR, STILES & COMPANY --riececsvitte, N. 3. 


WESTERN AGENTS: Hail & Brown W. W. Machine Co., 


St. Louis, Mo, 
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Seattle, Wash. 


WEST COAST WOODS—RAIL—Demand is 
weak. Mills are trying to balance their 
stocks. Some railroad business is about to 
be placed, but line-yard inquiry has not yet 
developed. 








Prices are 50 cents to $1 down, 
with some mills quoting even lower, but the 
low prices are said to be limited to mills 
anxious to sell certain surplus items. 


INTERCOASTAL—tThe market is_ softer, 
both here and in the East. Ship space con- 
tinues to be very scarce and the dominating 
factor in trading. Prices have dropped about 
50 cents in the past fortnight. Cargo mill 
stocks are increasing slightly, and some mills 
are curtailing production. It is thought here 
that the intercoastal rate will likely’ be 
boosted $1 as of Feb. 1. Ships loaded out of 
Seattle now would reach the East Coast in 
the dead of winter, so buying has slowed up. 


CALIFORNIA—Ship space is plentiful, and 
buying is fairly good, orders coming mostly 
from Los Angeles area. Strikes have par- 
alyzed shipping at San Francisco. 


EXPORT — Exchange _ restrictions, high 
freight rates, and lack of tonnage have upset 
all trading practices. Few orders come from 
the Orient. There is little lumber moving 
to the United Kingdom, due to lack of ships. 
British Columbians may resort to rail to 
move lumber to the Atlantic side, thus 
shortening the steamer haul. Some orders 
come from the west coast of South America; 
east coast is quiet. South African limitations 
on selling prices make purchase of foreign 
lumber unprofitable. 


SHINGLES—Demand is fair. The only price 
changes have been on perfections; No. 1’s 
bring 5 cents less, No. 2’s, 10 cents more, and 
No. 3’s, 5 cents more. Stocks of No. 1 XXXXX 
show a slight decrease; water stocks are 
somewhat oversold. As the bulk of the bus- 
iness is in No. 1 XXXXX, the market con- 
dition is healthy. 

LOGS—Inventories are ample. Prices are 
unchanged. Pulp and plywood mills are run- 
ning to capacity. 











San Francisco, Calif. 


LUMBER CHARTERS—The Pacific Coast 
freight and charter market for November was 
adversely affected by the vicissitudes of war, 
increased insurance rates, and last but not 
least, labor disturbances, all of which re- 
sulted in ship-owners increasing their views 
of freight rates, and a relatively small list 
of charters were effected, according to Gen- 
eral Steamship Corp. Nine vessels were re- 
ported fixed for lumber, compared with six 
in October, and 32 in November, 1938. Of the 
November fixtures, three were from British 
Columbia ports, four from North Pacific, one 
from Pacific Coast, and one from St. Helens. 
Chartering in the Japan trade remains gen- 
erally inactive, with only one or two vessels 
reported as fixed at undisclosed rates. Liners 
serving the trade have been booking squares 
at $15, and logs at $20. Some little business 
has been done for China. Conference rates 
are $15 on lumber, $20 on logs to Shanghai, 
with approximately $3 higher for North 
China ports. What tonnage, if any, may have 
been allocated to British Columbia by the 
British Timber Control is unknown. Several 
charters were reported fixed for Australia 
at lump sums, equal to about $20 per thou- 
sand feet, at about which rate liners are 
generally booking cargo. Several charters 
were announced for South Africa. The in- 
tercoastal market continues active with 
liners’ rates remaining at $14 per thousand 
feet. 

LUMBER RECEIPTS—November receipts 
at San Francisco from interior points totaled 
8,070,000 feet, compared with 5,940,000 feet in 
October, and 6,690,000 feet in November, 1938. 
At Oakland, lumber continued to be the big 
inbound freight item. During October, a total 
of 21,786,190 feet arrived, approximately the 
same as in the like month a year ago, and 
slightly more than in September this year. 
For the entire ten month period lumber re- 
ceipts amounted to 197,249,220 feet, against 
163,486,550 feet last year, an increase of 
nearly 25 percent. 


CONFERENCE RATES — The Maritime 
Commission announced it has declined to sus- 
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pend the proposed increased eastbound inter- 
coastal rates on lumber, piling, poles and 
shingles from Pacific to Gulf ports. The pro- 
posed rates provide a uniform increase of $1, 
ranging from $14 to $17.25 per one thousand 
feet, net board measure, on lumber and pil- 
ing and poles. On shingles, increases range 
from 5 to 8 cents per square of four bun- 
dles, which range from $1 to $1.47, depend- 
ent upon the size of the shingles. The action 
was declared to be without prejudice to 
future proceedings and decisions. The San 
Francisco Bay Carloading Conference has 
added, as a new item for car unloading, 
barrel headings at $1 per 2,000 pounds; the 
Conference also announced a minimum charge 
of $2 for weighing, strapping, stenciling, and 
other accessorial services has been estab- 
lished. The Pacific Coast European Confer- 
ence announced a further general increase 
of 40 percent in rates to Antwerp and Rot- 
terdam, making increase to this range a total 
of 120 percent since beginning of war. 


REDWOOD—While continuing fair, some 
slackness is noted in the market, with no 
change in prices. Mill inventories are re- 
ported probably a little lower, and unfilled 
orders on the books are said to be still in 
pretty good volume. 


Portland, Ore. 


WEST COAST WOODS—The lumber mar- 
ket has turned “sloppy,” with prices. soft and 
orders showing further seasonal decline. In- 
tercoastal trade is particularly slow. New 
rates to Gulf ports are now in effect; they 
are $15 and $15.50 on lumber, and $1 to $1.47 
per square on_ shingles. Maritime labor 
troubles and congested docks have restricted 
California buying, but a very moderate busi- 
ness has gone forward by rail; prices are 
barely holding. Foreign business continues 
stagnant. 

WESTERN PINE operators report fairly 
firm market conditions, with orders recover- 
ing after a month of almost continuous de- 
cline; production will soon be curtailed by 
wintry weather. 


Tacoma, Wash. 


WEST COAST WOODS—The seasonal holi- 
day slump is evident throughout the indus- 
try. Inquiries and orders are down season- 
ally in all fields. Local business is good. 
Logging operations are steady throughout 
the district, with companies building up re- 
serves against the increased demand antici- 
pated after the first of the year. 


Kansas City, Mo. 


SOUTHWESTERN TRADE—A plan for 
putting idle American ships on trade routes 
abandoned by Europe's belligerents, was 
considered the most significant recent de- 
velopment for the southern pine industry in 
the Southwest, as millions of feet of lumber 
could be sold to foreign countries if ships 
were available. Lumber prices in the South- 
west showed no material change during the 
last week or so, and shipments continued to 
exceed production and sales. 


SOUTHERN PINE—The price differential 
between large and small mills appeared to 
be getting back to normal last week as 
some small operators reduced price lists 
about 50 cents on the average. Rains were 
reported to be cutting sharply into log pro- 
duction in some parts of the district. 


WESTERN PINES While new business 
was not particularly large, sufficient was 
booked to add to the difficulties of delivery. 
Prices are steady to strong. 


HARDWOODS—The market strengthened 
considerably last week as the result of lib- 
eral buying by furniture and oak flooring 
makers. Stocks in mill yards are smaller 
than they were a month or two ago. Unfilled 
orders were large. 


OAK FLOORING—The backlog of orders 
is large, and capacity operations are assured 
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for at least another six weeks. New business 
is light. 

SHINGLES—Some increase in demand was 
noted last week. The British Columbia mills 
are temporarily out of the picture. Prices 
are about 10 cents a square lower than they 
were a month ago. 


SASH AND DOORS—New price lists to be 
issued soon by sash and door operators 
should show increases in most items. The 
open weather has given plants some added 
business. 


Vancouver, B. C. 


BRITISH COLUMBIA MARKET—Despite 
delays and departmental confusion overseas 
in the allocation of tonnage, British Colum- 
bia lumber exporters are feeling more op- 
timistic as to moving the bulk of the great 
lumber order placed by the British Govern- 
ment. The United Kingdom has raised char- 
ter rates more in line with those obtainable 
elsewhere, with the result that quite a num- 
ber of ships have been fixed for loading. In 
several other foreign markets there has been 
noticeable improvement. The West Indies 
trade, for instance, which looked hopeless a 
few weeks ago, has been relieved by several 
charters of comparatively small vessels. The 
British market is reported to be interested 
in railroad ties, and it is understood that 
one or two cargoes have been placed. The 
greatest difficulty facing the mills is the 
uncertainty of loading dates, and the ad- 
justment of cutting programs to meet these 
conditions—a situation that adds consider- 
ably to operating costs. Japan is out of the 
market, and the Chinese can not buy, owing 
to exchange difficulties. Australian business 
has fallen off, although some orders have 
been placed with United States mills. South 
Africa is quiet, except for parcel business. 


FLOODS—Damages estimated at $500,000 
were receently caused in various timber op- 
erations on Vancouver Island by _ serious 
floods, by far the worst in the history of 
the island timber industry. 


Warren, Ark. 


ARKANSAS SOFT PINE—New business is 
considerably below production, even on the 
curtailed schedule of 42 hours weekly. Orders 
usually call for shipment after Jan. 1. Prices 
are holding up well due to the low condition 
of mill inventories. In No. 2 boards, 1x6- 
and 8-inch are very scarce, and in mixed cars 
$23 and $24 seem to be prevailing market. 
Some items of dimension are scarce, and No. 1 
prices are holding up well. 


SOUTHERN HARDWOODS—No large quan- 
tities have been sold recently, but a few in- 
quiries are now out for furniture woods. The 
oak flooring plants are not purchasing any 
stock, and flooring inventories are gradually 
increasing at most plants. 


Minneapolis, Minn. 


RETAIL—The latest report of the ninth 
Federal Reserve district shows that during 
last October 414 retail yards sold 15,821,000 
feet of lumber, as compared with 13,644,000 
feet in September, and 14,196,000 feet in Octo- 
ber, 1938. Stocks at 392 yards Oct. 31 totaled 
57,658,000 feet, as compared with 61,648,000 
feet Sept. 30 and 59,730,000 feet Oct. 31 last 
year. Total sales of all materials at 414 
yards totaled $3,073,100 during last October, 
$1,809,230 during September, and $1,917,260 
during October, 1938. : 


NORTHERN PINE—With production about 
over for the season, manufacturers find 
themselves with smaller stocks and more 
orders than for some years past. Stocks are 
not in good assortment in some cases. Prices 
have advanced on scarce items, and are hold- 
ing firm. 


MILLWORK—Sales are continuing at an 
unprecedented pace, considering the time of 
year. Warm weather has encouraged con- 
tinuation of small residential building. Some 
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items have advanced slightly and general 
advances are forecast. 


NORTHERN WHITE CEDAR—As demand 
slows seasonally, manufacturers are turning 
their attention to production. Stocks are low. 
Prices have not changed appreciably for some 
time. 


Birmingham, Ala. 


SOUTHERN PINE MILLS that sold heavily 
back in September and October, and have 
since taken on additional orders, are holding 
their prices at top; but the ones that sold 
stock on hand or that which they were able 
to produce for immediate loading, are now 
taking a few orders at a considerable price 
reduction, and give quick shipment on No. 3 
sheathing and flooring. No. 2 common or 
“D” 1x6- and 8-inch are now $17.50@18; di- 
mension has dropped an average of $2, and 
ceiling, siding, flooring and finish are down 
$1 to $3. No. 3 flooring, 1x4-inch, leads in 
demand. Bé&better finish, moulding, shelving 
in 1x12-inch, and special cutting, hold at top. 
Car decking is off $2. Badly mixed orders 
are usually priced higher than solid cars. 
Mill stocks are broken, but, with excellent 
weather, the mills are increasing production. 

Western pines—and especially sugar pine 
—fir and red cedar, are held to list. Sugar 
pine had advanced steadily. Plywood is 
strong. Shingles are weak. Door manufac- 
turers have made their second advance this 
fall, new list being one point up on doors, and 
25 cents up on garage doors. 


HARDWOOD FLOORING holds at Nov. 15 
level, and demand covers output. 


Shreveport, La. 


SOUTHERN HARDWOODS—Business has 
slowed up, but prices are unchanged. Cur- 
rent orders are mostly for delivery in the 
first quarter of 1940. At mills, there is very 
little surplus of any staple items. There has 
been practically no British buying since Sep- 
tember. 

SOUTHERN PINE—Stocks at the mills are 
pretty low. Practically all mills have very 
small assortments of No. 2 dimension, par- 
ticularly 2x4-inch, and the same applies to 
some board items, such as 1x6-inch No. 2 
S2S & CM. Prices are firm. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—While demand 
has declined to around 60 percent of normal 
production, and output is holding at around 
75 percent, shipments continue at around 88 
percent of normal. Prices remain firm, with 





in some cases being reported. Hardwood 
flooring manufacturers, however, claim that 
in some sections, of the South they are pay- 
ing from $1 to $2 more per thousand for 
flooring oak (mixed red and white) than they 
were three weeks ago. Gum continues in 
heaviest demand, with white oak a runner up. 


FLOORING orders continue to decline, but 
files of unfilled are still large, and are equiva- 
lent to stocks. Many items are far oversold, 
particularly red oak flooring in the popular 
2%-inch width. Prices are unchanged. 


Houston, Tex. 


SOUTHERN PINE—The market continues 
dull. Prices have been firm on most items, 
although some mills have reduced 1x8- and 
1x10-inch No. 2 shiplap, going price being $23, 
mill. The mills have good order files, but are 
constantly reducing them. Stocks at mills 
are low and badly broken. ‘Upper grades 
are very strong, particularly B&better and 
“C” flooring, B&better and “C” drop siding, 
and some items of “C” finish, particularly 
1x8-inch “C.’”’ Railroad demand, especially for 
car materials, is active. The mills are se- 
curing good prices for car decking, car sid- 
ing and framing. The export market is dull, 
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but some orders are coming through. South 
Africa is buying a good deal of mine material. 
Island and South American trade is good. 


HARDWoOODS—Inventories are continually 
being decreased and order files reduced. Oak 
flooring continues firm, with mill stocks in 
better shape, although below normal. Floor- 
ing oak stocks continue so far below normal 
that many flooring plants are unable to run 
to capacity. 


SHINGLES AND LATH—The shingle mar- 
ket has shown no improvement, and prices 
of many items have been slightly reduced. 
Pine lath stocks are low, and prices range 
from $3.50 @3.75 for No. 2, and $4.50@4.75 


Spokane, Wash. 


INLAND EMPIRE PINES—Business is in 
the usual holiday lull. Order files are being 
rapidly depleted. Unusually warm fall and 
winter weather has enabled many small mills 
to run later into the winter than usual, but 
most mills must soon shut down, and only 
those with hot ponds and dry kilns will be 
able to do a real job of filling orders. Prices 
are holding firm. 





Revised Connector Manual 
Includes Latest Data 


Wasuincton, D. C., Dec. 11—A revised 
edition of the Manual of Timber Connector 
Construction, providing the latest information 
on Teco timber connectors as applied to wood 
structures, has just been made available by the 
Timber Engineering Co., this city. Design and 
load information are given for three new types 
of connectors, as well as more complete data on 
split-rings, toothed-rings, and claw plates. The 
three new connectors, the shear plate, spike- 
grid and clamping plate, have been found to 
be of considerable value. The shear plate per- 
mits the assembly of timber joints with con- 
nectors under circumstances not possible with 
former connector types; the spike-grid fills the 
need for attaching a timber with a flat face 
to a round pile; and the clamping plate offers 
a method for improving the connections be- 
tween railroad ties and timber guard rails. 

With the large number of additional tests on 
which to base load information, it was possible 
to introduce several new and important fea- 
tures into the Manual. Connectors may now 
safely be used in lumber of lesser thickness 
than heretofore; permissible increases in loads 
are allowed for wind, earthquakes, and impact 
stresses; a wide range in spacings of con- 
nectors and end and edge margins provides for 
increased efficiency in locating connectors in 
joints; and a table of dimensional properties of 
timbers furnishes necessary timber design in- 
formation. The design and technical informa- 
tion presented in the Manual was prepared 
by J. E. Myer, research engineer for the Tim- 
ber Engineering Co., from test data of the 
Forest Products Laboratory, Madison Wis., 
and from conferences with members of its staff, 
also from test information secured in private 
laboratories. 

A copy of the Manual will be sent gratis 
upon written request to the Timber Engineer- 
ing Co., 1337 Connecticut Ave., Washington, 
D. C. A set of loose-leaf charts for ‘eter- 
mining load values graphically for split rings, 
toothed rings, sheer plates and claw plates also 
will be sent upon request to those preferring 
data in this form. 





THE $3,964,431,000 assets of the 3,892 sav- 
ings, building and loan associations which are 
members of the Federal Home Loan Bank 
System constitute 66 percent of the assets of 
all 8,194 such associations in the United States. 
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ployes of the Bentley or- 
ganization unite in sending 


Christmas 
Greetings 


We thank you for your con- 
fidence and good will, as 
indicated by your handling 
of our products during 1939 
and through the years. 


We wish you every Christ- 
mas joy and hope that 1940 
will be a happy and pros- 
perous year for all of you. 
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Wedonot make the Most 
Oak Flooring, but we Do 
make the BEST 
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OAK FLOORING 


-CAREFULLY SELECTED LUMBER- 
-PROPERLY KILN DRIED-- 
-PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 


Have You a 


Lumbermen Problem to Solve? 
in logging, log transportation or harvesting tan bark 
= turpentine economically? ‘‘Logging’’ will tell 


how. An_ invaluable 
LOGGING 


p+ lew book for logging 
superintendents, timber 
owners, etc. By Ralph C. Bryant 


Cloth, Postpaid $4.50. 
American Lumberman *5 


4318. Dearborn 
t., Chicago 
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BOSTON, MASS. 
[F. J. Caulkins] 


WEST COAST WOODS—tThe retail dealers 
have fairly well rounded stocks of fir and 
hemlock dimension, but are somewhat below 
normal in their supply of boards, which have 
arrived sparingly through the past six to 
eight months. West Coast cargo receipts at 
the Boston terminals in November, compiled 
exclusively by AMERICAN LUMBERMAN, reached 
a total of 7,640,714 feet against 11,866,738 feet 
in October, while the average in November 
in the previous ten years was 7,766,530 feet. 
In the first 11 months of 1939, the total was 
94,681,285 feet, and compares with 72,275,737 
feet in 1938, while the average in that period 
in the past nine years was 98,497,708 feet. 
Orders from the yards in the form of mill 
shipment lots dropped to a low point dur- 
ing the past fortnight, in face of a price drop 
in early November ranging from 50 cents to 
$1. For an ordinary run of fir dimension, the 
discount from page 16 of the price manual, 
c.if. the local docks, is $7. The yard men 
have been picking up small lots as needed 
from local wholesale stocks, where the small 
scantling sizes hold quite steady at the $5.50 
discount, with the 2x6- and 8-inch, and 3x4- 
and 4x4-inch at $5 off, and the 10- and 
12-inch plank and large timbers at $4.50 off. 
Mill shipment orders for hemlock dimension 
are only $1l-cheaper than fir, while at the 
local wholesale yards the discount is $6.50 
from page 16. 


EASTERN SPRUCE—While the price level 
for spruce, delivered at New England points, 
remains static, current and future price 
trends will be influenced chiefly by the Tim- 
ber Control officials at the War Office in Eng- 
land, as they draw upon Canadian stocks. 
Estimated allied requirements of softwoods 
for the first war year have been fixed at 2,376,- 
000,000 feet, with the Canadian Provinces a 
potential supplier up to approximately two 
billion feet. With maximum production liter- 
ally preempted for war purposes, if needed, 
the outlook for spruce for delivery at New 
England points in the months that are ahead 
is decidedly hazy, so Maine mills will be the 
chief source of supply. The winter mills will 
swing into action around New Years. In this 
uncertain situation, little business has been 
booked through November, and offices here 
expect little buying before mid-January. The 
scantling sizes of dimension, 2x3- and 4-inch, 
are steady at $32@34, delivered at Boston 
rate points, and move along up to $41@43 
for the 2x10- and 12-inch. There are no sur- 
plus offerings of dry boards, with the 1x4- 
and 5-inch firm at $33@36, and up to $42@46 
for the 10- and 12-inch. 


LATH AND SHINGLES—The call for lath 
is at the low point of the year, with most 
sales of 1%-inch at $3.50, and the 1%-inch at 
$4@4.25. Stocks of white cedar shingles are 
in close balance with demand, and are uni- 
formly held at $4.35 for the extras; $3.95 for 
clears, and $3.20 for 2nd clears and clear 
walls. British Columbia shippers have 
stepped back into the market with offerings 
of red cedar shingles for shipment after 
Jan. 1 at $4.94 for the 18-inch Perfections, 
delivered at New England points by rail, and 
$3.99 for the 2’s. For the 16-inch 5X, quota- 
tion is down at $4.36, with the 2’s at $3.61, 
and 3’s at $2.96. These new Jan. 1 prices 
by the British Columbia shippers show few 
and unimportant changes since their with- 
drawal early in October. The Washington 
product holds at the price level previously 
quoted, which is in close line with British Co- 
lumbia quotations. 


PINE BOXBOARDS The call for inch 
round edge continues to absorb all offerings, 
as the box shops endeavor to cover current 
requirements from scant production at the 
mills. The price range f.o.b. the mill yard 
is. from $13 for the poorer lots, to as high 
as; $16 for the better class of wide boards. 
For the square edge of the box grades, prices 
are somewhat unsettled, due to large hold- 
ings at the mills, plus the large stock of 
hurricane lumber salvaged by the Govern- 
ment. Most sales of the No. 3 grade of box- 





Amermcan fiumberman 


Eastern Trade News 


boards, 6- to 10-inch, are at $32@34, with 
the No. 4 boards offered as low as $22, and 
as high as $28@29. 


EASTERN HARDWOODS—Adirondack, 
Pennsylvania and Canadian maple is well 
sold up, and firm in price, with most mills 
reporting order files that will absorb produc- 
tion through the winter. The log input last 
winter was well below normal, and, while 
some of the larger mills plan a larger cut 
this season, the total log input will not be 
materially increased. Chief outlet for both 
maple and birch is to the furniture factories. 
inch FAS maple sells at a range of $80@85, 
with the 2-inch at $100. Good inch biren is 
quoted at $78@82, with the 2-inch at $95. 
There is little activity in heel maple. Most 
shops held over a fair supply from last sea- 
son. The annual shoe style show at Boston 
last week forecast a busy season at the 
shoe factories, which opens in mid Decem- 
ber and continues through May. To the heel 





Furniture Plant Kiln Drying Ma- 
jority of Production 


HAGERSTOWN, Mbp., Dec. 11.—The Statton 
Furniture Mfg. Co., here, producer of Trutype 
Early American reproductions, maintains an 
open line of more than 400 individual patterns 
which are sold to the better class of furniture 
and department stores throughout the country. 
The entire plant is one of the most modern and 
up-to-date in the industry and the company is 
a large user of solid mahogany and also uses 
a considerable quantity of maple. 

A Moore cross-circulation kiln was recently 
put into operation to season the woods used. 
With modern drying facilities, the company is 
now kiln drying practically all lumber used in 
the plant and securing a better type of season- 
ing. After operating the kiln a short time, Vice 
President E. J. Smead estimates that at the 
present rate of operation the kiln will pay for 
itself in one year. The kiln, using a cross- 
piling system of loading, has a large holding 
capacity and is equipped with a Moore Auto- 
graphic Controller, which records and regulates 
thermostatically the drying elements inside the 
kiln. Reversible cross-circulation seasons the 
cross-piled loads uniformly to the desired mois 
ture content. 

In addition to Mr. Smead, other officers of 
the company are P. A- Statton, president, and 
H. B. Statton, secretary. J. A. Warlow is 
superintendent and Guy Crone, kiln operator. 
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shops, 2-inch maple plank, to grade No. 2 
common and better, sell at $76@80, with the 
short cross-cut stock $2.50@5 higher. 


Leslie S. Bean, director at the central office 
at Boston of the Northeastern Timber Salvage 
Administration, left Boston on Dec. 7 for a 
vacation at his old home in Missouri. 


George Walter Schryver, known best to the 
lumber personnel of New England as the driv- 
ing force in the Taconic Lumber Co., at Wil- 
liamstown, Mass., and who for the past year 
served as chairman of the Republican State 
Committee in Massachusetts, was on Dec. 6 ap- 
pointed by Gov. Saltonstall as associate com- 
missioner of public works. The appointment 
is for a period of three years, and carries an 
annual salary of $6,000. 


NEW YORK, N. Y. 


The combination of holidays, the approach of 
the annual inventory period, sporadic labor 
troubles with local truckmen, and the longshore- 
men’s and seamen’s strikes at San Francisco, 
plus the uncertainty as to ocean transportation 
rates in the intercoastal trade, have combined 
to hold transactions in lumber in check through 
November, and none of these factors have been 
eliminated at this writing. The trucking situa- 
tion in Brooklyn and on Long Island has be- 
come more serious daily, as the union lead- 
ers attempt to force the non-union truckers 
to come into the fold. Interference with the 
movement of lumber from the docks and 
yards resulted in a call for a meeting of the 
New York group of intercoastal shippers on 
Tuesday, Dec. 6, when the situation was thor- 
oughly canvassed. Receipts of fir and hem- 
lock by water in November fell substantially 
below the figures for recent months. Many 
of the orders booked during the buying surge 
in late August and September have not 
reached the docks here, due chiefly to the 
searcity of ship space. Buyer and seller alike 
are confused by the attitude of the ship 
owners as to the intercoastal lumber rate. 

Wholesale distribution yard stocks nave 
been drawn upon heavily in supplying small 
lots of fir dimension and boards to dealers. 
Dealers who have delayed ordering round-lot 
schedules for direct mill shipment, now find 
that loadings can not be assured before early 
February, and the November drop of $1 in 
delivered costs has encouraged the placing 
of a number of schedules ranging from 200,- 
000 to 500,000 feet for delivery in March. 
Standard lots of fir dimension are held at 
the $7 discount from page 16 of West Coast 
list 33, with hemlock dimension—still very 
searce at the mills—taking the $8@8.50 dis- 





count. Spot stocks of boards are well sold 
up and firm at $30 for No. 2 and $27@27.50 
for No. 3. 

Eastern spruce is seasonally inactive 
though, by reason of light supplies at the 





the entire fan system 


Guy Crone, kiln operator for the Statton Furniture 
Mfg. Co., is shown standing beside the control room 
of the new Moore kiln installed by the furniture manu- 
facturer. The inside of the control room is shown in 
the circle. Note that one motor and drive operate 
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mills both in Maine and Canada, for delivery 
either by water or rail, quotations are very 
firm and order files at the mills cover produc- 
tion well over into January. Canada is all 
set to supply nearly two billion feet of 
spruce to the Timber Control of England 
through 1940, and if this amount is called 
for, there will be little available for the 
New York market. Random cargoes of 
scantling and timber are priced at $34@36. 
For rail deliveries at Harlem River rate 
points, the 2x3- and 4-inch dimension is firm 
at $34@35, with the 10- and 12-inch at 
$43@45. The call for boards has dropped off 
sharply but, as there is no pressure to sell, 
prices are firm at a range from $35 for 1x4- 
inch, rough or dressed, to as high at $44@45 
for the 10- and 12-inch. 

The contract has just been awarded the 
George A. Fuller Co., of New York, for the 
construction of ‘‘Vladeck Houses,’ a slum 
clearance project on the lower East Side to 
rehouse 1531 low income families. The loca- 
tion is about a mile from City Hall near the 
entrance to Williamsburg bridge. The con- 
tract includes plumbing and heating and is 
for $4,625,000. The bid also covers construc- 
tion of “‘Vladeck City Houses,” comprising 
240 dwellings on an adjoining site to be 
financed by the City of New York. Fully 
1,600 old-type dwellings have been razed, and 
foundations for the two projects have already 
been prepared under a separate contract. 


Buffalo, N. Y. 


The lumber trade has been favored with 
open weather, which has enabled building 
operations to be carried forward without in- 
terruption. Demand for lumber, however, 
has fallen off seasonally. Prices of some 
items in various woods have shown a slightly 
easier tone though no great weakness has 
developed. 

SOUTHERN PINE prices have been lowered 
because of the nearby adoption of lower 
freight rates. It is expected that dealers 
will hold off in many cases until the new 
rates become effective. 


HARDWOODS—Buying is largely confined 
to immediate needs. Consumers are making 
few additions to stocks though these are not 
heavy. Prices are holding about steady. 


WESTERN PINES are showing a steady 
tone, with numerous mills preparing to cur- 
tail seasonally. Few changes in prices have 
taken place lately. Common grades as a rule 
are called strong. 


NORTHERN PINE demand has fallen off 
to some extent. Retailers as a rule have 
small stocks. Prices in various grades are 
holding steady. 


Baltimore, Md. 


NORTH CAROLINA PINE.—Demand has 
kept up quite well in contrast to correspond- 
ing periods of other years. Contractors have 
been favored by mild weather. Box makers 
have been busy. Good dry stocks have been 
adequate but not in surplus. 


LONGLEAF PINE. — The movement has 
been of fair proportions, with large dimen- 
sions quite active. Prices are holding up well. 


WEST COAST WOODS.—Inquiry has been 
go00d and prices steady, and the movement 
has been rather less interfered with by labor 
troubles. Stocks are not excessive. 


HARDWOODS.—Stocks are none too plenti- 
ful and claims of an easing in prices are not 
heard. The requirements of many of the 
furniture factories keep up. Export trade 
is almost at a standstill. 


Norfolk, Va. 


NORTH CAROLINA PINE—The market re- 
cently has tended to improve; prices have 
not weakened further. Much small-mill com- 
petition has been eliminated because of the 
present wage-and-hour set-up. There has 
been a rather fair demand for B&better pine, 
rough and dressed, in mixed lots, but a little 
weakness appears to have developed in prices, 
though supply available for prompt shipment 
is small. There has not been very much de- 
mand for No. 1 common nor 4/4 edge box and 
4/4 stock Lox. Some large consumers of stock 
box, dressed, have been inquiring as to price. 
Retail yards are buying rough stock box all 
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the time, particularly in truckload lots, be- 
cause in buying air dried stock these dealers 
get a lot of the upper grades as “pickings.” 
Demand for mixed cars of dressed framing, 
to be shipped immediately for special jobs, 
has been better. Prices on dressed framing 
are strong, as the unsold surplus is rather 
small; 18- and 20-foot lengths are hard to 
buy at any price. Air dried roofers and 
boards have not been moving freely, but prices 
have been holding steady, because many mills 
are going to shut down indefinitely if prices 
go lower. Quotations on air dried roofers 
remain at $12 for 4-inch, $17.50 for 6-, 8-, 
and 10-inch, and $18 for 12-inch, f.o.b. cars, 
Georgia Main Line rate. 





Hymeneal 


The engagement of Miss Martha Turner, 
daughter of Mrs. John R. Turner of Tacoma, 
Wash., to Douglas Gonyea, son of Mr. and 
Mrs. Joseph H. Gonyea, also of Tacoma, has 
been announced. Mr. Gonyea, Sr., is vice 
president and treasurer of the Northwest 
Door Company of Tacoma, plywood and door 
manufacturers. Miss Turner, who is a grad- 
uate of Annie Wright Seminary in Tacoma, 
is now attending the University of Washing- 
ton, where she is a member of the Delta 
Gamma sorority. Mr. Gonyea attended the 
College of Puget Sound, and is a member of 
the Sigma Zeta Epsilon fraternity. He is a 
graduate of the University of Washington. 
The wedding has been set for January 3. 





WEYERHAEUSER-GREENLEAF—At _ All 
Saints Episcopal Church in Brookline, Mass., 
on Saturday, December 2, occurred the mar- 
riage of Carl Augustus Weyerhaeuser, son 
of Mrs. Charles A. Weyerhaeuser and the 
late Mr. Weyerhaeuser of St. Paul, Minn., 
to Miss Edith Eleanor Greenleaf, daughter 
of Mrs. Henry S. Greenleaf of Brookline and 
the late Colonel Greenleaf of the Medical 
Corps U. S. A. The Rev. Harold Bend Sedg- 
wick, rector of the church, officiated at the 
evening ceremony. The matron of honor was 
Mrs. Walter S. Rosenberry Jr. of St. Paul, 
sister of the groom. The maid of honor was 
Miss Elizabeth Greenleaf of Brookline, sister 
of the bride. Walter S. Rosenberry Jr. of 
St. Paul served as best man. The bride is 
a graduate of Smith College and the groom 
a recent graduate of Harvard. They will make 
their home in Wilton, Connecticut. 


FAIRHURST-MORGAN—Miss E'velyn Mor- 
gan of Seattle was married to Cyril J. 
Fairhurst of Tacoma at the Church of the 
Immaculate Conception in Seattle, December 
2. The bride is the daughter of Mrs. George 
E. Moser of Seattle. Mr. Fairhurst is the 
son of Mr. and Mrs. Cyril J. Fairhurst of 
Tacoma. Miss Dorothy Fairhurst, sister of 
the bridegroom, was maid of honor. The 
bridegroom is the son of the secretary-treas- 
urer of the China-America Corporation, the 
Fairhurst-Lumber Company and the Tacoma 
Eastern Timber Company and is employed in 
the sales department of the Fairhurst Lum- 
ber Company. The bridegroom attended Gon- 
zaga University and Mrs. Fairhurst attended 
Dominican College in San Rafael, Cal. Fol- 
lowing a honeymoon trip, they will make 
their home in Longview, Wash. 





HULBERT-DELATEUR — Frederick Hul- 
bert, son of Mr. and Mrs. Frederick H. Hul- 
bert of Aberdeen, Wash., was married _ to 
Miss Elizabeth DeLateur, daughter of Mr. 
and Mrs. A. J. DeLateur of Hoquiam, Wash., 
at Our Lady of Good Help Catholic Church 
in Hoquiam December 1. The bridgegroom 
is a member of a family prominent in the 
Grays Harbor lumbering industry. They will 
make their home in Portland, Ore. 


BRITT-LANIER—Miss Mag Alma Lanier, 
daughter of Mr. and Mrs. G. W. Lanier of 
Amherst, Texas, was married to Donald Britt, 
Nov. 18, at the home of the groom’s brother, 
Mr. and Mrs. Wade Britt, in Lovington, New 
Mexico. The groom is the son of Mr. and 
Mrs. D. L. Britt of Amherst, and is associated 
with the Kemp Lumber Co., Artesia, New 
Mexico, where the couple will make their 
home. 


KELLOGG-PULLIN—Miss Jewel Pullin, 
daughter of Mr. and Mrs. George Pullin, was 
married to William Kellogg, son of Mrs. 
George Slough, Nov. 25, at the St. James 
Episcopal Church in Birmingham, Mich. After 
a honeymoon to Canada the young couple will 
make their home in Lapeer, Mich., where Mr. 
Kellogg is employed by the F. R. Cutting 
Lumber Co. 


DAY-HUSSEY—A friendship of many years 
was culminated recently by the marriage of 
Miss L. Alice Hussey, for 36 vears a teacher 
at a Minneapolis high school, to Eugene Day 
of Balboa, Calif., retired vice-president of 
the South Side Lumber Co., Minneapolis, 
Minn. The marriage took place in Las Vegas, 
Nev. The couple will live in California. 
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Newsy Notes of Persons and Places 


and OFFICE 








E. C. Wert, vice president of the Long Lake 
Lumber Co., Spokane, Wash., is home again 
after a ten-day trip east as far as Minneapolis. 

Willard Farris of the Farris Hardwood 
Lumber Co., Nashville, Tenn., visited friends 
in Chicago, Dec. 11, en route home from a trip 
to Canada. 


A business trip was made to Salt Lake City 
and Denver by plane recently by Mason E. 
Kline, sales engineer of the Union Lumber Co. 
in San Francisco. 


William C. Deering, president of the John 
Dower Lumber Co., has just been elected to 
the board of trustees of the Tacoma, Wash., 
Chamber of Commerce. 


Harold French formerly with the Central 
Pennsylvania Lumber Co., Sheffield, Pa., has 
joined the staff of Gardner W. Taylor Lum- 
ber Co., New York City. 

H. y. Bratlie of Bratlie Bros. Mill Co., Ridge- 
field, Wash., was re-elected mayor of that city 
at the election, Dec. 5. He received all but 
two of the ballots cast for the post. 


A. D. Bell, Jr., of the Hammond Redwood 
Co., San Francisco, is spending several weeks 
in southern California calling on the trade, and 
is using Los Angeles as his headquarters. 


Don Lawrence, assistant general manager of 
the Weyerhaeuser Sales Co., Spokane, Wash., 
is back in his office following an absence of 
about two months in St. Paul and the East. 


F. S. Moneyhon of the retail lumber firm of 
G. W. Moneyhon Co., Augusta, Ky., was elected 
a director of the Kentucky Merchants Associa- 
tion at the annual meeting in Louisville re- 
cently. 

The R. T. Jones Lumber Co., Inc., North 
Tonawanda, N. Y., received ten cargoes of 
Canadian white pine during the season of lake 
navigation just closed. The last vessel brought 
a total of 1,800,000 feet. 


Recent visitors to the Buffalo, N. Y., lumber 
offices included: R. H. Robinson, president of 
the Ottawa Valley Lumber Co., Montreal, and 
L. W. Rick, Pittsburgh, representative of the 
Weyerhaeuser Sales Co., St. Paul, Minn. 


Corydon Wagner of Tacoma, Wash., vice 
president of the St. Paul & Tacoma Lumber 
Company, has been notified of his selection on 
the resolutions committee of the National Asso- 
ciation of Manufacturers, which will formulate 
industry’s platform for 1940. 


A visit was paid to the AMERICAN LUMBER- 
MAN office in Chicago last week by E. E. Dick- 
son of the City Lumber Yard, Iron Mountain, 
Mich. Mr. Dickson is secretary-treasurer of 
the Cloverland Retail Lumbermen’s Club. 


James E. Morris of Tacoma, Wash., assistant 
general manager of the Weyerhaeuser Sales Co., 
was admitted to United States citizenship 
by Judge Lloyd L. Black in Federal district 
court in Tacoma Nov. 27. Mr. Morris was 
born in Goderich, Canada, and entered the 
United States Nov. 10, 1911. 


Operations of E. C. Atkins & Co., Indian- 
apolis saw manufacturers and one of that city’s 





Lumber Industry Figure Added to 
Shingle Bureau Staff 


Detroit, Micu., Dec. 11.—Francis D. 
Holmes, who has been manager of the Tri- 
County Lumber Exchange, here, has_ been 
named eastern field representative of the Red 
Cedar Shingle Bureau of Seattle, Wash. Mr. 
Holmes’ work will cen- 
ter largely in the Great 
Lakes territory and 
eastward to the At- 
lantic seaboard. His 
addition to the staff is 
another step toward 





FEF. D. HOLMES, 
Detroit, Mich.; 


Joins Staff of Red 
Cedar Shingle Bureau 





the Bureau’s goal of 
complete and undivided 
co-operation with lum- 
bermen throughout the 
nation. 

Mr. Holmes’ experi- 
ence in the lumber field 
ranges from retail yard 
work to. association 
management, and from NRA duties with the 
Federal government to associate editorship of 
trade publications. He is recognized as one 
of the country’s foremost lumber business an- 
alysts, and has written numerous articles in 
this field. At one time Mr. Holmes served as 
field secretary of the Ohio Association of Re- 
tail Lumber Dealers. 
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Merry Christmas 


Holiday greetings and the best of good wishes to 
all our customers and friends. Thank you for. the 
favor of your patronage during this and former 


years. And here's our sincere hope that all good if 


things may come to you in Nineteen Hundred Forty. 


Burrus Lumber Company 
BEAUMONT, TEXAS 
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oldest manufacturing firms, were described to 
Indianapolis Rotarians recently by Henry C. 
Atkins, president. The concern was founded 
in 1857, has been in continuous operation ever 
since, and is now run by the fourth generation 
of the family. 


His annual trip through the Midwest and on 
to the West Coast has been started by H. A. 
Crane, president of the Dealers’ Warehouse 
Supply Co., Inc., Baltimore, Md. He expects 
to visit St. Louis, Memphis, San Francisco, 
Portland, Seattle, and other cities before re- 
turning home by way of Chicago, in which a 
stop will be made. 


H. J. Abbott, San Francisco, Calif., mill sales 
representative of Union Lumber Co., will trans- 
fer from the San Francisco sales office to mill 
headquarters at Fort Bragg, Calif., where he 
will continue his present duties, which include 
the handling of advertising. Mr. Abbott re- 
turned a short while ago from a period at the 
Chicago office. 


Charles J. Harris, eastern representative of 
the Winton Lumber Sales Co., Minneapolis, 
called on the firm’s distributors in Baltimore, 
Md., last week. He said that the company 
had set a new record for volume, and _ that 
business was gratifying. The concern handles 
Idaho white pine, Ponderosa pine, western 
white spruce and sugar pine. 


J. W. Ettinger and son, James, of Halifax, 
Pa., inspected timberland in Peters Mountain 
recently for Charles Cook, producer of mine 
material and lumber manufacturer in Eliza- 
bethville, Pa. Mr. Cook has several mills cut- 
ting lumber and taking out mine props. He 
left recently for, Missouri to purchase several 
hundred mules for the hard coal mines. 


Plans for reopening the Coal Creek Shingle 
Mill in Chehalis, Wash., about the first of the 
year were revealed tast week by Thomas E. 
Cole, manager of the Twin City Shingle Co., the 
co-operative firm that will operate the plant. 
The plant has been closed for about a year. 
Cedar logs are now being dumped into the mill 
pond and the plant is being repaired for open- 
ing. 


Leo G. Opsahl, sales manager of the Red 
River Lumber Co., Westwood, Calif., is mak- 
ing a seasonal trip through States in the Mid- 
west and East to call on the company’s regional 
offices and the trade. He expects to return to 
Westwood, Dec. 15. Louis Dixon of the gen- 
eral sales staff of the firm is making an ex- 
tended trip through the South and middle West 
to contact customers. 


Arthur Koehler, wood technologist connected 
with the Forest Products Laboratory in Mad- 
ison, Wis., recently inspected the timber and 
lumbering operations of Crossett (Ark.) Lum- 
ber Co. Accompanied by R. R. Reynolds, su- 
pervisor, he also visited the Crossett experi- 
ment forest near Crossett. He was impressed 
by the high quality of lumber being produced 
through the company’s selective program. 


J. E. Smith, sales manager of the box depart- 
ment of the Brooks-Scanlon Lumber Co., Bend, 
Ore., has moved to San Francisco to take 
charge of the sales office of the newly organized 
Western Box Distributors, a non-profit organi- 
zation to handle shook sales of a group of Cali- 
fornia and Oregon mills. Mr. Smith was with 
the Brooks-Scanlon firm for 21 years. He is 
succeeded by Loyde Blakley. 


Six drivers for the Brown Co., Inc., Sheldon, 
Tex., have finished a year of driving without 
an accident or traffic violation conviction, and 
have received bronze medals from an insurance 
company which sponsors Safe Drivers Clubs. 
The truck pilots for this lumber manufacturing 
company earning the awards are: David Guinn, 
Walter Johnson, Felix Diloughy, Roy Fleming, 
Delbert Johnson and Ed Lewis. 


Carlos W. Stone, who has been employed by 
the Clark County Lumber Co. at Springfield, 
Ohio, for twelve years, has been named vice 
president of the concern. He succeeds H. W. 
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Ballinger, who has held thé position for twenty- 
seven years. Mr. Stone was employed first as 
mill superintendent, and for the past two years 
has been assistant manager. Lewis Stone, his 
brother, is mill superintendent at present. 


T. M. Shields, western sales manager for 
the Simonds Saw & Steel Co. with headquar- 
ters in Seattle, Wash., has been elected presi- 
dent of the Arctic Club, one of Seattle’s oldest 
and most prominent men’s social organizations. 
Mr. Shields is known wherever lumber or shin- 
gles are made in Washington. He is a veteran 
saw man and always in demand at lumber gath- 
erings due to his Irish stories and his histri- 
onic ability. 

Ricardo J. Gutierrez, manager of Redwood 
Export Co., San Francisco, Calif., which han- 
dles export sales of the California redwood 
industry, left the city recently on an air trip 
through Central and South America calling on 
redwood importers. He will visit Guatemala, 
Honduras, El Salvador, Costa Rica, Nicaragua, 
Panama, Peru, Chile, Argentina, Brazil and 
Venezuela. He is expected back during Feb- 
ruary. 

W. W. Hood, Waycross, Ga., has resigned 
as assistant district forester to take a position 
with Timberlands, Inc., wood procurement di- 
vision of the Brunswick Pulp & Paper Co. He 
is succeeded by E. O. Brown, formerly in the 
Albany district. Mr. Hood served as forester 
for the Coastal Flatwoods project near Way- 
cross during the early stages of the develop- 
ment as an employee of the Federal Govern- 
ment. When the project was leased to Georgia, 
he accepted a position as assistant district for- 
ester. 

R. C. Schulz, Laurel, Miss., who during his 
active career with the lumber industry served 
at different times as sales manager of the H. 
W. Wright Lumber Co., Merrill, Wis., the 
Sawyer-Goodman Co., Marinette, Wis., and the 
Marathon Co. in Laurel, Miss., is spending the 





Bags Winter Meat Supply 


PHOENIX, ArIz., Dec. 11—The accompanying 
picture shows Hawk Huey, local commission 
lumberman, with the bull elk which he killed 
recently in the Sitgreaves National Forest of 
Arizona. “One shoulder shot from the 35 folded 





him up,” the lumberman-hunter wrote the 
AMERICAN LUMBERMAN. Since the elk weighed 
650 pounds, Mr. Huey figures that he has taken 
care of the winter meat supply! 
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winter with Mrs. Schulz at Evanston, IIL, 
where their married daughter resides. Mr. 
Schulz spent part of the day, Dec. 5, visiting 
old acquaintances in Chicago. It was the first 
time he had been in the city since 1914, when 
he went South. 


Tacoma and Seattle lumbermen presented the 
program at the monthly meeting of the Tacoma 
Woman’s Club, Dec. 8. Arrangements for the 
program were in charge of Roderic Olzendam, 
public relations director for the Weyerhaeuser 
Timber Co. Speakers included W. H. Price, 
manager of the Weyerhaeuser Timber Com- 
pany’s reforestation and land department; R. T. 
Titus, of the trade promotion department of the 
West Coast Lumbermen’s Association of Seattle 
and W. E. Difford, managing director of the 
Douglas Fir Plywood Association. 


The Newfane (N. Y.) Lumber & Manufac- 
turing Co., Inc., has bought the plant, equip- 
ment and land of the Hercules Powder Co. at 
Lockport, N. Y., and after alterations will open 
a lumber yard, mill and building supply busi- 
ness about next spring. The Newfane plant 
will be continued at its location about eight 
miles from Lockport. The Newfane Lumber 
Co. was founded in 1887 by Charles J. Miller, 
James A. Kelley and S. D. Redmend. The pres- 
ent owners acquired the stock of the company 
in 1919. The officers are: Charles D. Taylor, 
president; John R. Henning, first vice-presi- 
dent; M. J. Evans, second vice-president ; Sum- 
ner G. Evans, secretary; John B. Henning, 
treasurer. 


RETAIL YARD CHANGES 


MANCHESTER, OKLA.—Forrest Cain has re- 
placed Leroy Smith as manager of the Rock 
Island Lumber Co. here. Mr. Cain has been 
with the same concern in Tonkawa. 





AMARILLO, TEX.—James Loftrs has become 
sales manager for the city yard here of the 
Panhandle Lumber Co., Inc. He has been em- 
ployed by W. A. Hays & Son in Blackwell, 
Okla. 





Company Makes Personnel Changes 


LoncvieEw, WaASH., Dec. 9.—Promotion of 
George W. McGaw, chief clerk of the Long- 
view division of the Long-Bell Lumber Co. to 
be the company’s assistant comptroller was an- 
nounced here yesterday. He will assume his 
new duties in the Kansas City office Dec. 15. 
He has been in the company’s employ since 
1915, and has been stationed here since 1923. 

Mr. McGaw’s position here will be taken by 
A. L. Bogan, formerly assistant chief clerk of 
the Longview division. Mr. Bogan will be suc- 
ceeded by M. O. Kelly of the accounting staff 
of the Longview office. Other changes in the 
accounting department personnel include trans- 
fer of Vern C. Hanson from Ryderwood to this 
city. H.R. Anderson will assume Mr. Kelly’s 
duties. As the result of Mr. Hanson’s transfer, 
promotions have been made at the Ryderwood 
office affecting Herbert Cowan, K. L. Loren, 
Fred Gallanty and George C. Becker. 


Partner Added to Wholesale Firm 


New York City, Dec. 11.—George F. Bod- 
fish, Jr., lumber wholesaler, announces that 
Joseph S. Nash will be associated with him 





after Jan. 1, and will cover the metropolitan 
territory. At the same time, southern and Ap- 
palachian hardwoods, northern hard _ rock 


maple flooring, and southern oak, maple and 
yellow pine flooring will be added to the Bod- 
fish line. 

Mr. Nash is well known in the territory 
through his wholesale and retail experience 
during the past 24 years. He is a charter 
member of the New York Lumber Trade As- 
sociation, and has always been a worker for 
the organization. 

Mr. Bodfish has operated here for over 30 
years, and introduced many Inland Empire 
species to the territory. He has specialized in 
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* Memphis, Tenn. * 
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Wire for quotations. 





Richard Shipping Corp. 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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Sent to Employees of 
LUMBER DEALERS 


This Free Trial Lesson on “‘How to Read Blue 
Prints,““ and a set of blue print plans,—to 
show you how this 36 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building os 
urge employees to get this training. For Free 
Trial Lesson address: 
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$-423 Tr ch Bldg. 118 E. 26th St., Chicago, Ill. 
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A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








FRED C. KNAPP, Portland, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 
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genuine Idaho white pine, Ponderosa and Cali- 
fornia sugar pine, fir, cedar, Engelmann spruce 
and larch. He is, likewise, a charter member 
of NYLTA, and belongs to the National- 
American Wholesale Lumber Association and 
Empire State Lumber Salesmens Association. 





Alabama Firm Changes Name 


Setma, Ata., Dec. 11.—It is announced by 
C. H. Sims, that the Sims-Morgan Lumber 
Co., which has served the trade for twenty 
years, is now the Sims Lumber Co. The new 
partnership consists of Mr. Sims, Edgar Shef- 
field and C. H. Sims, Jr. 

The company is in a position to grademark 
any of its stock under the rules of the South- 
ern Pine Association, and all of its lumber is 
Dowicide dipped. The concern is equipped with 
a moulder, band re-saw and a dry kiln, and 
cuts special orders in long or short leaf pine. 





Mill Superintendent from Burma 
Visits Sawmill Plant 


Otean, N. Y., Dec. 11.—An interesting visit 
was had here recently by Clark Brothers Co. 
and R. S. Drake, mill superintendent of the 
Bombay-Burmah Trading Corp., Rangoon, 
Burma. The accompanying photograph shows 
D. D. Tefft, sawmill engineer of Clark Brothers 
Co. on the left, and Mr. and Mrs. Drake. It 





was taken at the Booher sawmill, Syracuse, 
= is equipped with a Clark 42-inch band 
mill. 

The Bombay-Burmah Trading Corp. is well 
known to all users of teak wood. The firm has 
been shipping teak from the forests of Siam 
for at least 45 years, and is operating six band 
sawmills in the Far East to produce teak wood. 
Mr. Drake interested his hosts with his discus- 
sion of teak and the forests in Siam, and said 
that elephants are still used in producing the 
wood. His company recently secured a large 
order for teak planking from United States 
shipyards. 





Canada's October Imports 


MonTREAL, QueE., Dec. 12.—Canada’s imports 
of lumber, coming largely from the United 
States, were higher in October, amounting to 
9,837,000 feet, valued at $463,241; compared 
with 6,952,000 feet at $302,950 in September, 
and 5,755,000 feet at $241,423 in October, 1938, 
reports the Dominion Bureau of Statistics. 
Total imports during the ten months ended 
October were lower, 61,973,000 feet valued at 
$2,650,678, compared with 70,065,000 feet at 
$2,789,304 in same period last year. 


American fiumbherman 


December 16, 1939 





| THE BUSINESS RECORD 








Business Changes 


ALABAMA. Selma—Sims-Morgan Lumber Co. 
succeeded by Sims Lumber Co. 

ARIZONA. Willcox—R. G. Lewis succeeded by 
Willcox Lumber & Supply Co. 

ARKANSAS. Calico Rock—H. H. Ducker Lum- 
ber Co. planing mill and lumber stock purchased 
by Arkmo Lumber Co.; H. H. Ducker retains a 
sawmill. 

Carlisle, Clarendon and Cotton Plant—Southern 
Lumber & Supply Co. succeeded by John M. McLeod 
Lumber Co. 

Harrison—Mo-Ark Lumber Co. succeeded by 
Price Box & Basket Co. 

Pine Bluff—Citizens Lumber & Supply Co. suc- 
ceeded by Fleishel Lumber Co. 

CALIFORNIA. Bakersfield—The entire stock of 
the Langston Lumber Co., on Norris Road near 
Bakersfield, has been acquired by the W. A. Min- 
ner Lumber Co. and the Langston business is being 
liquidated by Minner. 


FLORIDA. Baldwin—Montbrook Crate Co. suc- 
ceeded by Baldwin Crate Co. (Inc.). 

Jacksonville—Ford Millwork Co. succeeded by 
Lide Millwork Co. (Inc.). 

River Junction—Wagner Crate Co. succeeded by 
Neal Lumber & Manutacturing Co. 

GEORGIA. Rome—J. T. Chandler succeeded by 
Thurman Chandler. 

IDAHO. Weippe—Chapin Cedar Co. assigned to 
A, W. Tenglund, 

ILLINOIS. Chicago—Arrow Furniture & Nov- 
elty Manufacturing Co., 1910 Wabansia Avenue, 
succeeded by Century Furniture Co. 

Freeburg — Charles Schiek succeeded by Arch 
Weihl. 

Lawrenceville—Scholler-Stafford & Jones sold 
sawmill to Forest Lumber & Manufacturing Co. 

INDIANA. Williamsport—Roy Fox succeeded by 
J. M. Miller. 

IOWA. New Hampton—New Hampton Lumber 
Co. hereafter will be known as the Eclipse Lumber 
Co.—the change being in name only. 

Pella—Kuyper Lumber Co. succeeded by Kuyper 
Building Material Co. 

Waterloo—The Fullerton Lumber Co. of Minne- 
apolis, Minn., has purchased the interests of Stan- 
ley D. Moore, A. A. Moore and L. A. Moore in 
Dunkelberg, Leeper & Co. (Inc.), it was announced 
by L. Clark Leeper, president of the Waterloo 
firm. The name of the new firm will be Fullerton 
Lumber Co. Mr. Leeper wil remain as general 
manager. 

KANSAS. Penokee—Collins Lumber Co. sold 
stock; the yard has been closed. 

MASSACHUSETTS. Westfield—Please see cor- 
rection below on this page to item appearing 
in this department in the Nov. 18 issue, concern- 
ing the Peck Lumber Co. and the Westfield Box 
& Lumber Co. 

MICHIGAN. Grand Rapids — Grand Rapids 
Woodcraft Corp. name changed to Sheboygan 
Woodcraft (Inc.), 

Saginaw—Germain Manufacturing Co. succeeded 
by Germain Products Corp. 

MINNESOTA. Floodwood — Floodwood Timber 
& Mercantile Co. succeeded by Hill Mercantile Co. 

MISSOURI. Orrick—F. P. Clark & Co. succeeded 
by Harrison’s Orrick Lumber Co. 

West Plains—West Plains Lumber Co. has been 
sold by Raymond D. Holt to Charles C. Meek Lum- 
ber Co. of Lockwood, Mo.; there will be no change 
in the name of the company. Mr. Holt did not 
sell the large buildings nor the block of land on 
which they are located, but has leased them to 
the Lockwood company. 

OHIO. Hillsboro—Globe Chair Co. succeeded by 
York & Foster (Inc.), 

TEXAS. Lamesa—Paulk Lumber Co. stocks will 
be moved to the home location of Randal’s Lum- 
ber Co., corner of North Second and Dallas Streets. 

WASHINGTON. Seattle—Superior Pole Treating 
Co. succeeded by Puget Timber Co., 5201 E. Mar- 
ginal Way. 

Yakima—Modern Lumber Co. succeeded by 
Cherry Lumber Co. 

WYOMING. Cheyenne—Disbrow & Co. (Inc.) 
succeeded by Lumber Dealers Supply Co. 

CANADA. MANITOBA. Dauphin—C. B. Steen 
succeeded by Dauphin Construction Co. (Ltd.). 


New Ventures 


CALIFORNIA. Bakersfield —Wingland Supply 
Co. has established a lumber and building mate- 
rials yard and office in Wingland Square, adjacent 
to the Kern County Airport, near Bakersfield. 

Stockton—Bruce Lumber Co. retail yard opened 
at Charter Way and Harrison Street. 

ILLINOIS. Plymouth—Frank H. DeWeese & 
Son added lumber and building materials to gen- 
eral store. 

MICHIGAN. Dearborn—Borin Lumber & Fuel 
Co. opened at 14210 West Chicago Boulevard; will 
carry in stock all materials needed in building. 

MISSISSIPPI. Ruleville—Dixon Lumber Co. has 
opened for business. 

NEVADA. Pioche—Hodges-Cook Mercantile Co. 
has recently completed construction of a new 
lumber yard on Meadow Valley Street. The firm 


will carry a full line of lumber and building ma- 
terials. 

NEW YORK. Brooklyn—East Flatbush Lumber 
Co. recently opened at 2109 Utica Avenue. 

Lockport—Newfane Lumber & Manufacturing 
Co. has purchased the plant, equipment and land 
of the Lockport branch of the Hercules Powder 
Co. of Wilmington, formerly the Papermakers’ 
Chemical Co. and will establish a lumber, millwork 
and building supply business. 

SOUTH CAROLINA. Chesterfield — Chesterfield 
Lumber Co. recently began business. 


Incorporations 


CALIFORNIA. Van Nuys—Val Verde Lumber 
Co.; $25,000; retail. 

ILLINOIS. Chicago—State Lumber Co., 1341- 
1347 Blue Island Avenue. New and used lumber. 


NEW MEXICO. Artesia—Artesia Lumber Co.; 
$10,000. Incorporators are T. E. Johnson, Helen 
Johnson and T. C. Stromberg. 


OHIO. Dover—Midway Lumber Co.; $25,000. 
Plans of the new firm are not complete, but a 
plant is to be set up later. 


OREGON. Pendleton—Harris Pine Mills, of 
Pendleton; sawmill and box factory. 


Casualties 


ARKANSAS. Pine Bluff—J. M. Dial Lumber Co. 
offices, central lumber plant and machinery and 
stock, as well as two trucks, destroyed by fire, with 
loss estimated at $8,000; the planing mill was not 
touched by the, flames. The loss is partially cov- 
ered by insurance. 


CONNECTICUT. Bridgeport — Porter Box & 
Lumber Co., 227 Wheeler Avenue, loss by fire. 


FLORIDA. Jacksonville—McLaughlin Lumber & 
Supply Co., damaged by fire, with an estimated 
loss of $10,000, about 60 percent of which is re- 
ported covered by insurance. 

VIRGINIA. Richmond—Miller Manufacturing Co. 
in South Richmond suffered fire loss estimated at 
$26,000, covered by insurance. 


CANADA. BRITISH’ COLUMBIA. New West- 
minster—The Royal City sawmill across the Fraser 
River from New Westminster and which is under 
lease to Timber Preservers (Ltd.), was swept by 
fire, with damage estimated at $50,000. The blaze 
destroyed the sawmill, planer and lathe mill, but 
firemen managed to save some stored lumber and 
the dry kiln. James Collins, owner, said the loss 
was covered by insurance. 


New Mills and Equipment 


CALIFORNIA. White Pine (P. O. at Big Creek) 
—Blagen Lumber Co. started operations. Addi- 
tional construction consists of a new horizontal 
resaw and two dry kilns. Later on a planing 
mill, together with other remanufacturing ma- 
— will be installed at the railroad shipping 
oint. 

_ MISSISSIPPI. Natchez—J. M. Jones Lumber Co. 
is constructing a new sawmill to replace the mill 
damaged when a portion caved into the river some 
time ago. 

OREGON. Cottage Grove—Cottage Grove Manu- 
facturing Co. succeeded by Means Domiseal Co., 
who plan to add new equipment, remodel the 
building and manufacture prefabricated houses, 
millwork and plywood. 

VIRGINIA. Dillwyn—The F. K. Paxton Co. of 
Knoxville, Tenn., and the Burruss Lumber Co. of 
Lynchburg, Va., will construct a plant at Dillwyn 
for the manufacture of portable buildings. 





Purchases Real Estate, Equipment; 
Leases Space to Company 


The Nov. 18 Business Record of the AMERI- 
CAN LUMBERMAN carried a notice to the effect 
that the Peck Lumber Co. of Westfield, Mass., 
had been purchased by the Westfield Box & 
Lumber Co. The Westfield Box & Lumber Co. 
has advised that it purchased the real estate 
owned by the Peck Lumber Co. located in 
Westfield, consisting of a box factory, yard, 
office building, garage, etc. Also purchased, 
were the machinery and equipment owned by 
the Peck Box Co., which operated at this 
location and rented the plant from the Peck 
Lumber Co. up to June 1, 1937. For the past 
two years the plant and the equipment have 
been rented to the Westfield Box & Lumber Co. 

The Peck Lumber Co. has leased, from the 
new owners, necessary yard, garage and office 
space, and will continue in the lumber business 
the same as formerly. The Westfield Box & 
Lumber Co., new owners of the property, will 
continue to manufacture wooden box shooks, 
crates, etc., using the machinery and equipment 
purchased from the Peck Box Co. 
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East and west side mills have reported the following average f. 0. 


American fiunberman 


THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


b. mill sales prices 


on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made 
in the period Dec. 1 to 6, but, where prices for this period were not available, prices for 
the month of November have been inserted and starred (*): 











West East) West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Partition, Standard No. 2 Fencing & CM No. 2 Shortleaf 
Lengths Lengths Standard Lengths aad Dimension 

ift— %x4&6— - = 
Pe ptr ght.*61.24 62.00) Ba&better.. 47.00 45.75|1%6 °'°'" 23:47 22'g¢12 & 14 .. 24.78 20.33 
No. 1, Sht.*50.89 *55.11 eo 25.45 21.60 
No. 2) ....*41.00 *40.75] _Surfaced Finish No. 2 Shiplap ana |18 & 20 .. 26.88 *24.84 
in® See Standard Lengths Boards, Std. Lath, |22 & 24 ..*29.18 .... 

grain— B&better a 3x6 
Bébetter.. 44.03 43.63] Inch thick— Shortleat— | 1 23.07|12 & 14 -- 20-95 20.49 
No. 1 .... 37.88 38.93]4 ........ 55.50 50.5011x10 °°. 2! 94°05 23.42/10 “cccc te 21.92 20.95 
No. 2 1... 31.04 30.0016 1.12222: 52.36 60.58licj0 °°... 98:79 2548158 “ccCCt" 23.28 21.05 
ne ella lay Elden en td boo . "eats 23.64 22.07 
Bebtr Sht. 61.40 *61,00)1x10 ..... 57.44 58.58 22 & 24 .. 28.55 30.25 

-40 *61.0 No. 3 Fenci 

No. 1, Sht.*48.00 .... = Scianete *55.0 56.8 0. encing, 2x8 
No. 2 ....*35.39 *38,.32/12 ....... 75.56 *74.11 phe Lengths /12 & 14 .. 22.76 21.80 
1x4 flat 6/4 thick— o_o 13.48 14.00 | eee 23.10 22.50 

— 468 eeees $3.00 2-33 11 ixé ei /aee 33.29 *16.0011, S 22. ee 
B&better.. 42.64 44.20 aS aa 88.06 80.00 1x6 CM .. 20.81 18.93 . Poe 
No. 1 .... 37.26 39.33}2° ‘*""""° - 2x10 
No. 2 : 22:88 21.6615~ch thick— No. 3 Shiplap ana |12 & 14 .. 26.17 25.00 

ne c —, | peated 27.00 *25.30 

Ceiling, Standara |4 ........ 42.21 40.45] Boards, Standard [ji. ¢°5 24.60 *25.83 
rts Lengths | Beyer 41.86 40.00 Lengths 22 & 24 |.*28.44 *30.50 
B&better..*38.38 |... .1x5&10 ... 45.03 50.10 aa 19°69 31:00 in & 14... 24.57 *25.69 
a." 36.25 *SL.750138 ...cce. 59.50 58.5011x12 ..... 19.73 20.25 if i isteon os ae dane 
B&better.. 36.75 35.80 Rough Finish, 20 ....... 28.80 *25.50 
No. 1 .... 34.84 35.17] | Standard Lengths we, 5 eee iss bs ba: . 2488 10 

Drop Siding, Stand- |Tnch thick — 2x4 

ard Lengths, 1x6” : No. 3 Dimension, 
in a ‘ cue ones 50.50 yt My & 14 7 sete Random Length 

eset at Be ’ 7.88 sci : 
Bé&better..*35.79 $38.00]8 22222. 46.00 *47.80|18 & 20... 29.14 27.94|2x4 Short- 

No. 1 .... 34.40 *37.08|1x5&10 ...*57.61 *53.00]22 & 24 :: 36.00 *32.25] leaf .... 18.72 17.18 
No. 116— oer *75.57 *72.75 | 2x6 Shortl’t & Longl’f— 
B&better..*47.25 *42.5015&6/4 12 & 14 23.86 23.19] 2x6 17.72 16.00 
No. 1 .... 39.37 41.05] thick— 16 23:23 23.81|2x8 ...... *18.24 *17.32 
Assorted patterns— - es 58.25 *61.75]18 ©... .°: 25.86 24.60|2x10 ..... 18.00 17.25 
B&better..*44.17 44.5015&10 ..... 71.25 *72.00]99 °°..°2° 26.83 26.88|2x12 ..... 19.30 *18.14 
No. 1 ..:: S200 @GG019 ....... *71.13 *83.00/92 & 24° '' 37:33 3350) ©. 

Railroad Material Casing Base & Jamb 2x8 Timbers, 20 & Under, 
Car lining, siding Standard Lengths |12 & 14 .. 25.31 24.29 cig 

and roofing— B&better— ie weaker 25.39 24.31] Shortleaf— 
B&better— es '4 61.30 65.00]18 ....... 25.50 25.81|/3x4 & 4x4. 30.82 *27.12 
1x4, 8 ....*36.61 35.00|/1x6&8 .... 59.75 59.30/20 ....... 28.57 26.63|4xX6—8x8 . 28.38 *26.31 
1x4, 12814 43. 00 » |1x5&10 2.2. 62.75 61.07]22 & 24 ..*40.43 29.00/3&4x10 .. 32.35 *28.77 
Int’ 9 iéca ex16 5x10-10x10 31.00 *28.00 
4x4, 18°. "80. Bowe. oo DP csci es 34.28 31.11/2%4x12 ... £2.18 935.19 
ix4, 10... 43:96 44.60], Stamaara syensths | Beene 3442 91739 |OXL2-12x12 38.99 *34.00 
1x6,8.... ee **""** : LASiig or tt 33.26 31.11] Lonsleat— 
1x6, 5 °° gees EREROOS 20500. 80.96 34.50158 g'50°' 34:94 gaan |Sxse4xd . . *31.00 

x6, 18 ... 63.00 *64.50] No. 1 Shipla ad |2x12 
1x6, 10 11. 42:00 42:50 Boards, |12 & 14... 35.38 33.94 Plaster Lath 
No. 1— geuntned Lengths etter 37.93 33.70 Kiln Dried 
1x6, 16 ...%52.50 ....J1x8 ...... 3.70 30.50]18 ....... 35.00 37.50|%x1%”, 4 
1x6, 18 ...*52.00 *52.00|1x5&10 ... 33, 98 *37.25]20 ....... 41.33 36.00]No. 1 .... 5.00 5.00 
1x6, 10 ...*41.50 ....tix12 ...2: 45.27 *52.17122 & 24 .. 48.67 *42.88INo. 2 .... *4.08 *3.66 





OAK FLOORNG 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin: 
3$x2%" 39x14” %x2” %x1%” 


Clr. qtd. wht....$85.00 $75.00 $70.00 $66.00 
Clr. qtd. red.... 72.00 65.00 62.00 63.00 
Sel. qtd. wht.... 65.00 52.00 55.00 48.00 
Sel. qtd. red..... 65.00 55.00 56.00 52.00 
Clr. pln. wht.... 68.00 54.00 55.00 50.00 
Clr. pin. red..... 70.00 57.00 52.00 51.00 
Sel. pln. se 62.00 50.00 47.00 42.00 
Sel. pln. red.. 64.00 55.00 45.00 45.00 
No. 1 com. wht.. 58.00 49.00 39.00 35.00 
No. 1 com. red.. 59.00 49.00 39.00 38.00 
No. 2 common... 39.00 34.00 32.00 27.00 

%x2” %x1%” x2" 
CIP: GOR. Whee ccdcccus $80.00 $75.00 woes 
a eS ee 75.0 70.00 were 
a | re 63.00 61.00 a 
ee eS eer 63.00 61.00 — 
Ce Wis. Wilbes cccceveces 64.00 63.00 65.00 
Cee Ps Ws ea scweeceees 64.00 63.00 60.00 
ee Oe ee 58.00 56.00 59.00 
Ss Saree 58.00 56.00 57.00 
ee 3 GO... Webes ccc csc 54.00 50.00 45.00 
WO. 2 COM, FOB. 6. sc ccce 55.00 52.00 43.00 
NO. 3 COMIMOR.. cccccces 37.00 32.00 aie 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
##-inch stock, $8; for %-inch, $4; for %- and 
fs-inch, $4.50. 


Chicago delivered prices may be obtained 
by adding to the above the following dif- 
ferentials figured on Memphis origin: For 
##-inch stock, $6; for %-inch, $3; for %- and 
ts-inch, $3.50. 


WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
Nov. 27 to Dec. 2, inclusive. Averages include 
both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: 

Ponderosa Pine 


SELeEcTs, S2 or 4S— 1x8 5/4RW 6/4RW 
Sf anor $61.73 $65.59 $65.75 
SS eee ore 43.13 46.38 49.05 
SHop, S2S— No. 1 No. 2 
GORE Ee Pe eer rere: $34.93 $25.02 
SP eg rere 34.17 24.94 
—s $2 or 4S— Oo. 0.3 
ae Si 6 Oe ee BLS ears $29.41 $22.65 
1x12 Sh enact anisole carey 31.75 22.96 
No. 4, ies IRIS Sy ey ES PR mee 15.62 
Idaho White Pine 

SEeLects, S2 or 4S— 1x8 5-6/4R 
enw WE) Uae 505 cceweess $73.20 $87. 30 
eS Ei ee : a 42.19 63.70 


Commons, S? or 4S— 
sg ae wag aa? 





= : Ea caste are wale ye $35.81 $27.07 
eer 70.7 42.50 29.86 
viility (No. 4) “ fod a is epaliaag skies $18.60 
nee. * or Pca y vinw 5/4RW 6/4RW 
a A $74.2 $71.15 $75.22 
aL Penta 08 Ranson 056 70.30 68.34 
Se 51.36 49.37 54.08 
SHop, S2S— No. 1 No. 2 No. 3 
DEE Sma wide neuen on $41.47 $29.25 $19.69 
SS eae 39.73 30.48 eas 
Eee sticweseew eae 53.30 35.00 
Larch-Douglas Fir 
Teeneeeion, WE: FT, Wie cess cusses eiesees $22.45 
Dimaneton, We. 2,. SRGS. ic s:-0-0-0:0% aces 22.85 
Boards, Mo..3, BS Gh Gey 16. wos 6.06 s080:8 21.75 
Flooring vert. gr. C&Btr., 4 RL........ 38.90 
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NORTHERN HARDWOOD 


Following are prevailing quotations f.ob. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 


Brown Ash— FAS _ Sel. Com. Com. om. 

_* Meee Er ee $63.00 $53.00 .00 $26.00 $18.00 

bes Wome 68.00 58.00 41.00 28.00 19.00 

OE <6 cadre wclane 73.00 63.00 48.00 32.00 19.00 

| SE 78.00 68.00 51.00 34.00 20.00 

No.1 No.2 No.3 

Basswood— FAS Sel. Com. Com. Com. 

Sta taheve tote $78.00 $68.00 $48.00 $26.00 $19.00 

DAE. cenkwwewae 83.00 73.00 53.00 29.00 21.00 

|, ee 86.00 76.00 54.00 31.00 23.00 

| eae 93.00 83.00 64.00 33.00 23.00 

i eee 98.00 88.00 71.00 45.00... 

EE Akwie-snrebte 103.00 93.00 76.00 50.00 
ee 7 0.00 39.00 24.00 


Key stock, 4/4, No. 1 and better, $78; or on 
grades, FAS, $88; No. 1, $68; 5/4, No. : and 
better, $83, or on grades, FAS, $93; No. 1, $73. 


No.1 No.2 No.3 


Hard Maple— FAS Sel. Com. Com. Com. 
— ree iy 7 $58.00 th +4 $30.00 $15.00 
Ra Se 63.00 34.00 17.00 
SO caawiowwn $100 66.00 att 6.00 7.00 
ee 86.00 71.00 60.00 36.00 18.00 
SRG 86.00 71.00 60.00 37.00 18.00 
i eee eee 101.00 86.00 68.00 42.00 .... 

i, ae 101.00 86.00 71.00 42.00 .... 

SM ark acd rere 121.00 106.00 83.00 45.00... 

er 121.00 106.00 83.00 45.00... 

oe et eo 161.00 146.00 "in see mer 

No. No. 2 No. 3 

Soft Elm— S Com. & Sel. Com. Com. 
Seer $48.00 $38.00 $27.00 $19.00 
Te. cuveatate 53.00 -00 29.00 20.00 
Tae 53.0 43.00 29.00 21.00 
eee 56.00 46.00 32.00 21.00 
|, ees 59.00 49.00 34.00 manne 

BS sige dene 64.00 54.00 39.00 nate 

No. 1 No. 2 No. 3 
Rock Elm— FAS Com Co Com 
crecauelene unl $48.00 $30.00 $19.00 $16.00 
SS 53.00 35.00 21.00 18.00 
, ree 63.00 43.00 23.00 18.00 
_ ee 68.00 53.00 28.00 21.00 
ee 78.00 63.00 40.00 wubticit 
RE 88.00 73.00 45.00 26.00 
No.1 No.2 No.3 
Birch — FAS Sel. Com. Com. Com. 
2 are $86.00 $66.00 $46.00 $28.00 $17.00 
Sodhata6 ete 88.00 70.00 51.00 33.00 18.00 
ae 91.00 75.00 56.00 39.00 18.00 
Shs husade< 94.00 82.00 66.00 44.00 19.00 

SE” Lcieaeeee 96.00 86.00 73.00 47.00 .... 

_), eee 101.00 91.00 78.00 52.00. .... 

= 156.00 146.00 1231.00 ...2  cescx 
ee) 73.00 59.00 42.00 26.00 .... 
Sea ee aren 75.00 61.00 45.00 27.00 .... 

No.1Com. No. 2 No. 3 

Soft Maple— FAS & Sel. Com. Com. 
i, ER GES ° $59.00 ey 00 $25.00 $17.00 
| ers 66.00 6.00 29.00 18.60 
| ee: 76.00 Hf 00 34.00 18.00 
| err 81.00 56.00 34.00 19.90 





WESTERN RED CEDAR 


Seattle, Wash., Dec. 9.—Prices for. red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills are: 


Beveled Siding, %2-inch 


Clear “a” basi hd 
Pe ee ee $26.00 $23.00 $19.00 
ee rere 31.00 25.00 23.00 
SOE: cack tensesees 38.00 34.00 31.00 

Clear Bungalow Siding, %4-inch 
a eR ee ee ee Sey ee $57.00 
LS a ee wre er ree io 62.00 
DB WEGT | nc v.00 6:9: 8:6:5 00:0 0:4)4.0,6,0'0'0.050:5 vive oa 70.00 
Finish, B&better, S2 or 4S, 6-16’ 
S2S or S4S 
or Rough 
Ee ee EER re ee ere $ 80.00 
I oicrewinrw wiete's wie whew wiadoetng Slaten eae 85.00 
ES, ss un) aby Rial dis Age 6-8 -0-» oe we 90.00 
INE Sos ninencore: $k % Gagnvere, Sok 9.4.) yee aye Es 95.00 
Nv cigs cee hea sa Dé Pah alee hie oe Boe 100.00 
ok. isc che Shan 4, ait leni gs: ars ole: erate bee ees 105.00 
BE to siche.cibla. aiere iahbes Auavare-oe<eiibr sarees <iate 115.00 
I © are) 5 Gia iechsw. 0 Sth ay Oe. isiernieeusolp ble See 120.00 
Ceiling or Flooring, B&better, 4-16’ 
DR ic a4 Ratpie 8-4°e e'aee wie eee eae es aie h © ste ae $36.00 
UT (ign (2a sew ity pds wale ee ee: aaa a Sle eee 38.00 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 


Listing under $4..........+++eeeeeeeees 55% 

Tisting St Gnd OVEP.. 0 06. cccesecceves 50% 
Clear Lattice, 5/16”, 4 to 16’ 

100 lin. ft. 

1%” 5a de stalaslaulca weinareooll tele har eral eters ee $0.32 

DU nS can venous sis cahavsadhheseneee 





70 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Dec. 11: 





Qrtd. Red Gum Plain Red Oak 
Figured Wood FAS— 
FAS— I 55.00 
So ae 88.50 | No. 1 & Sel.— 
No. 1 & Sel.— BIS wea ner 36.00 
4/4 eoceee 39.50 Mixed Oak 
Qrtd. Red Gum No. 3A Com.— 
AS— ‘ OEE: dainaisis 13.50 
8/4 ...-82.00@88.5 Plain Poplar 
No. 1 & Se ee No. 1 & i 
pare 37.00 @ 43.25 rian 35.00 
|, eer. 36.00 @ 44.00 No. 1 Com.— 
Plain Red Gum ge Oe 33.00 
No. 1 & Sel.— No. 2A Com.— 
a nae 31.50 1S Se 22.00 
Qrtd. Sap Gum Soft Maple 
No. m.— 
BR 42.00@43.00 | 4/4 ...... 15.75 
seer oe 47.00 Beech 
hy waar 55.50 No Com.— 
ey BE.06 | 6/4 .sevcs 7.50 
No. * & ‘Sel.— Elm 
ere 27.00 @ 30.00 No. 1 & Sel.— 
5/4 ire -catata 30.50 @ 32.00 SS ae 21.50 
Oe: Se kawan 30.50 @ 35.00 No. 2 Com 
a 35.00 See 12.00@15.00 
, . 43.00 Cottonwood 
0S ee 45.50 yy 2 Com.— - 
|, ree 20.75 
Plain Sap Gum . 
No. 1 & Sel.— -m 128 
7, Sree 26.50 4/4 28.25 @ 29.00 
Qrtd. Black Gum 7) See 2.00 
p— No. 2 Com.— 
i. a 34.25@39.25 | 4/4 ...... 14.00 
| eee 42.00 a 
No. 1 dnd Sel.— FAS— ™ - 
4/4 . - 24.25 @ 29.25 Se 63.50 
Oe wnekes 32.00 rir 1 & Sel — 
rtd. Tupelo £='| 4/4 ......; 30.00 @35.00 
ne Se i eee 43.50@ 47.00 
HA witha 36.00 Cypress 
ard wate 37.00 | FAS— 
No. 1 & Sel.— ere 70.00 @75.00 
Ot err SR O6. T SFE vcs 0 70.00 
7, eee 44.50 | Selects— 
Plain Tupelo 4/4 “aire 40.75 
FAS— EE evened 65.00 
eer aa 31.00 6/4 ......50.25@52.75 
No. 1 & Sel.— eee 55.50 @65.00 
eee 23.50 | Shop— 
5/4 .. -26.25@29.25 | 4/4 ...-... 23.50 
Plain White Oak 5/4 «14... 39.00 
FAS— ee 44.00 
ee 73.00 No. 2 Com.— 
Sere 91.75 | 4/4 ...... 23.50 
No. 1 & Sel.— Mixed Hardwoods 
'. are 35.00 Dunnage— 
OPE. ioe bce 33.00 SF dsacen 8.50 








ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 


weights, obtained by Arkansas Soft Pine 
mills during the week ended Dec. 9: 
Flooring 
Edge grain— 3-inch 4-inch 
Sree $62.00 $62.00 
St ai aa brian cain lero arated 54.00 54.00 
No. 2 ery ee Te ee 36.00 35.00 


Ceiling & Partition 
B&Better No.1 


er $35.00 $33.00 
SS ee 48.00 43.00 
Boston Partition, }4{x4....... 45.00 40.00 


Drop Siding, 1x6 
No.117 No. 116 


DEED ssn e Se nddeSeceeeaa ee $42.00 $48.00 
ny Ut Ge wbGn bee hed dem ardaked 39.00 43.00 
RRS a ee ae A ae ae 28.00 30.00 


Finish, Surfaced, B&better 
4 5 6 8 10 1 
4/4 ...$54.00 $59.00 $54.00 $55.00 $62.00 $80.00 


5/4 ... 65.00 75.00 65.00 65.00 75.00 85.00 
Casing - ph qpnewee 
8 
a $60.00 $65.00 $60.00 $60.00 
SD ah ate othe ates 60.00 65.00 60.00 60.00 
Mouldings Discount 
mmeteG at SS and WHET... 6c ccciicsciccwes 5% 
Ge Untdcabews Peed Gahed ueed ae Mowe 40% 


Boards and Shiplap 
1x6 1x8 1x10 1x12 
*Boards, S4S, No. 1.$37.00 + 00 sy oe 058. 00 
or Shiplap No. 2. 23.00 00 28.00 
No. 3. 19.00 30. 00 30, 00 20.00 


Dimension, 84S, a 


0.1 No. 2 
RN shia) Misia AAW ise Piece e ae aha We ete a $27.00 $25.00 
RI ing in igh wlan pra ete tans aba otal 24.00 22.00 
EE kai niet ii 60d dle he werd eae 25.00 23.00 
eee eee 36.00 27.00 
RCs d's. u.0-a a iota a aba: aia ae: eecs 40.00 30.00 

Lath, %x1%, 4-Foot 

SG shen chabce as oo Ree e Eee eb et Obes hawk 5.25 
Ee a arora aaa ag EG alticha se a a alk Ge cred 4.25 


*Applies to the new SPA grade of No 1 
common. 
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Current Market Review 


The softwood market, with mill book- 
ings in the two weeks ended Dec. 2 down 
to about fifteen percent below current 
production, has weakened. Unexpectedly 
good fall weather favors building, but 
new operations are not undertaken so late 
in the year; it has permitted production 
to continue at a higher than normal rate. 
At this season there is always reluctance, 
especially in sections having low winter 
temperatures, to buy ahead, and this is in- 
tensified by the softening in prices. In ad- 
dition, many buyers in the middle West 
await the going into effect of lower rail 
rates on southern pine before placing 
business ; while the possibility of having 
to pay higher intercoastal rates has the 
same influence on East Coast buyers. 
Higher rates from the Pacific Northwest 
to Gulf ports have gone into effect. The 
mills have recently been depending on 
their large back-logs of orders accumu- 
lated following the outbreak of war in 
Europe, but these are steadily declining, 
shipments in the two above-mentioned 
weeks having exceeded the bookings by 
about twenty percent, and, while order 
files are still considerably fatter than 
those of last year at this time, more pro- 
ducers are seeking business. Total soft- 
wood stocks Dec. 2 were about twenty 
percent below last year’s. Some of the 
smaller southern pine mills are reported 
to be offering commons at 50 cents to $1 
off, and West Coast lists in general are 
at least that much down. The market, 
however, still has a pretty stiff backbone, 
for rains are already beginning to inter- 
fere with woods operations in the South, 
while a seasonal curtailment is starting 
in the western pines areas, the North- 
east and North; and, on the other hand, 
buyers’ stocks in general are depleted, 
and it will be necessary for them soon 
to plan on supplies for spring. There 
seems to be little competition from Can- 
ada. Stocks in the Maritime Provinces 
and British Columbia are held on British 
war orders, and there is a rumor that, on 
account of lack of ship space for the long 
haul through the Canal, British Columbia 
stock will be railroaded to the eastern 
seaboard. There is a suggestion, too, 
that American bottoms made idle by the 
neutrality law be allocated for lumber, a 


move from which southern pine would 
especially benefit, because of the short 
haul from its lumber-shipping ports to 
many markets now shut off from former 
Baltic sources of supply. The West 
Coast mills have recently been getting a 
little business from some such markets, 
but there is little coming from what were 
formerly their principal outlets in Europe 
and the Orient. 

Hardwood bookings in the two weeks 
ended Dec. 2 made only about seventy- 
two percent of the current production, 
which has been above seasonal normal as 
a result of favorable weather in southern 
areas. The market suffers from the se- 
vere curtailment of foreign trade because 
of war restrictions and sharply advanced 
ocean rates. Hardwood shipments have 
been running much above new bookings, 
and order files Dec. 2 were not much 
above those at the corresponding time last 
year. There has been a fair volume of 
furniture business for current use. Floor- 
ing plants had less business on their books 
Dec. 2 than they had in 1938. Both lum- 
ber and flooring stocks, however, were 
far below last year’s level, and some popu- 
lar flooring items are reported in very 
low supply. As early curtailment of 
woods operations in the South, because 
of winter rains, is to be expected, there 
has been very little change in prices, most 
items continuing to hold recent levels. 





RED CEDAR SHINGLES 


Seattle, Wash., Dec. 9.—Below are listed 
average prices received. for Certigrade red 
cedar shingles sold direct to the trade: 


oyals: 
Se. iirc eer SkneacercsDandvewmnnsion $4.15 
EU aid ahah 3 aise Rallal co-owner war 2.90 
cee ain bho 4eO Male aa wee Se Rae em aceee . 2.00 
Perfections: 
ose . . Sr ny eee ee $3.35 
PO, ioe a ao hd 0 eho a Oe So bo Piel ertwie’ 2.55 
Ae CED “6.05 0 SS S510 eo BeOS eh EAGe eh R RS 1.60 
xXxXX: 
I 5 fo) od a ri cana lawn ate’ ¥. 00- “. 05 
oe, Se re eee ees 30- 2.35 
a eee ee a TBO. LBe 





WEST COAST LOGS 


Seattle, Wash., Dec. 9.—Average prices of 
logs are as follows: 

Fir No. 1, $21-24; No. 2, $16-18; No. 3, 
$10.50-12. Peelers, No. 1, $34-35; No. 2, $28. 

Cedar Shingle logs $17.00; lumber logs, $30. 

Hemlock: No. 2&3, $13.00. 





TIDEWATER RED CYPRESS 


Jacksonville, Fla., Dee. 12.—Following is alist of wholesale prices on tidewater red cypress, 


f.o.b. Jacksonville. 





Grades 4/4 5/4 6/4 8/4 10/4 12/4 16/4 
Tank, RW&L, rough... . ec. $107.50 = $116.75 + $140.00 = $140.00 ~—- $147.00 
FAS, RW&L, rough... .$72.50 $84.50 93.50 107.50 121.00 121.00 127.50 
Select, RW&L, rough... 65.00 77.50 77.50 82.50 94.50 94.50 103.50 
No. 1 Shop, RW&L, rough 49.50 62.50 70.50 75.25 84.50 84.50 92.50 
Box, RW&L, rough..... 27.75 29.75 29.75 29.75 
Peck, RW&L, rough.... 27.00 29.00 29.00 30.25 CYPRESS SHINGLES, 
“A” Finish, RW&L, S48 81.25 93.25 96.25 111.25 Bests, 18".,...$6.80 $8.30 
"Br Minh nwa, sists sas rents) Eye aE 
“C” Finish, . ‘. , 75 -75 
“p” Finish, RW&L, S48 68.75 80.75 80.75 83.75 eer = 3.25 —. 
No. 1 Com. RW&L, S48. 64.00 69.00 69.00 70.00 ie 
No. 2 Com. RW&L, S48. 42.50 44.50 44.50 43.50 %x11%4x48” 3S. 45 $4. 10 
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OBITUARY RECORD 








SAMUEL LYDE SCOTT, 60. secretary- 
treasurer of oo Dailey & Scott Lumber Co., 
Pittsburgh, Pa., died suddenly of an heart 
attack, Nov. 29. He moved to Pittsburgh 
from Burgettstown in 1894 with his family. 
and entered the employ of John Wade Lum- 
ber Co, at Sheraden, Pa. Six years later he 
became manager of that concern, and re- 
mained in the position until 1906 at which 
time he became affiliated with Willson Bros. 
Co.. Pittsburgh. In 1914, with Fred C. Daiiey 
and the late Robert Allen, the firm of Dailey 
& Allen was formed. The lumber company 
was given its present name in 1926 when 
Mr. Allen withdrew. Mr. Scott was a past 
vresident of the Pittsburgh Wholesale Lum- 
ber Dealers Association, and was active in 
Masonry circles. His widow, two sons, and 
a daughter are left. 


ROBERT E. MERCER. 54. advertising 
manager, of the Lowe Brothers Co., Dayton. 
Ohio, passed away, Nov. 18. His death ter- 
minated 25 years of service to the companv. 
Mr. Mercer stood in high esteem among his 
business associates. Who were imnvpressed 
with his sincerity, courtesy, capability and 
fine character. In 1926-27 he served as presi- 
dent of the National Paint and Varnish Ad- 
vertising Managers’ Council and took an 
active part in all affairs of the body. He 
was very active in church and civic affairs. 
Surviving are his widow, a daughter and 
two sons. 


PETER KLEIN, 74, former suverintendent 
for the Polson Logging Co.. died Nov. 26. at 
his home in Hoauiam. Wash. He served as 
logging superintendent for the Polson in- 
terests for 31 years. Tn earlv davs he was 
a falling partner of the late Alex Polson, 
nioneer Pacific Northwest lorgine operator. 
He was a member of Afifi Temple of the 
Shrine, Scottish Rite Masons and the F. & 
A. M. He is survived bv his widow, two 
daughters, a sister and a brother. 





DOUGLAS FIR 


Seattle, Wash., Dec. 9.—Current quotations 
f. o. b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 
yz Cc 


cr. D 
DIRE ak oaks ieee $42.00 $31.00 $23.00 
Flat Grain Flooring 
TN in ee aha ae $29.00 $26.00 $21.00 
BN a5 oS ice Sob are 33.00 31.00 24.00 


Drop Siding 
1x6 Pat. No. 106....$32.00 $29.00 $23.00 


1x6 Pat. No. 116.... 32.00 * 29.00 23.00 
Ceiling 

Re EY Seg ane $28.00 $26.00 $17.00 
BE. cs cn 0 aes eee 29.00 27.00 17.00 

Boards and Shiplap 

1x6 1x8 1x10 1x12 
i a er: $20.00 $20.00 $19.00 $22.00 
No. 2...... T6680 16.00 16.00 16.00 
NG. Boccccs 12.00 12.00 12.00 12.00 

No. 1 Dimension 
12 14 16 18 20 

Tee $21.50 $21.50 $22.50 $22.50 $22.50 
a ee eee 21.50 21.50 22.00 22.00 22.00 
eae 21.50 21.50 21.50 21.50 21.50 
ee 22.50. 22.50 23.00 23.00 23.00 
a 23.50 23.50 24.50 24.50 24.50 


No. 1 Rough and/or Surfaced Timbers 
4x10 planks 20 feet and shorter and 


12x12 20 ft. and shorter..........2222 18.00 
pec us Be Sees see oe 18.00 





WISCONSIN HEMLOCK 


Following are prices f. o. b. delivery points 
in Wisconsin, Upper Michigan and Chicago 
territory: 


No. 1 Hemlock Boards, ~ 9g or 81S1E Stand- 
ard and Extra Standard 
8 1 12&14 


Be aia sisQangielerceinets $31.50 32.50 $34.50 
NE oases lore ancarernien 33.00 34.00 35.50 
I, wine doi, oreies interes 33.00 34.00 35.50 
SS, ee 34.50 35.50 37.00 
I Sen einidinie nese can 35.50 36.50 38.00 


For drop siding, ceiling, fancy shiplap 
grooved roofing or partition, add $3. 
No. 1 Hemlock Dimension, 81S1E or Ss4S 
Standard and Extra Standard: 
8’ 10’,12’&14’ i. 18&20’ 22&24’ 
5 $34.5 $ $36.5 $38.50 


i] 
val 
oe 
wn” 
os 
o 
° 
° 
3 
° 


2x 8 .... 34.50 34.50 34. 50 36.50 38.50 
oie A 37.5 50 38.50 40.50 
2x12 .... 37.50 38.50 37:80 38.50 40.50 
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FRANK B. ALBRO, 79, president of Frank 
L. Allen Lumber Co. Inc., Fall River, Mass.. 
died Nov. 28 at his home in that city follow- 
ing a brief illness. He was a native of Fall 
River, and through much of his life he had 
been an active executive in cotton textile 
mills. He was a director in several local 
banks and was a prominent 32nd degree Ma- 
son. Surviving are his widow, a son, and two 
daughters. 


LOUIS J. BROWN, 85, pioneer lumberman, 
at Brookville. Ind., died recently in his home. 
He established a lumber company first at 
New Trenton, Ind., but when it was swept 
away in the 1913 flood, he moved the business 
to nearby Cedar Grove, where he continued 
it until his recent retirement because of age 
and ill health. The widow, three sons, and 
four daughters survive. 


GEORGE N. LEY, 58, president and gen- 
eral manager of the Santa Cruz (Calif.) Lum- 
ber Co., died recently following an illness and 
an automobile accident in July. Mr. Ley was 
a past president of the Coast Counties Lum- 
bermen’s Club, and the California Lumber- 
men’s Council. He is survived by his widov, 
a daughter, and two sons. 


EDWARD LIEBERMAN, 72, operator of a 
sawmill in Crosswicks, N. J., passed away 
Dec. 11 after a long illness. He had run 
mills at several locations in New Jersey dur- 
ing his lifetime. He is survived by his 
widow, two daughters, and four sons who 
will carry on the business. 


MRS. THOMAS R. KERR, wife of the man 
who had charge of trade development in the 
Chicago-Michigan area and in eastern points 
for the Northern Hemlock & Hardwood Manu- 
facturers Association, passed away Dec. 4 at 
the hotel in Chicago where she and Mr. Kerr 
had made their home for several years. 


ABNER J. BARRETT, 89, pioneer lumber- 
man of Rochester, Ind., died recently at his 
home. He worked first as a woodcutter and 
later entered the lumber business, retiring 
in 1927. He was the oldest member of the 
Rochester Masonic Lodge, having been in- 
itiated in 1873. A daughter and son survive. 


WILLIAM G. THOMAS, 74. for 33 years 
associated with the Connersville (Ind.) Lum- 
ber Co., died recently. He was active in 
Sunday School work for many vears, and 
was president of the church board to which 
he belonged. The widow, a daughter and a 
son survive. 


CLINTON F. SMITH. 62. member of the 
lumber firm of C. Smith, Jr., & Sons, in Mt. 
Vernon, Ind.. passed away. Nov. 25. The 
company. which was one of the oldest busi- 
nesses in Mt. Vernon, was onverated_hy him 
and his two brothers, Lee and Ira. The two 
brothers and two sisters are survivors. 


ROBERT W. PIERCE. JR.. 74. former 
suverintendent of the Morgan Lumber & 
Cedar Co., Foster City, Wis.. and in charge 
ef mill onerations from 1889-1925. died at 
his home in Pasadena, Cal., Dec. 3. He had 
lived in the West since 1925. His widow 
and a son survive. 


JOHN L. ANDERSON. 55. vice president of 
the J. O. Nessen Lumber Co., Chicago. was 
killed the night of. Dec. 7 when_his automo- 
bile was hit by a fast train in Geneva, III. 


WILLTAM IVY LUKE. nronrietor of the 
i. Luke Lumber Co., in i oniladelphia, Miss., 
died at his home there Dec. 3 following an 
illness of several months. He retired in 1927. 


RAYMOND L. ELLIS, 62, head of the R. 
L. Ellis Lumber Co., at Vansant, Va., died of 
a heart attack, Dec. 6. 





Distribution Cost Accounting 
Book Has New Approach 


A new manual, “Distribution Cost Accounting 
for Wholesaling” prepared by Dr. H. F. Tag- 
gart, Professor of Accounting, University of 
Michigan, has recently been released by the 
Department of Commerce, Washington, D. C. 
This booklet presents a new treatment of the 
subject of cost accounting. Its contents deal 
with the theory and methodology of distribution 
cost accounting, and the procedures necessary 
to determine functional, departmental, commod- 
ity, customer and territorial costs. The manual 
may be obtained from the Superintendent of 
Documents, Washington, D. C. Price, 15 cents. 





CLASSIFIED 
ADVERTISING 
DEPARTMENT 


How to Figure Costs for Advertising 
In Classified Department 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 


No display except the heading is 
permitted. 


Extra white space figured at line 
rate. 


One inch space advertisement is 
equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


Heading 








Too Late To Classify 


CARPENTER APRONS 





Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 





Employees 





WANTED 


An experienced wholesale lumber sales manager 
with experience in the manufacture of Yellow Pine 
lumber (must be thoroughly exp. in wholesaling 
yellow pine lumber—not a mill sales manager). 
We operate a Yellow Pine concentration plant, one 
million ft. per month capacity, and in addition 
have a wholesale dept. and a retail dept. in good 
Southern town; total business about 150 cars per 
month and amply financed. We want a $5000 
man that we hope will earn more year after year. 
Must be under 45, experienced, ambitious, ener- 
getic, honest, sober, reliable, and able and willing 
to work long hours. Your duties would be handling 
all carload lumber sales, buying all lumber except 
our own manufacture and in addition, act as 
assistant manager in the operation of all depart- 
ments, including the lumber manufacturing dept. 
Give names of former employers and their ad- 
dresses in first longhand letter, together with his- 
tory of your experience. 
Address “B. 78,” care American Lumberman. 





ESTIMATOR 


Capable of handling all types of special and stock 

millwork, excellent opportunity for good man. Is 

reply give full information, salary wanted, etc. 
ADDRESS Box 774, Station 5, Miami, Fla. 


WANTED—EXPERIENCED LUMBERMAN 


for retail yard near Chicago. State particulars. 
Address ‘“‘C. 32,’ care American Lumberman. 


HELP WANTED 


Large, fast growing lumber and millwork business 
can use several experienced men such as line yard 
auditor, salesmen, counter salesmen, estimators, 
young men who have had experience in small yard 
and willing to start at bottom. Real good men 
have excellent chance for rapid advancement. 
BOX 774, Station 5, Miami, Fla. 


A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 



































WANTED 


Employees 


WANTED: SHOP FOREMAN 


A specialty millwork company, located in northern 
New Jersey, offers an excellent opportunity for a 
thoroughly trained and experienced shop foreman. 
The man selected must be competent to assume 
complete charge of factory, including lay-out, 
supervision, and operation of machines as well as 
bench work. Preference will be given to union 
members. Replies to be considered should contain 
age, experience and references. 
Address “B. 67," care American Lumberman. 














HELP WANTED 


We want a wholesale Yellow Pine lumber salesman 
for Ohio, Illinois, Indiana, and West Virginia terri- 
tory. Must be acquainted with retail lumber deal- 
ers and industrial trade. We will pay salary and 
commisson to a man that can produce results. 

GRAYSON LUMBER COMPANY, Birmingham, Ala. 





FIRST CLASS MAN 
To bill special and stock millwork into mill. Reply 
giving salary wanted and full information. AD- 
DRESS Box 774, Station 5, Miami, Fla. 





WANTED AT ONCE 


Filer for 8’ bandmill. 


ELLIOTT HARDWOOD CO., Potsdam, N. Y. 





WANT EXP’D. HARDWOOD LUMBER GRADER 


for band mill. All key required to take 
nominal stock. A 
KENTUCKY HARDWOOD CO., Charleston, W. Va. 


men 





WANTED: A BOOKKEEPER 

Florida concern operating several lumber yards 
wants head bookkeeper to work under secretary 
and treasurer. Young man with line yard ex- 
perience preferred. Must have clean moral and 
financial record, a thoroughly competent and ex- 
perienced accountant. No big salary to commence 
with. Give history of employment, education, age, 
amount of present salary, and amount of salary 
expected. 

Address “B. 88,” 


care American Lumberman. 





WANTED: ESTIMATOR 


At least 10 years experience with representative 
concerns, estimating custom millwork from draw- 
ings and spcifications. Capable of taking off bills 
of material. Splendid opportunity. Oldest estab- 
lished company in the South. Give names of firms 
employed by. references, and submit snapshot. 
Address “B. 97,” care American Lumberman. 





YOUNG MAN, EXPERIENCED IN BILLING 


and bookkeeping, and general office work. Good 
position for right party. Give age, experience, 
former connections, references, etc. 

Address “B. 98," care American Lumberman. 





WTD: EXPERIENCED LUMBER YD. MANAGER 


for yard in town of about six hundred in North- 
eastern Nebraska. 


2° 


Address “C. 33,’’ care American Lumberman. 





Salesmen 


WANTED SALESMAN 


By Associate Manufacturer and Wholesaler. One 
with experience and following in Central and 
Northern Iowa. Must be successful and know lum- 
ber. The position will pay well, considerably over 
the average. If you qualify, give full experience— 
age and references, which will be held in confidence 
until a personal interview has been had. 
Address “B. 87,” care American Lumberman. 





WANTED—EXPERIENCED SALESMAN 


For established Middle Western territory. Liberal 
commission. Can acquire interest in business if 
desired. 

Address ‘‘B. 63, 


" eare American Lumberman. 





Employment 


POSITION WTD.—SUPT. OR YARD FOREMAN 


10 Years experience as manager of retail lumber 
yard. 10 Years general foreman of large yard, 
doing 1 million dollars business per year. Ger- 
man, 6'2”, 180 pounds. Married. A hustler. 3 
Years’ Chicago experience. Can furnish bonds and 
first class references. Prefer Chicago or Twin 
Cities. 
64,” 


Address “B. care American Lumberman. 
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Employment 


MILLWORK EXECUTIVE 
Experienced in wholesale, jobbing and retail sash, 
doors, millwork and hardwood flooring. Would like 
Southern California connection. Purchasing, sell- 
ing or manufacturer’s agent. 


Address “B. 96,’ care American Lumberman. 





YOUNG MAN, 23 YEARS OLD 
with three years’ experience in lumber office desires 
change. General office work. Best of references. 
Address “‘B. 89,’’ care American Lumberman. 





YOUNG ARCHITECTURAL DRAFTSMAN 
and estimator wishes position with lumber or mill- 
work concern. Five years exp. Best of refs. 

Address “‘A. 76,’’ care American Lumberman. 





A PROFICIENT YOUNG LUMBERMAN 


desires permanent connection with a progressive 
concern, 


Address ‘B. 93,’ care American Lumberman. 





POSITION WANTED 


by young man with Master’s Degree in Forest 
Utilization. Has practical experience in kiln dry- 
ing and general millwork, plus technical training 
in timber preservation, kiln engineering, timber 
mechanics, business courses, and salesmanship. 
Address “B. 92,” care American Lumberman.* 





EUROPEAN EXPORTER 


desires position with export department of large 
firm. Experience 18 years soft and hardwood, also 
bookkeeping. Good English connections and refer- 
ences. 
Address “B. 90,” Lumberman. 


care American 





FULLY EXPERIENCED LUMBERMAN 
desires position as yard manager, 
Can furnish best of references. 

Address “C. 26,” care 


now employed. 
Will go anywhere. 
American Lumberman. 





PERMANENT CONNECTION 


by man slightly past middle age. Long experience 
in yellow pine railway and car material and all 
export & domestic stock, as inspector, buyer, con- 
centration supt., yard foreman, shipping clerk. 
P. O. BOX No. 65, Columbia, Miss. 


WANTED 





POSITION WANTED 


Yard Manager or Ass’t. experienced retail lumber- 
man, capable of drawing plans, listing material, 
bookkeeping and office detail. Married. Available 
on short notice. 

Address “B. 72," care American Lumberman. 





SURVEYOR-TIMBER CRUISER 


Age 30. Wishes change of location. Now in Texas. 
Address ‘B. 69,’" care American Llmberman. 





DETAILER & BIJ LER, 20 YRS. EXPERIENCE 


Wants position. Large residences, schools, churches, 
stairs, cabinet work. Southern States preferred. 
Address “B. 66,” care American Lumberman. 


POSITION WTP: MGR. OR ASS’T. 


25 yrs. experience as manager of retail] lumber and 
coal yards. Now employed but considering change 
by last of vear. References of past and present 
emplovers will prove ability. 

Address “B. 82,’ care American Lumberman. 


POSITION WANTED 


Yard manager, married, 35 years of age. 
years line yard experience, 
ing and collecting. 
References, 

Address 








Ten 
including outside sell- 
Familiar with office detail. 
present employer. 

“A. 88,’ care American Lumberman. 





Lumber and Dimension 


WANTED 


Walnut and White Oak Shorts 4/4 to 8/4 Kiln 
dried; also short squares 2x2 to 3x3. 
WAGNER LBR, CO., 247 Varet St., Brooklyn, N. Y. 





WTD. COMMISSION SALES ARRANGEMENT 


With manufacturer of Southern Pine, Oak Floor- 
ing, West Coast Lumber, Shingles and Plywood, 
covering Illinois territory between State Route 50 
and 24, 

Address “C. 30,” care American Lumberman. 





Lumber and Dimension 


—_ 
IN MARKET 


For 2x2 Clear Ash or Hickory Dimension. 
orders. 
Address “A. 89,” 


Carload 


care American Lumberman. 


WTD—A FEW CARLOADS GOOD INDUSTRIAL 


Grade Oak Ties, 6x8 8’ sawed or hewn, or mixed 

sawed and hewn. 

State where ties are located, approximate age, per- 

centage sawed and hewn, quantity offered. 

Prefer ties located in Mo., North Ark., Western 

Ky., Tenn., and North Miss, 

Inspection and payment as loaded. 
Address “B. 65,” care American 





Lumberman. 





HAVE YOU SOMETHING TO SELL? 


Advertise in the Classified Advertising 
department when you want to sell 
something in the lumber industry. 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 





COMMISSION LUMBER SALESMAN 
in Central Illinois wants to make direct Mill con- 
nection with Fir and Hemlock manufacturer. 
P. O. BOX 414, Peoria, [llinois. 





WANTED 
3 x 15/8 Merchantable Balsam and/or Jackpine 
lath 48”, delivered Chicago. 
Address “B. 94,’’ care American Lumberman. 





Business Opportunities 


SIDE-LINES DESIRED BY LBR. SALESMAN 


Millwork, Builders Hardware and Builders Special- 
ties, etc. Commission basis; Central Illinois terri- 
tory. 

Address ‘‘C. 


29,” care American Lumberman. 





HAVE YOU SOMETHING TO SELL? 


Advertise in the Classified Advertising 
department when you want to sell 
something in the lumber industry. 
AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, IIl. 


Timber and Timber Land 


WTD: TRACT OF VIRGIN PINE TIMBER 
Giv location, price and terms. 
C A. DAY, Salem, Mo. 


Used Machinery 


WANTED 
Used Sander, 3-drum 48” preferred. 
good condition. 
THE WOOD LUMBER CO., Lorain, Ohio. 


WE ARE INTERESTED IN PURCHASING 


small gang saw arrangement or punching device 
for splitting oak slabs. 
Address “B. 95,” care American Lumberman. 








Must be in 








WANTED 


1—Used 9” Exhaust Head. 
Address “B. 100,” care American Lumberman. 





Pine Poles and Piling 


PINE POLES & PILING 


Red Cedar poles. Fir piling. National distributors 
will consider reliable shippers only. State details. 
Address “A. 90,” care American Lumberman. 


Steel Rails 


RAILS WANTED 
3 to 4 miles 20 or 25 lb., 56 miles 30 Ib., 
40 to 60 lb. Could use loco. if good shape. State 
quantity can furnish, shipping point, if out of 
track, lowest cash price per gross ton. 
Address “A. 83,” care American Lumberman. 





6 miles 





